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HASKELL L-LINE... LUXURY DESIGN 


Here is steel that is perfectly at home... in any modern setting! Though modestly 
priced, you can recommend Haskell's Luxury design for executive as well as 
general office installations. Haskell's L-Line reflects fine quality and offers 
the kind you expect only at higher-priced levels! See this ‘'L'’ group in our New 
Catalog 24—in full color! Featured are single and double pedestal desks, overhang 
designs, secretarials, credenzas, bookcases, cabinets, panel end and leg-type tables. 
Everything matched for decorative or functional ensemblino! 


SHOWROOMS: New York * Chicago * Denver * Los Angeles * Philadelphia © St. Louis 
WAREHOUSES: New York * Chicago * Dallas * Denver * Los Angeles * St. Lovis * Tacoma 


HASKELL 
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NO. 2 OF A SERIES 


Write for 
New Catalog 24 
makes ordering 
easier! 


‘ 


PITTSBURGH S. 





retail in combination upholstery, $59.95* in Naugahyde 


Model 28TA Executive Chair only $64.95* 


GUECU offers you more to offer 


When your product really has it, your sales story 


can be simple and brief: Cosco gives your cus- 


tomers more for their seating dollars! More in com- 


- _— a | a } ort... in compatible styling . . . in rugged 
a all | | 
‘ h why i vs you handsomely to feature 


| these Cosco chairs ... that won t come 


Casual seating, too... sofas 


| 
tables, for reception room and . to Customers who Wi 


HAMILTON COSCO, INC., COLUMBUS, INDIANA 
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Office 
Appliances 


Edited for Retailers of Office Supplies, Office Machines, Office Furniture 


S. Lennartson 


How To Control Your Business... 


ence O. Schlaver 


Editon Personal Withdrawals Invite Disaster 


Carroll Cihlat 


a Office Design Section . . . following page 126 


Total Design | 156 


Anne Gricius 


The Office in the Round... 162 


|G. Johnson Efficiency Rise at Tidewater. . . 172 


B. B. Andrews 
The Many Faces of Office Design 


William Kennefick 


Specialty or Trade for All Jacks? . 


s W. Gilbert 


EDITORIAL OFFICES: 600 W. Jack 
son Blvd., Chicag Ill 155 Fifth 
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Feature ‘“‘TRANSFILE”’ in the popular GRAY finish in your window and store display for 
spontaneous customer interest and ACTION Serves as a visual reminder that vow is a good time to con- 


solidate office records Creates ppeal TRANSFILE” fibre board files match the new look of to- 


day's modern office Demonstrates a savings in SPACE, TIME and COST that can be seen for itself 


A display of compactly stacked ‘“‘TRANSFILES” featuring its low, low price will stop traffic and start sales 


Note: “TRANSFILE”’ files can b 


them into staunch batteries. With all the weight of the drawer and 


th and wide as desired. The patent d interlock feature welds 
contents supported on steel, the drawer 
movement is surprisingly easy. 3 Styles and 13 Sizes. Available in traditional green, of course. For a host 


of other sales-tested ideas for window and store filing supply displays, send for the “GUSSCO” new 1960 
catalog It’s free You Il be glad Vv 


Also manufacturers of 'Gussco’ filing supplies — ‘'Guide-O-folder'’ — ‘''Guide-O-file’’ — Guide-O-tray"’ 


Guide System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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OA Press-Time News 


NSOEA Cuts Convention 
From Five to Four Days 


NSOEA President J. Howard Patrick has announced that the Association's 
1961 convention and exhibit at the Conrad Hilton Hotel in Chicago will be 


streamlined to four days instead of the traditional fiv 


Beginning with the keynote session 


— 


Saturday morning September 23, and 


the opening of exhibits that afternoon, 
the convention will run through Tues 


day, Septembe« 6 losing with a 


banquet at ning. An important 
pre-cony mn vent will be the 
President ption 


September 


Friday eve 


[he decision to shorten the con 
vention schedule to four days was 
based on the success of the three-day 
format of NSOEA’s first western con 
vention and exhibit in Los Angeles 
this winter, and on favorable reac 
tion to the four-day schedule for the 
Chicago convention shown by ex 
hibitors at the manufacturers’ divi 
sional meetings held recently in New 
York and Chicago 

Although the 


shortened by one day there will be no 


ntion has bec n 


substantial loss of tim devoted to ex 
hibits. educational sessions, or social 
activities. Time will be saved by a 
new look in running the manage 
ment and training sessions as concur- 
rent workshops on Monday, Septem- 
ber 
Prior to the official opening, con- 
yn chairmen and_ co-chairmen 
will meet Thursday, September 21, 


and governors and the board of con- 


»] 


trol will meet Friday September 22 
Another association activity, the sen- 
ior statesmen’s luncheon (inaugurated 


last year) also will be held Friday 


Richard Murphy Now 
Aiding John R. Gray 


Richard (Dick) 

Murphy has as 

sumed the post 

of assistant exec 

utive director of 

the National Of- 

fice Furniture As 

sociation to aid 

John R. Gray. A 

Dick Murphy primary duty is 

to help build up 
local hapters of NOFA 

For the past three years, Murphy 

was assistant executive secretary of 

the Bowling Proprietors Association 

of Greater Chicago. Previously he was 

assistant superintendent of recreation 


in the city of Cedar Rapids, lowa 


Priddy Serves Ennis 
Dealers in Three States 


Cal Priddy, sales representative for 
Ennis Business Forms, Inc., has been 
appointed to serve Ennis dealers in 
the states of North and South Dakota 
and Iowa. Priddy, who previously 
served dealers in the Dallas area will 
work out of the St. Louis branch. 

Priddy has been associated with 
Ennis Business Forms for 19 years 


1961 Letter Writing Week Announced 


More than 200,000 window streamers and posters will be distributed to 
promote the 24th annual national Letter Writing Week, October 1 to 
announced by the sponsor, the Paper Stationery & Tablet Manufacturers Asso 
ciation, New York City. 

The two-color streamer is new in 


design and features the same slogan 
as last year, “Letters are Links to 
Friendship.” The colors, brown and 
yellow, are ideal for the fall season, 
and are particularly popular in the 


stationery industry 
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7, it was 


About 100,000 streamers and post- 
ers will be displayed in post offices. 
The remaining streamers, together 
with publicity and promotion materi- 
al, will be distributed to department, 
stationery, drug, variety, book and 


college stores. 


Victor Adding Forms 
Sixth Sales Region, 
Promotes W. H. Bell 


W. H. Bell T. L. Fox 


Establishment of a sixth — sales 
region and the appointment of T. I 
Fox as its head was announced re 
cently by the Victor Adding Machin« 
Co. Simultaneous with this was the 
naming of W. H. Bell as vice-pres: 
dent for Victor Adding Machine Co 
of Canada, Ltd 

Fox is directing a seven-state South 
Central Region from Dallas, Tex. As 
his replacement in Canada, Bell will 
direct the seven Victor branches plus 
more than 850 sales and service rep- 
resentatives and dealers. His head 
quarters is Galt, Ontario 


Burton M. Smith 
Heads Sales for 
Collator Division 


Burton M 
Smith has been 
named sales man 
ager of the new 
Collator Divi- 
sion of General 

Binding Corp., it 
g is announced by 
William N. Lane, 
preside ntot GBC 

Smith was eastern 
manager of Thomas Collators, Inc 
from 1953 to 1955 and later became 
general sales manager of Collamatic 
( orp. 


B. M. Smith 


regional sales 


Peter J. Murrett Dies 


Peter J. Murrett, 77, vice-president 
and general manager of Ryan & Wil- 
liams, Inc., office supplies, for 32 
years, died of a heart ailment April 6 
in Millard Fillmore Hospital in Buf- 


falo, N.Y. 





OA Presstime News 


Establish 15 Key Rem Rand Distribution Points 


The Rand Portable 
Typewriter Division has announced 
that it 
ized its field sales force and has es 
tablished 15  strategically-located dis 


tribution points from which to sup 


Remington 


has streamlined and reorgan 


ply its dealers 
According to Sales 
SEPH J. SULLIVAN, 
field 
three field sales managers, responsible 
the 


Director Jo 
Division's 
16 


the 


force now numbers men 
eastern, central, and western 
the 


sales managers; and 


for 


regions of country; 15 district 


28 district sales 
representatives 

‘One of the 
tures of this new arrangement of field 
that 


most significant fea 


personnel,” he pointed out, “is 
thoroughly trained and experienced 
men have been assigned to the terri 
tories with which they are most fa 
miliar.”’ 

fully 
stocked, geographically-dispersed dis 


tribution points to fill portable typs 


The decision to establish 15 


writer orders formerly handled by the 
factory was dictated by the Division's 
desire to shorten the time between 
ordering and the receipt of Reming 
ton portables by dealers, Mr. Sullivan 
noted 

The 
points, he reported, are located in the 
following cities: Atlanta, Boston 
Buffalo, Chicago, Cleveland, Dallas, 
Denver, Kansas City, 


Ne WwW 


newly-created distribution 


Los Angeles. 


Minneapolis, Orleans, New 


Ace Fastener Expands; 


A million dollar expansion will bx 
made by Ace Fastener ¢ orp. when the 
stapling manufacturer 
shifts production to a new and larget 
plant on June 1. 

This was announced by Jack Lin 
sky, president of Swingline, Inc., 
which 


equipme¢ nt 


ot 


Fastener is a wholly-owned 
subsidiary. 

The new plant, a fire proof build 
ing, is now under construction on a 
five-acre site at 4100 Victoria Ave 


Chicago. Linsky said it will enabl 


in 
Ace Fastener to increase production 


of stapling equipment as well as to 
integrate operations 


York 
Washington 
The Remington 
Mr 


absorb 


Sal Francisco, and 


Seattle, 


Portable 
Sullivan 


all 


1 in instituting and maintaining 


Type- 
Division, em- 


d, “will costs in- 
The dealer will con 


at 


Service 
merchandise 
had 


ict. 


ive his 


s he been paying 


in fi had recently 


order to increase his 


Milton E. Havlick 
Named by Moore 


W 
son, president ol 
the Moore Push- 
Pin Co., has an 
the ap 
pointment of Mil 
Havlick to 
all Moore 
n 
Oklahoma 


sam 


nounce d 


ton | 
handle 
lines I Te Xas, 
and 
n 


has adquarters 


Houston, 


Tex 


Heads Dallas Club 


grecting card 
of Dal 
has been elected president 
Dallas North Cosmopolitan 


ré pr sentative 


New Plant Constructed 


“Am-Pak” Registered 


Amberg File & Index Co. has an 
nounced that the United States Patent 
Oftice the registration of 
the trademark ‘‘Am-Pak’’ 
No. 711,396. The name 
tifies Amberg’s line of porttolios d 
rected 


has issuc d 
under 
patent iden 


at the student market 


H-O-N Acquires 
Luxco, Inc. of 
La Crosse, Ws. 


C. M. Stanley, 
H-O-N (¢ 
company has acquired all of the stock 
Luxco of La Crosse, Wis 
Mr that, “This 


quisition 1s another move to provid 


president of The 


o., has announced that the 


ot Inc. 


Stanley stated ac 


with a lin of 


oftice 


dealers complete 
H-O-N 
The the 


manufacturing office chairs, machine 


equipment. 


operation ot company 


stands, stools and personal files will 
continue in La Crosse with the pres 
Luxco being r 


ent management 


tained. Robert Luxford will be vice 
president in charge of operations 
The Luxco product line will con 


be 


sales distribution system. In addition, 


to sold through the Luxco 


tinu¢ 


a complete line of chairs, stools and 
machine stands will be manufactured 
in La to be the 
H-O-N name the 


H-O-N sales organization 


Crosse sold under 


trade through 


in Chicago 











Because 
1 Ace 
of 


of limited facilities in the 


ok Fastener he said, 


plant, 


som the metal for 


stampings 
Ace's stapling equipment have been 


} 


fabricated by outside producers 


“In the new plant, we will produce 
all our own metal parts for Ace sta- 
pling equipment in Chicago, as we 
do in New York for Swingline,” he 


added 
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Random Notes 


The first paragraph of a news sto th salers this means that any businessman, retailes 
State Journal, dated March 25, reads service establishment, wholesaler or manutacturet 
The city (Springfield, Ill.) Friday complet ould “plow back” into the business earnings befor: 
buying its furniture for the new municipal buil taxes, rather than after taxes. The NAW, 1001 Con 


ing at prices estimated at 10°- under what dealer necticut Ave., N.W., Washington 6, D.C., offers 
normally pay ft re opies of an explanatory folder. Now is th 
Last July in my Random Notes I refert t time to write to congressmen and senators. Don't 
Robert Goldman, president of th 
Equipment Company, Springfi ld, Ill i mat ‘ 


with initiative.” The reason for nce ; 
that Mr. Goldman had proposed i tae Georg E. Cole, whose legal blank business ts still 
a complete survey to determine the fu operated as a division of the Horder organization in 
of the new city hall. He told th sical vs Chicago, died in 1930. That he still lives in the 
fem would make the stady for a | minds of men as an inspired and enthusiastic civi 
that should his company be the low former is indicated in the April 4 issue of the Chi 

igo American where Mr. Cole was featured in an 
article titled, “What Chicago Needs: Another ‘Buzz 
Saw Cole! 


Only five feet tall, Mr. Cole was described as a 


ceive the contract for the new furnitu 
cost would be subtracted from the | 
Subsequently, several other Spr 


equipment dealers told the city cour 
could be made “at no expense to th sawed-off giant, tireless and fearless, with X-ray 

The final result was the sale of yes enabling him to look right through a candidate 
the city of Springfield for "107 under what ee ind see whether he is a boodler at heart or not. H¢ 


normally pay.” What price “comp sa human buzz saw 


The same qualities that made Mr. Cole successful 
” is a businessman made him effective as a reformer 

The Ikard-Curtis-Sparkman Bills H.R ind It enough qualified businessmen would emulate the 
for small and medium-sized business tax a nt Cole pattern at local levels, it is conceivable that the 
provide that any business (incorporat politics” in these United States could be re 


corporated) would be allowed to deduct from bu urn to its primary definition, “The science and 


ness net income an amount equal to additional ag irt of government 

gregate investment in depreciable assets, inventories 

and accounts receivable during the tax year, but not a , 

to exceed 20° of such income or $30,000. which Ue L ener OR 
ever is the lesser Vi 


According to the National Association of Whol Editor 


Next Month 


The changing market in office machines will provid ’ g iews on the import vs. U.S. office ma 


the theme for the June issue of OA isic to the in chines topic, providing interesting and informative 


tormation will be the results of a survey of rept reading Other articles will deal with design in the 
sentative office machine dealers fron ist to « office and important phases of management. There's 


This issue will have special distribution at tl good summer reading ahead 


NOMDA convention at Grossinget 


Office Appliances Journal, Chicago, 1905; Business Equipment Journal, 
Chicago, 1908; Office Outfitter, Chicago, 1908; the orig 

Publisher John A. Gilbert inal National Stationer, New York, 1909 
Assistant Publisher harles W. Gilbert 
Advertising Manager . Herbert L. Sime ADVERTISING REPRESENTATIVES: New York City 
Manager, Marketing Services ; Stanlev Roy Wallace W. Fisher, District Manager: George W. Larrouse 
Production Manager Mary Hales ( d St.. New York 17, N. Y. Phone MUrray Hill 
{ssistant Production Mana 7 
Treasurer 

oe eta ' Chicago: Herbert L. Sime, Vice-president, and Jack M 
OFFICE APPLIANCES was founds ” jeorge at McDonald, 600 W. Jackson Blvd., Chicago, Ill. Phone 


terson and developed through 34 vear : Ager 
: DEarborn 3206 


ESTABLISHED 1904: Succeeding and 

can Stationer, New York, established 1873, the origir Los Angeles: A. O. ‘Beau’ Dillenbeck, Jr., Tom Galavan 
trade journal serving the stationery fil Typewriter Dick Hatfield and Ray Kittle, Dillenbeck-Galavan, Inc., 
Trade Journal & Office Systems, New York, 1904: Th 266 S. Alexandria Ave., Los Angeles 4, Calif. Phone 
Office, Franklinville, N.Y., 1904: The Ofi Appliance DUnkirk 5-3991 
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the exact number of ex- 
Victor single slide sections that give 
tailor-made capacity for his record 
rements. Then sell him additional sec 
as his record is expand. Only Victor 
na gives you this base on 

h to build profitable repeat business 
t there’s more to Victor Sectional Visible 


ales Tlexibility 


@ QUALITY & VALUE: The Victor Sectional 
Visible has been built to last a business life- 
time. ME THREE MOST POPULAR SIZES: 
The single sections are available in all three 


that accommodate the cards most often 


OA—5 /61 


= 
= 
ond 
> 
3 
= 
— 
— 
Y 
Y 
NT 
- 
=) 
me 
as 
> 
= 
om 
> 
a 
SS 
a 
Sow 
= 
—) 
> 
= 
‘3 
oo 


used—8 x 5,6 x 4and5x 3. @ UNIFORM 
POCKETS: The card-holding pockets, made 
to resist warping and curling, provide a uni 
form 4” visible margin exposure. Mj SIGNAL 
ASSORTMENT: Victor has the variety of 
style and color signals to meet just about any 
attention-getting requirements. M§ ANY 
CARD FORM: There are available more than 
100 card forms and: title inserts. Victor also 
helps you design forms or sends you free 


VICTOR SAFE FS 
& EQUIPMENT Gaara 


J 


Remington 


samples from its special forms library 
@ SALES PROMOTION AIDS: Any dealer 
who stocks and sells Sectional Visible can re 
quest newspaper ad mats, catalogs, mailing 
or package literature, Visible Case Records 
Application Suggestions, the Visible Reading 
Course, and a full color, three dimension 
counter display with an actual demonstrator 
slide. For complete information on the sales 
profitability of Victor Sectional Visible, write 


Rand SYstems 


EA 4 R * 





Duplicating equipment dealer 


me money—about $70 a month in gas alone. 
Convenient, too. We load a Masterlith press on 


Expands territory from 6 to 52 
counties, saves gas money, too! 


“When I first got my three Volkswagen Station 
Wagons,” says Mr. Edward Berg of St. Louis, 
‘‘T was selling in 6 counties. Now I sell in 52—and 
I outsell every other dealer in the country 2 to 1. 

‘“‘What’s more,” he continues, ““my V Ws save 


a station wagon, run it out to a customer and 
demonstrate it right there. I don’t know how 
many presses I’ve sold right off the truck. 

“The overnight service I get is great, too— 
and so is the way the VW handles, rides and 
parks. All in all, I just don’t know what I’d do 
without my Volkswagens.”’ 
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customer is, 
*s 170- 


4 HOW TO CLOSE A SALE! Demonstrate where the 


Mr. Berg is doing here. It’ with the station 


rgo compartment 


S easy wagon 
of cargo. All 
with all three 


rtable station wagon carrying nin¢ 


holding 1,632 pounds 
2,480 pounds. And, seats in 


persons. 


the three Volks Wagons 
ng equip- 
wide double side doors that 
Just 14 feet long, the VW 


easily through traffic, 


wagen Station 


4 THE FLEET’S IN! Here ar 
that | ved make Mr. Ber 
Note the 


g the best-selling duplicati 


g sO easy. 


parks with ease. 


BRING IT IN AT SUNDOWN, TAKE IT OUT AT SUNUP! P 
Mr. Berg, by arrangemer 
ight. He 
rg comment 


vith his dealer, gets his Volkswagens 
erviced at I 


Mr. Be 
tional engineering « 


er mis a profitable day on the road. 


hu Revert too, on the trouble-free func- 
VW—especially the rugged rear engine 
r or antifreeze because there’s 


vhich never need 


no radiator. 


1) 


(loubles sales with Volkswagen 


This sort of enthusiasm is typical. That’s why 
110,000 VW Trucks in the U.S. 
Volkswagen is the advanced truck idea that’s 


there are over 


been proven on the road for the past 11 years. 

Are you ready for a VW Truck? You are if 
you want a truck that costs less to buy, less to 
operate, and less to service. The suggested retail 
price of the VW Station Wagon (East Coast 
Port of Entry) is $2,245 (West Coast, $2,365). 
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To help you make the right decision, talk to 
your Authorized Volkswagen Dealer soon. Ask 
for a demonstration. And get your free copy of 
the 60-page illustrated booklet—‘‘The Owner's 
Viewpoint.”’ It documents with facts 
and figures VW Truck performance 
and owner experience in a wide vari- 
ety of businesses. It shows what you 
can expect to get from Volkswagen, too. 





the ENNIS MAN 


BRINGS YOU 


the most complete line of modern 
business forms, carbons and ribbons in 
the nation .. ready to help you 

profit more from this growing market 
geared to help you sell. Ennis . . the 
line that’s sold through dealers: you 


supplier, never your competitor 


Write for catalog 


and complete informat 


BUSINESS 
FORMS, INC. 


Factories: ENNIS, TEX. © CHATHAM, VA. « PASO ROBLES CALIF 
Warehouses: BIRMINGHAM ¢ HOUSTON «© ST. LOUIS 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms 

Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


Letters 


themselves brief 
the office equip 
ne) id supply mdustry. Address: Letter 
Editor, OFFICE APPLIANCES, 600 W’. Jacé 
Blvd., Chicago 6, 1 


A Bouquet from a Manufacturers’ 
Representative 


D if Editor 
Although I have never taken it upon myself be 


fore to thank you for the 


many hours of enjoyment 
ind additional information your magazine has given 
I would like to take this opportunity to express 

my sincere appreciation. OFFICE APPLIANCES is not 
only awaited impatiently by but also by my wife 
We have both enjoyed receiving it for many years 
Thank you again for asking me to be placed on 


P | 
ne ist 


WILBUR H. (BILL) COOPER 


Plastic Mailing Envelope 


Dear Editor 
We have just received OFFICE APPLIANCES fot 
pril, and we are intrigued with th plastic envelope 
you are using on the magazine. Will you 
iS¢ tell us where you buy 
E. ENGELBER1 
Manag 


Approval and a Suggestion for OABI 


Dear Editor 

The OA Buyers Index is a wonderful encyclope 
lia, which I use regularly for some of its many bits 
of specific information. The new book (March, 
1961) is handsome, yet different from the last 
There are additional units of information on pricing 
ind suggestion lists 

Here 1s a suggestion to take the new format a 
step further place all the advertising in the back 
This would put the reference information into one 
easier to locate group I for one would still find the 
idvertising just as useful and handy all in one sec 
tion 

Since you are already emphasizing the advertisers 
in he avy print, by putting the page numbers in par 
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ntheses after the names, it would make it easier to 
locate a particular manufacturer's advertisement 
without looking at the advertiser's index. This would 
be especially useful to an advertiser listed in more 


than one product category. He could put more into 


his advertisement or even buy a larger space 
Using the present method I find it difficult to 
locate information quickly, because I don’t know 
where to put my eye on the page, as ads are scattered 
all over without rhyme or reason. 
Yours for the best magazine in the industry 
ELMER E. STEINMETZ 


Your su LEST 


wniy deserve Con 


NSOEA Western Show 


Dear Edit 
rly want to thank you for the exc 
convention coverage OFFIC] APPLIANCES 
Western Show 
[he many compliments we all have heard reflect 
o-ordinated fforts of many peopl and your 
itribution of publicity during the show is what 
so enthusiastic 


DEAN | 


Catalogs 


1961 issue of the OA Buyers 


suppliers listed fall into one of 


ppliers those with whom we 
contact and consequently have 
literature 
rs from whom w 
hases but find that our catalog 
ind our price lists out of dat 
suppliers 
there are so many in the first two 
roups that instead of filling out the inquiry cards 
rnished with the Index, we would like to receive 
rature and information from a//] of them 
We hope that this can be accomplished so we can 
ring our catalog file up to date and use your prod- 
f 


index omplete Cross referencing 


LESTER W. EICHHOLZ 
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the ENNIS MAN 


LEAVES YOU 


with new merchandising ideas and sales 
tips, a new kind of service. He keeps 

you supplied with every needed form, 
from the everyday to the most 

complex and modern. . for the smallest 
or largest job. Ennis . . the line that’s 
sold through dealers; your supplier, 


never your competitor. 


Write for catalog 
and complete information 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms 

Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards--File Folders—Legal Pads 


Factories: 
ENNIS, TEX. © CHATHAM, VA. « PASO ROBLES, CALIF. 


Warehouses: 
BIRMINGHAM ¢ HOUSTON « ST. LOUIS 


BUSINESS 
FORMS, INC. 





After Hours 


Gunlocke Barber Shop 
Has 35,000th Customer 


No »)>.000 Was served 
the W. H. Gunlocke Chair 
barber shop. He was 

us of the finishing 
ommemorate this milestone, 
nfus was presented with a walnut 


ither pl iqu¢ 


I 


ippropriately em- 
eived his haircut ‘“‘on the 


ind had his picture taken to 


Premier ay oh ( re 
Trimming 


than 10 years 


Gunlock« 


t! ymnnly one, or one of the few 
Boards! 7 hs cai aaa a 


d a manufac 


barbe r shop 1S per 


ch employees can 


hair cut on company time in 





1ir-conditioned shop that 1s 


working 


personn | 




















Mrs. Hoffman Named 
Senior Citizen of 1960 
Mrs. R. ( Hottman 
the Smead Mfg. Co 


Senior Citizen of 


Jur 10! 


preside nt ol 
Hastings, Minn., 
1960 


Chamber of 





with tool 


steel hardened blade that sharpens it- 
self for a lifetime of clean, accurate 


New use features galore 


safe cuts Plus safety spring tension, 


precision calibrations! 
7 sizes . . . $6.00 to $55.00... 
Wood or Metal 


Ask your distributor 

@ 7 Sizes 

® From $6.00 to $55.00 

@® Wood or metal base 
PRESENTED NATIONALLY BY 
* Stone-Newman Associate 320 Broadway, New 
York, New York 
© Jack Luke, 3950 Lake Shore Dr 
© Sid Lichtenstein, 223 S. 10th St 
7, Pa 
¢ Harry Henkel, 1046 S. Olive St Le 
Calif 
¢ Emil Dalma P. 0. Box 1524 9923 Estacado - 
Dr., Dallas, Texa tne isting LVCt — 
¢ George B. Tapner, 641 S. Rock Hill Rd. Webster 
Grove 19. Mc f 
e R. C. Hil 1523 Kingswood Road, Jacksonville 
Florida man. In making th presentation 
¢ Paul Holden, 213 W. Kathleen, Park Ridge, | j cs , j 


PHOTO “relations be. 
MATERIALS 
CO. 


2100 WEST FULTON ST. 
CHICAGO 12, ILL. 


Chicago, Ii 
Philadelphia 


Angeles 15 

re presenting 
shown pre 
1 plaque to Mrs 


relations be 


PREMIER 
QUALITY 
PRODUCTS 


the commu 
have a su 
national repu 
nm a success 


favorabl 


Mosler Baseball 
Display Goes 
To Vet Hospitals 


Pictured looking over some of the his 
ric baseballs in the Mosler collection 
win H. Mosler, Jt owner of the 

yn, and Founsby Short, a patient 

the Manhattan Veterans Administra 


ospit 


The world’s largest private colle 
tion of baseball memorabilia went on 
display recently at the Manhattan 
Veterans Administration Hospital, in 
New York City 

Edwin H. Mosler, Jr., 
the collection, turned it over for two 
weeks to C. F. Heard, Jr., 


manager in charge of the hospital 


owner Ol 
assistant 


Included in the collection are hun 
dreds of balls and bats, many gloves 
and shoes, numerous uniforms and 
pieces of equipment, hundreds of pic 
tures, score cards, programs and year 
back 
ticket 
other historical items 

The 


were 


books going several decades, 


pins, badges, stubs, and many 


uniforms in the collection 


worn by many of the greats 
while they were pe rforming feats that 
made them a part of baseball history 
Represented with uniform items are 
Lou Gehrig, Babe Ruth, Honus Wag 
ner, Ted Williams, Ted Lyons, Mort 
Cooper, Lefty Gomez, Mel Ott, Bob 
Feller, Willie Mays, Stan Musial and 
others 

Mr. Mosler’s baseball collection iS 
used in the best interests of the game 


non-commercial 
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Esterbrook “Super’’ Marker 
never runs dry...it’s” 
refillable! 1's the most economical felt-tip 


marker for office use. When the ink is used 
up, it can be refilled 2 ways: Thread off the 
marking head and thread in Esterbrook’s 
Refill Cartridge — only 50¢...or, use the 
Flo-master Transparent Refill Ink. 2-oz. 
20-refill can, only 60¢. (3¢ a refill.) 

“Super” Markers come in 8 transparent, 
waterproof colors. Write on anything! 
Cost? Only 89¢ each. Regular size marker, 
not refillable, only 49¢. Esterbrook markers 
write smoother, last longer. ..8 vibrant colors. 


| Oe 


CAMDEN 1, NEW JERSEY 
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State of the Industry 


1960 Business 
Form Sales 


Hit $450 Million 


Patrick Tells 
of 6°> Growth 


in Industry 


A Seminar 
for Export 


Training 


Help for 
Small 


Businesses 


Japan Busy 
on Steel 


Furniture 


Editorially, OFFICE APPLIANCES has long advocated that business forms 
comprise a large portion of the office supply dealer's business and that this 
market can be developed by selling ideas for saving time and money in paper 
work. Naturally, we are gratified to get the report from The Business Forms 
Institute, trade association of the manifold business forms industry, which 
states that gross sales in 1960 totaled $450 million, a gain of 25 million over 
1959. The growth has been rapid. Five years ago, annual sales stood at $250 
million while 10 years ago they hit the $193 million mark. Business forms 
today are of infinit riety. Apparently, the market, too, has infinite poss! 


bilities 


Southern dealers this month, meeting in Atlanta, had a pinpointed message 
from J. Howard Patrick, president of NSOEA. He told them that the office 
products’ industry has now reached the $714 billion mark in annual sales 
and is gt ng at the rate of 6% annually. The figures were delineated to fit 
market which comprises Georgia, Florida, Alabama, North 


and Tennessee 


justry who want to train their executives tor over 
mselves with the export mark should investigate 
conducted by the American University in Wash 
week course covers aspects of international busi 

traditions and customs ot roreign countrics 


upper management. Enrollt is limited to 25 


their own dealer firm: the first 


Starting and Managing a Small Business of 


booklets Y 
obtained trom the Superintendent ot Documents, Gov 


Washington 25, D.C., for 40 cents each. Additional 


} omised 


ing into steel office turniture manutacture in a large 
Japan Stationery & Office Equipment publication 
companies to go into the business taking advantage 


mands for rationalization of business works 
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egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 


P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 


it’s profitable! 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


In Canada: Commodore Portable Typewriter Co. Ltd., 


680 King Street West, Toronto 26, Ont. 


OUTSIDE CONTINENTAL U. S.: 
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Jorgen S. Lien, Box 522, Bergen, Norway 


It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


1 

1 

1 

t 

H 

i Please rush more information on the 

; complete Line of REGNA Cash Registers, 

1 REGNA Adding Machines, JOELI Fire-proof 
3 Safes, and outline advantages of becoming an 

: independent REGNA-JOELI Dealer. 
1 

1 

i 

1 

1 

i 

2 

' 

5 


Name...... 
Address. 
EEE ee 


Zone....... sii dials iaitina diated 


<<“ ca mS EES am nema ewe ee 
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OA Editorial 


Only the Participants 
Earn a Profit 


The accusation that the United States is on its way to becoming a nation 


of spectators is not restricted to sports. It has splinter applications to many 


business fields, including office furnishings. 
Too many office furniture dealers have stood aside and watched the 
purveyors of visual design equip the office of businessmen. Too many have 


merely watched instead of getting into the fray and offering in addition to 
f specialized knowledge of design concerned with 


the externals, the factor « 
the practical aspects of utility, ease of use, accessibility of working tools, 


sufficient light and air, and the myriad other elements involved in making an 


office operational as well as beautiful 


In the office furnishings issue of OFFICE APPLIANCES last May were these 
words: 


There is no question about the value of external beauty in the business 
office. Creation of an atmosphere that soothes the spirit and relaxes the 
mind contributes heavily to the quality and quantity of the output of 
the office occupant. Conferences, contacts, decisions, controls — all are 
more effective when the aura of beauty is present. These are practical 
values whose worth cannot be measured. Yet their impact could be 
fleeting without the internal beauties of durability, sound construction, 
and engineering for function. From them spring the ‘in service’ qualities 
of comfort, reliability, stability, and conditions that permit rapid dis- 


charge of daily duties at a high level of eftectiveness 


Launched in this issue is a new section called OFFICE DESIGN. Its 
purpose is to assist dealers to become profitable participants in the work of 
furnishing business offices in a manner that couples design beauties that 


are visible with hidden qualities that assure functional efficiency. 


On the assumption that good office design involves total design _— ap- 


pearance and function the new section in this and future issues will chart 
the way for office furniture dealers through case studies, interpretive dis- 


cussions and authoritative comments by qualified experts 


In the challenging work of designing business offices, only the partici- 


pants earn a pront 








Look at the prizes! Enter FACIT, INC.'s exciting, new Look at the prizes! 


SALES RALLY today! Learn how 


you can win one of 24 valuable 


SIX BEAUTIFUL prizes. Each and every FACIT and SIX $1,000 U. S. 


4-DOOR VOLVO CARS! ODHNER dealer has an equal SAVINGS BONDS! 


chance to win. Rally runs from 


April lst to August 31st. Learn 


SIX SPORTY more by seeing your Facit repre- SIX MAGNIFICENT 
, sentative or write: Facit Sales RCA VICTOR 
2-DOOR VOLVO CARS Headquarters, 404 Park Avenue COLOR TV SETS! 


South, New York 16, New York. 














FACIT IS MOVING FAST! RALLY AROUND! ENTER NOW! 


Facit, Inc., 404 Park Avenue South, New York 16, N. Y. 
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N order to establish and maintain control of your 
office equipment and supply business and look to 
the future and some assurance of growth, you need 
to give serious consideration to several factors. There 
are a lot of things you can’t control, such as what people 
will pay for things or what they w ill want next. Further, 


4 you can't control what kinds of items manufacturers 

Ow will supply. But there are still many areas in which you 
can exercise control to a major degree. 

Here are some of the things you should have on your 


To Control = 
—You have to keep your lines up to date for current 


needs, 
You have to obtain the products for resale. 
Your You have to get accounting figures for control, as 
well as tax purposes. 
You have to develop a balanced marketing ap- 
proach to attract customers, sell to them, or let them do 
Busi nes their own buying, and sometimes make deliveries. In ad- 
dition, there are the functions of personnel, public re- 
lations, and legal observation 
These are the things you have to do in order to have 
effective control of the future of your business. These 
are the things you have to charge for and accomplish. 
My main reason for mentioning them is that they usual- 
ly don’t show up on your accounts. The ways these 
functions are implemented are changing and all of us, 
dealer and manufacturer alike, must be prepared to 
move with the change. If we don't, the market will con- 
trol us and we can easily lose that very, very vital 3% 
margin 


Discomfort is the Norm 


We tend to be uncomfortable with change. We accuse 
the people who work for us of being opposed to change 
The real facts of the matter, all too frequently, are that 
the top manager, often an owner who has the greatest 
incentive to make changes, has been the one who was 
the last to recognize that things have to be different 
Figures show that in order for you to have a dollar 
to spend on expenses in office supplies distributing, you 
have to sell $3.00 worth of products. On the average, 
in order to have a dollar of profit you have to sell more 
than $30 worth of goods. The sad thing is that you can 
spend the same dollar only once. You can’t spend it on 
by CARTER C. HIGGINS a display and still have it available for payroll. If your 
president clerk spends five cents more than is needed to sell a 
mae! Sredeete Co. dollar's worth of pads, you have lost your profit forever 
There are very few reasons for a well-managed com- 
pany to run in the red. Nine times out of 10, compa- 
nies run in the red because they are not well-managed. 
Good companies may run in the red temporarily. When 
a blizzard is howling and the snow is two feet high, you 
may lose money that day. Sometimes you lose money 
temporarily on seasonal goods. You may lose money 
for a while during a major change. For instance, RCA 
has lost millions developing color TV, though they just 
haven't been willing to face the huge risk of bringing 
set prices down where they will sell in volume. 
It is not right to sit and lose money just hoping 
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things will get better. Something is missing in our think- 
ing if we do. If we can’t see how to combat it, we'd 
be better off working for someone who does. 

Your trade association (National Stationery & Office 
Equipment Association) has excellent guide figures on 
budgeting. They show, for instance, that many stores 
have been paying about 65 cents of each sales dollar 
for merchandise. As this figure is after discounts, 
freight, sales events, and so on, it seems to indicate an 
average discount from selling price of about 40%. On 
staples, for instance, you don’t get 40%; so, on goods 
like our punches, you have to buy in bigger volume to 
vet more liscount 

Selling from vending machines, or on large industrial 
contracts, I doubt if you can get even a 50% markup 
To meet the averages, clearly you have to spend less to 
sell these ways and take a higher markup on the things 
that are furthest from self-service merchandise. You 
have to decide if you can get enough markup to cover 
your costs on portable typewriters these days. You just 
have to control what you spend against what you get 


Get Thee Behind Me 


If you are tempted, sometimes, to sell below fair 
costs, let me suggest that you think about the compet- 
itors you know. Are they running their operations so 
stupidly that it costs them a lot more to sell something 
than it will cost you? Won't they fight back? And, isn’t 
the most likely end result winding up with everyone 
really squeezed, the market demoralized and less money 
coming in all around to pay for the same costs than 
there was before ? 

Total control means breaking down the business into 
little, manageable sections and controlling these. Then, 
adding them back together 

I am not going into budgeting in any detail. Its im- 
portance is well known. I know of some retailers who 
get a figure every day of their total sales related to the 
number of hours’ work paid for, a figure they find easy 
to get and very sensitive to changes. 

It costs a good deal to get the total picture in figures. 
Spending a lot of money to get useless figures is about 
the first thing you should cut out. I do think you ought 
to have frequent figures on total sales to compare with 
budgeted sales. If you have budgeted your expense items 
carefully, and watch your margins when you buy, your 
knowledge of how they run in general ought to mean 
you don't need too many full reports to know how 
things are going 

You do not need me to tell you that your inventory 
ought to be under four months total costs of goods sold. 
Is this an iron-clad rule? Not if you have cash. If you 
an save 5% by buying a six months’ supply instead of 
buying a three months’ supply twice, the savings offset 
the costs. But, if your cash is very tight, set the figure 
higher 

Your investment in fixed assets has to pay for itself, 
just like any other expenditure. Obviously, this is going 
to pay for itself across a longer period of time, so that 
you don't need to see the return right away 
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You know that stores are changing appearance rapidly. 
You know how space use is changing so that modern 
stores are very flexible indeed. This does not mean that 
high fixed assets are a good thing. In fact, the higher 
your fixed assets, the higher your charges are going to 
be for depreciation, insurance, interest and taxes. The 
money you tie up in fixed assets is out of your working 
capital. 

If fixed assets get too big a share and if some of your 
working capital moves rather slowly because it is tied up 
in slow-moving inventory or slow payers, your availabl« 
capital is reduced and has to circulate very, very fast 

Your fixed assets have an average annual cost across 
a period of years. The expenses of these investments 
have to pay off in better sales returns and lower costs, or 
you can't afford them. If a building, in 30 years, takes 
$30,000 for investment, $75,000 for insurance, taxes 
and upkeep, and, say, $45,000 for a 10% interest and 
return on your average investment, total costs, not allow 
ing for salvage, are $150,000, or $5,000 a year. This 
$5,000 has to be paid for in savings of present costs, or 
increased sales, just the same as adding $5,000 more of 
payroll has to be covered. 

Budgets are plans. You have to plan income and ex 
pense. You have to plan how to use your capital, par- 
ticularly inventory and fixed assets. And, just in case I 
have not asked you to wear a sufficient number of hats 
yet, I have not yet mentioned the budgeting of floor 
space. Make sure the impulse items you set in the most 
valuable display space can reasonably be expected to 
produce at least enough volume to cover costs and earn 
a pre-determined profit. If this is good for supermarkets, 
it's good for you, too 


Why Managers Get Paid 


You know what a lot of planning has to be done to 
be a successful business man today. Whoever said it was 
an easy thing to be a good manager? If it were, where 
would the challenge be? Why would managers be en- 
titled to any more compensation than the employees they 
plan for? Isn't it because they can analyze the many 
facets of a business and keep them under control ? 

If I were to stress any one aspect of control as being 
more important than any other, I'd say it was keeping in 
touch with the powerful forces of change working all 
around us. 

Taste, customer desires, prices, are not things a dealer 
can control. You can do your best to fit your operations 
into the trends. You can control the lines you're going 
to sell. You can do the best buying you can under indi- 
vidual circumstances. You can devise ways to get the 
figures you need. You must seek to get, train and hold 
associates who will contribute more than their salary 
costs. You must observe the law. You must seek to keep 
investors happy and give the public an image of your 
store that makes them want to buy from you. Finally, 
you have to establish contact with the buying public and 
make them your customers. 

Plan to fulfill all these functions at a profit and your 
business future will be under control. 





Personal Withdrawals 


Invite Disaster 


yw ‘Plow back’ profits into the firm. 
~ Stick to a withdrawal formula. 


uw Havea personal checking account. 


he amount of money a dealer witl Driving this point home will be the business needs 


sonal needs can have a profound he's been neglecting. Because of price rises he may 1 


business for good or ill. He may sharply ognize the need to retain some net earnings in the busi 


sonal withdrawals, assuring business sol\ ness merely to maintain the same inventory level. If his 


may withdraw more than is prudent, inviting disaster business is growing, additional earnings may be applied 


Determining the amount of cash a dealer to increasing inventory, perhaps adding new lines 


out of his business isn't as simple as it Each year a dealer is in business his depreciable assets 


viously he shouldn't withdraw for persor are one year older, that much closer to obsolescence. Be 


cash than is represe nted by his net earnings. To do s cause of this fact, he is p rmitted to charge annually 


for any length of time is to court failur for purposes of calculating his income tax, a certain per 


A dealer may feel on safe ground as lor iS per entage of initial cost to depreciation. He very likely 


withdrawals do not exceed net earning ertainiy tnis welcomes this device as a tax-r¢ ducing measure even as 


is preferable to over-withdrawing, but it lso danger he fails to consider its other and much broader imp! 


ous in the long run. Such a policy does not take into ations 


account the continuing, never-ending need for additior = se 
al capital This additional capital is ssary to ta A Hard Fact of Life 


care of growth and expansion As a matter of fact, depreciation charges in the ag 


Because little or no earnings are plow gregate won't begin to pay for replacements when th 


the business it may struggle along year after ' time comes. This is one of the little-noted hard realities 


hungry. Its owner may have too littl of business today. So, even if amounts charged off for 


business. This equity may even declin depreciation are retained, this fund will be short of re 


because the owner 1s trying to solve his placement costs by a wide margin. Such a dealer isn’t 


borrowed funds and deeper indebtedn staying even. Relatively, his capital is declining becaus« 


unable to take cash discounts because cash for discount of higher price tags for replacements 


ing is withdrawn for personal needs. Excessir A dealer, if he so elects, may even withdraw the cash 


withdrawals may cost him as much as represented by depreciation charges. Many do just that 


lost cash discounts otherwise availab! 
buy advantageously plus $2,000 depreciation charges for the year, $14,000 


ly 


If his income tax return reports $12,000 net earnings 
withdrawals. He may be unable to 
for lack of cash in cash is available to him. However, when he with 


Business survival dictates a deal draws that $2,000 he’s appropriating $2,000 of his 


draw less cash than his business earns ww mu : apital 

should be withdrawn will depend on two factors: ( The basic 
his basic personal needs, below whict t e i direct relationship to net 
his business needs income tax return may be consulted, if the present year 


weekly or monthly withdrawal should hav 
irnings. The previous year's 


subsist, and (2) 


OA-—5 /61 





appears to be comparable. From such estimated earnings 
should be subtracted such amounts as are determined 
necessary for plowing back in the business. The re 
mainder is the amount available for personal withdraw 
als 

However, the weekly or monthly withdrawal has still 
not been determined. To provide a safety margin, part 
of the funds estimated to be available for personal with 
irawals should be held back for quarterly, semi-annual 
r after-year-end withdrawal. This provides a cushion 
in event actual net earnings fall short of the estimate 


This is the Formula 


Suppose a dealer estimates his net earnings at $10, 
000 before income tax. He has four exemptions, takes 
the standard deduction and files a joint income tax re 
turn. His income tax is $1,372. This leaves a maximum 


ot only $8,628 tor pe rsonal needs 


Depreciable assets are being charged off at the rate 


of $1,500 a year. On the basis of present trends, re- 
placement cost will be 50% higher at replacement date. 
This means another $750 must, be set aside for replace 
ments out of earnings. The dealer recognizes the neces 
sity for increasing his business equity, so he plans to 
reduce his indebtedness by $1,000 out of earnings. He 
issigns another $500 to increase his inventory invest 
ment. Now his $8,628 net earnings, after income tax, 
stand at only $6,378 available for personal needs 

He arbitrarily excludes $658 to provide a small cush 
ion against a drop in net earnings, leaving $5,720. This 
figures out to $110 a week for personal withdrawals. If 
net earnings hold up to his estimate, he can make an 
idditional withdrawal from that $658 every three or 
six months 

This may sound like a tough formula to live with, 
but it reflects the objective realities of this dealer's situa 
tion. Out of $10,000 net earnings, before tax, he gets 
for his personal use only 63%. However, after satisfy 
ing the Internal Revenue Service, he’s plowed back $2, 
50 of his earnings into the business. He’s $2,250 better 
off at year end than at its beginning 

his formula, of course, can be applied to any dealer 
in any net earnings bracket. However, the higher the 
earnings the greater the proportion of such income that 
must be earmarked for income taxes. In fact, a good 
many dealers in higher tax brackets may be harder put 
to plow necessary funds back than other dealers in 
lower brackets because of the impact of sharply grad 
uated tax rates 

Once a dealer has realistically figured what he can 
withdraw with safety from his business, he should stick 
with it. Temptation may be great, as his bank balance 
rises, to withdraw more money. He should wait until 
after year-end to do so, and then only if net earnings 
ire more favorable than originally calculated. Even 
then, part of any additional earnings may be more 


wisely invested in the business, hastening the process of 
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building up the owner's equity and net worth. 

As an aid to keeping personal needs under control, 
it is a good idea to have a personal checking account, 
depositing personal withdrawals therein. A glance at 
the running balance may act as a restraint on personal 
obligations that can't be afforded. Making a sharp sep 
aration between personal and business needs, maintain 
ing a personal checking account, will help to discourage 
tapping the till or business checking account for extra 
personal needs. 

Determining a minimum periodic withdrawal will 
put withdrawals on an even keel. With sharp fluctua 
tions in gross receipts, a seasonal rise and decline in 
volume, withdrawals are likely to get out of hand other- 
wise. A feast-or-famine personal situation results. Dur 
ing slack periods a dealer may withdraw too little for 
personal needs; during peak periods he may withdraw 
more than a normal amount. 

In a partnership it is no less important there be re 
straints as to personal withdrawals. Unless there arc 
controls the partnership may be strained. One partner 
may withdraw more than another partner, up to the 
limits of earnings. If one partner withdraws less than 
the other he, in effect, is lending the partnership th« 
funds not withdrawn. Many a partnership has been 
dissolved because of disagreement as to the amount of 
personal withdrawals and/or what part of net earnings 
should be invested in the business. 


Partners Must be Careful 


Personal withdrawals by partners should be carefully 
thought out. The points already covered in this article 
should be carefully considered. These, however, may 
need to be modified on the basis of the objective cir 
cumstances of each partner. One partner with a large 
family may need to withdraw more funds than another 
partner without a family can easily get along on. Real 
personal hardship and an unhappy partnership may re 
sult if one partner callously insists on plowing back too 
large a part of earnings into the business. This may 
represent a bare subsistence level for the other partner 
with heavier personal obligations, even as the first part 
ner lives well 

Likewise, in determining personal withdrawals, each 
partner's income tax obligation may need to be taken 
into account. Net earnings of a partnership are charged 
proportionately to each individual partner, whether all 
carnings are distributed or not 

The income tax impact on one partner may be far 
greater than on another partner. A partner with a large 
family may have a harder time coming up with his 
smaller income tax than another partner with fewer 
exemptions and deductions and a larger income tax 
One partner may have other sources of income from 
which to meet his income tax bill while another partner 
must pay his entire income tax bill out of sharply 
limited personal withdrawals from the partnership. 








Mrs. Anne Stein 


AERIAL VIEW OF GROSSINGER’'S HOTEL 


NOMDANS Headed for Catskills 


Members of NOMDA are headed for the Catskills 
when they visit Grossinger’s 

This famous playground is located among the roll 
ing mountains with bountiful trees, lakes and other 
scenic attractions. 

In such a setting, NOMDA has planned its program 
of six panel discussions, a repeat of JAMES B. KoBAK's 
talk on accounting for the office machine dealer, varied 
entertainment and special events for the ladies 

It was Kobak who researched and _ put 
NOMDA's Uniform Accounting Manual sponsored by 
the Manufacturers’ Division. He is with the firm of 
J. K. Lasser Co., auditors and consultants of New York 


together 


City and is the only “outsider” on the program. All 


others taking part arc members of the organization. He 


will be heard on Wednesday, final day of the 


conven 
tron 

So that all those who may wish to discuss the ma 
chines in which they are most interested can be together 
a novel seating arrangement will be in effect for th 
luncheons at the convention. Signs will be placed 
throughout the dining room designating Photocopy 
Tables,’ “Dictating Machine Tables,” ‘Bookkeeping 
Tables’ and so on until nearly every office machin 
has been covered 

The plan for a sort of “panel discussion” of all facets 
of the retailing of office machines will be effect for the 
three noontime meals so that a dealer may get around 
to several sessions if he wishes 

A different floor show every night, featuring Broad 
way talents, will be in store for those in attendance. In 
addition, there will be two orchestras furnishing dan 
music until the small hours nightly 

Another important part of the Grossinger program 
will be Lou GOLDSTEIN with his audience participation 
is scheduled to present his bag of tricks at the Monday 
stunts. He has entertained thousands at the hotel and in 
night dinner around the pool 


Mrs. ANN B. STEIN of Ridgefield, N. ] 


ALWAYS DEEPLY INTERESTED in everything that goes on 
it her resort hotel, Mrs. Jennie Grossinger was specially 
pleased with the floor plans for the exhibits of the NOMDA 
convention being shown to her by Harold Mann (right) 
NOMDA 0executive secretary Paul Grossinger, general man 
ger of the hotel, looks on 


pointed by the NOMDA board of directors as ladies 
chairman for the convention. Mrs. Stein is currently 
secretary of the ladies’ group and is serving in the ca 
pacity of hostess at Grossinger's 

Arrangements have been made to ofter hospitality 
to all NOMDAns who pass through New York City 
on their way to the convention 

A rendezvous spot has been selected at the Henry 
Hudson Hotel, 353 W. 75th Ave. On Sunday, June 18, 
there will be light refreshments served in the Grand 
Ballroom of the hotel to all who arrive between 9 A.M 
and 1 P.M. It is from this hotel that specially chartered 
buses will leave for Grossinger’s during the morning 
with the last bus departing at 1 P.M 
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New Products 


The lid 1s oft: and whe 
contained portable typewrite 
PORTABLE TYPEWRITER Drv 
ith Ave New York, N. Y 


iN 


OPERRY 


is re. 
combines with a separate top cover 
case. Called the ‘Starfire 


the portabl 
the white cover gi 


ves it a two-ton ft 
housed in impact-resistant Cycol 
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STERLING HILES, Marketing Director 

Remington Portable Typewriter Division 

Sperry Rand Corporation 

315 Park Avenue South, New York 10, N. Y. 

| want all the facts about your traffic-building $35,000 
Scholarship Sweepstakes . . . and all the other reasons 
why | should join Remington's Profit Team! 


NAME 
ADDRESS 


FREE: the whole ‘““nackage’”’ of in-store 
promotion material plus co-op ads plus the 
most liberal co-op allowance in the industry! 
(Plus cash prizes for dealers.) 


Remington’s $35,000 Scholarship Sweep- 
stakes is another reason why you should 
join Remington's Profit Team. Get all the 
other reasons, too! Mail this coupon! 














NEW TRAFFIC-BUILDING 


PROMOTION 


FOR YOU! APPEARING IN: 


Life April 28 
Scholastic April 26 
Scholastic (Roto) May 
American Girl May 
Boys’ Life May 











PLUS: a special 1000-line newspaper 
version of the ad shown below for many 
market areas! 


New 
Monarch portable 
costs less than $90 
Has 1? extra features 
never before assembled 
in any portable 
under $109. 





Enter Remington's 


$35.000°° 
SCHOLARSHIP 
SWEEPSTAKES! 


Win a 310.000 Scholarship 
you pick the school) or 
500 Scholarstups 


Remington dealer 
for free rules! 


Dre "And ak ho 
5 typewriter 


ets 


advances = = 


<ontinental 


ws OD. « 
- Mand Corporation w where Prohibived ty snap - 
* ite 


wenn ee 


nats 





New Products ... 0inved 


A new method of air treatment, called th porize [he “Coronet,” a new ectric typewriter from SMITH-CORONA 

has been developed by Woon ets, INc., 2048 Niagar MARCHANT, INc., 410 Park Ave., New York 22, N. Y., combines 

7, N. Y. The unit is constructed to continua f fficient practically all electric typewriter features in a portable. It has 

vapors to provide treatment for an area up t bi t tandard keyboard, electrically-activated keys and bar tabulato: 

and one pint of “Ozium'’ concentrate will last uy lavs and comes in a luggage-styled, vinyl-covered carrying case 
Inquiry Card No. 5 Inquiry Card No. 6 


Anew lightweight THE ATLAS STENCIL FILES 
aluminum easel which t 16716 Westfield 
sets up quickly for \ has designed the 
chalk, magnetic flip a 1ew ““B Jumbo odel fil 
pad, chart or flannel si ng ibinet and hangers 
presentations has been a [he unit consists of a twe 
announced by CHART : lrawer upright file 
Pak, INc., One River 2 quipped with progressive 
Rd., Leeds, Mass. The / suspension slides and is 
easel is easy to handle Ss - especially designed for the 
can be set up with one hiing of mediun oftset 
hand and is held firm plates. It will also file 

by leg braces. Fully ex protect negatives, swat 
tended, it measures 72” . rtwork, X-rays and sir 
and can be brought tee 2 ir material up to 1234’ 
down to 45” for con wae : 1”. Four different 
ference table use. A : Cyst yles of hangers are avail 
variety ot auxiliary a | a Je to fit the customer's 
supplies are available & ates particular requirement 
Inquiry Card No. ; Inquiry Card No. 8 
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the caster 
tread and 
swiveling 


prevent 


SAINBERG & Co., INC., 37-43 W. 26th St., t iS availabie in p A new line of transparent, self-sticking tapes are 
York 10, N. Y., has introduced a new line of blott ned brass, sa “ being manufactured by ACS Tapes, INc., Newton 
less desk pads. They come in several sizes and ir matuary bronze ng Mass. They come in 20 solid colors, 10 patterns and 
choice of popular colors. Features include a was! ee Segue, Pome 10 standard widths. The tapes were especially de 
able surface, a smooth, no-gloss surface and BEES OF SEs CHIOME signed for use in the preparation of artwork, slides 
polyethylene packaging —? : transparencies, et 

Inquiry Card No. 9 Inquiry Card No. 10 Inquiry Card No. 11 


For More Information Use Inquiry Card on Page 35 
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DEALERS WANTED 


FOR NEW, PROFIT-PACKED 


TRANSFER-A-MATIC 


Seer 
DEALERS WANTED 


FOR NEW, PROFIT-PACKED 


TRANSFER-A-MATIC 


choice dealerships are f 
ynatic convenience C 
f This new office machine offers | 
nique features it's packed potential profit. Pre 
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core OF AL ID 
about a complete WE REPEAT 


supplies. Like to cues oy SF Te | >) 


yht will bring it. Fast VISION OF GENERAL ANILINE & FILM CORPORATION 











New Products 


An index tab made with D A edium weight translucent 
pont’s Mylar plastic film ha parchment master for use 
been announced by the G. J a> ‘ flice whiteprint copying ma 
AIGNER Co., 426 S. Clinton St ; <a. 3 hines has been announced by the 
Chicago 7, Ill. The new tab = sg PATERSON PARCHMENT PAPER 
is claimed to be stronger so it ; 3 ; Co., Bristol, Pa. The ‘‘Patapas 
will not split, crack or tear. It ‘ Fh , ‘ i4-45"° was designed for offices 
has a ‘‘slim look’ that eliminates ; : a lesiring a direct copy master fo 
a bulky appearance in indexed > Z special applications. It repr 

catalogs, reports, manuals and BGEZ luces anything written or drawr 
presentations. It also enables in c Zz oe nd is said to be more econon 

dexed ring books to hold mor —— tizg ical than treated or impregnate: 
pages. This new tab, combined : papers. It will transmit ultra vio 
with the company’s Mylar index eg ight at an exceptionally higl 
reinforcing, provides the user 2 = rate assuring high printing 
with an index which is “rip ———_— peeds. The paper is available in 
proof” at both tab and binding rious standard sizes to meet a 

edge. The Mylar strip at the nev rht ght 1 on of t ' ntinent tay tt requirements 

binding edge prevents a tearing ecor lif for h fid been at Inquiry Card No. 14 

or pulling through at ring bind 

cr holes 


Inquiry Card No, 12 








& 


4 


A memo pad in the form of a miniature ty} iter =ridbot Six It nat MILTON Mec. Co., Two Rivers 
clip board is one of a series of 3” by tandar x n f qont a is., has designed a controlled filing sys 
pads newly introduced by PARK SHERMAN , by tl RS IN t t or ty] of rolled material 
IN¢ Div KeTCHAM & McDOouGAL! t Driage, Mas i uf provid O t features varying tube 
IN« 165 Eagle Rock Ave., Roseland, N. | tra typin : red t [ ! isions ¢t ht every size of stored 
It includes a built-in pencil holder ng nd 


Inquiry Card No. 15 Inquiry Card No. 17 


Interest and Mort 
gage Tables’’ is tl 
latest addition 
the Vest-Pocket 
Library series pul 
lished by Ort! 
HEIMER PUBLISH 
ERS, IN«¢ is oO 
Nelson Ave., Balti 
more 15, Md. This 
marginally indexed 
book answers 
problems on 1 
gages of 314% t 
6% and interest 
due on loans of 
1/8% to 8%. It 
of interest to an 
one dealing witl 
g mortgage and int 
doard est payments 


e 


Inquiry Card No. 18 ™ Inquiry Card No. 19 


For More Information Use Inquiry Card on Page 35 
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THE FIRST REAL § 


IMPROVEMENT 


IN POST BINDERS 


IN 90 YEARS 


Rubber End Caps 


Rael 


Vinyl-Guarded Covers 


Cycolac 
Housing 





WILSON JONES “CYCOLOK” BINDERS USE MODERN PLASTICS 


From the t 


sates tne 


est of modern plastics, Wilson Jones 
vorld’s finest post binders. CYCOLAC*, 
a tough, strong plastic, replaces old-fashioned 
metal tubing...gives these binders a lightweight, 
indestructible housing for the improved locking 
me Retains a smooth, unscuffed appear- 
Years. 

Stiff, sturdy covers are VINYL-GUARDED to take 
ears of hard wear, without showing it. They stay 


WILSO 


209 S. JEFFERSON ST., CHICAGO 6 + 


Cre 


h mism 


ance for 


NEW YORK - 


clean and fresh-looking. RUBBER end caps pro- 
tect desk and filing cabinet tops. Metal hinges. 


Give all these extras to your customers at no in- 
crease in price. Two popular models: RAVEN, in 
vinyl-guarded black Levant simulated leather; 
and NOMAD, in vinyl-guarded blue canvas. Call 
your Wilson Jones representative and ask to see 
the most modern, easiest-to-sell post binders 


made. s&TM of Borg Warner Co 


N JONES 


BOSTON - ATLANTA . SAN FRANCISCO 


Available in Canada: Wilson Jones Company (Canada) Ltd., 7 Ingram Drive, Toronto 15, Ont 
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Remington Rand Opens 
Albuquerque Branch 


The Office Machines Division 
of Remington Rand announced the 
appointment of J. P. ‘‘Pat’’ Goop- 
WIN as branch manager of _ its 
newly-organized Albuquerque 
branch office, located at 1000 2nd 
St., N.W., Albuquerque, N. M 

Goodwin, who resides at 1608 
Georgia, N.E., is a former presi 
dent of both the New Mexico and NM 
the Albuquerque Junior Chambers of Commerc eetile. ineusies 


ey in Service... Across the Nation! 


the Complete Wholesaler 


i i 

nited 
STATIONERS 
SUPPLY CO. 


why settle for less than a Complete Service... 


It is the UNITED aim to meet all needs of the Office Supply 
Dealer and his customers . . . with a sound program, 
planned to do the finest selling job, in a manner that is 
fast, efficient, profitable and above all, satisfactory. 


To assure the success of this program, UNITED places strong emphasis 
on carrying out these many fine features: FAST DELIVERY; PERSONAL 
SERVICE; EXPERIENCED PERSONNEL; ADVERTISING; REGULAR 
DEALER MAILINGS OF NEWSLETTER and PRICER REVISIONS; COM- 
PLETE WAREHOUSE AND INVENTORY FACILITIES; and the famous 
Dealer CATALOG-NET PRICER “TWINS 


4a DEALER 


IMPRINT 


G2 CATALOG 


NOW 
Pages are featured! 


For the first time, the 
all-new 1962 United 
Dealer-Imprint Cata- 
log will feature pages 
printed in attractive, 
sales stimulating color, 
as well as over 400 
pages filled with 
name-brand supplies, 
furniture and ma- & 
chines 








DON’T MISS THE NEW COLOR 
FUL UNITED MERCHANDISE 
MAILERS—DESIGNED TO CARRY 
YOUR OWN IMPRINT AND TO 
SELL YOUR CUSTOMERS 

for complete information and 
prices on these sales-stimulot 
ing mailers write today on your 
company letterhead 


UNITED STATIONERS 
641 WEST LAKE ST CHICAGO 6, ILLINOIS 
Telephone: FRanklin 2-3715 





J. P. Goodwin REMINGTON RAND’S new branch office in Albuquerque 


was opened recently. J. P. Goodwin has been named 


Anken Chemical 
es oe 
Purchases Cormac 

According to a recent announce 
ment by JOHN B. BLAKELY, chair 
man of the board, Anken Chemical 
and Film Corp., Newton, N.J. has of 
ficially purchased Cormac Photocopy 
Corp. of New York City. Corma 
now becomes a division of Anken 
Chemical and Film Corp. 

In announcing the purchase, Blake 
ly informed Cormac dealers that their 
franchises will automatically continue 
He added that Cormac personnel will 
continue to service dealers as in the 
past. Blakely refuted any reports that 
there would be a change in relation 
ship between dealers and the new 
Cormac Division. 

He further outlined for dealers 
present and proposed plans for the 
combined operation. ““We believe that 
you will find it advantageous to deal 
with part of a larger organization 
which manufacturers not only photo 
copy equipment, but also sensitized 
paper and chemicals,” he said. 

According to the board chairman, 
in time, Anken, Transcopy and Lud 
wig equipment and supplies will b« 
made available to dealers. He noted 
that through the complete line of 
equipment and supplies there would 
be added support on the dealer level 
in service, advertising and sales tools 


NOMDA Moves 


As the paper work increased with 
each added feature of membership, it 
was necessary for NOMDA to seek 
larger offices for its headquarters 
These were found at 6305 Yucca St 
in Los Angeles where a large suite of 
rooms now houses the Association's 


staff. 
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Quick Service 220? Bureau. . . 


OFFICE APPLIANCES 


a om” 
Inquiry Cards Please ask the manufacturers, indicated by the key 


numbers | have circled, to send further information 
without delay. 


OA’s 





Service is restricted to subscribers-dealers and 
wholesalers in office equipment and supplies. 








New Products 


To obtain more information about any of the NEW PRODUCTS 

new products in this issue which carry the as £-k A Ole iW 

key numbers 1 to 90, simply circle the cor- 16 17 18 19 20 21 22 23 24 25 26 

responding key numbers on the card at the 31 32 33 34 35 36 37 38 39 40 4! 

right and mail at once. Your inquiry will be 46 47 48 49 50 51 52 53 54 55 56 

forwarded without delay. 61 62 63 64 65 66 67 68 69 70 71 
76 77 78 79 80 81 82 83 84 85 86 


SALES STIMULATORS, CATALOGS 


10 102 103 104 105 106 107 108 109 
til 112 «813 «814 ) «©6815 6K COCO 
Sales Stimulators 121 122 123 124 #125 126 127 «#128 «129 
131 132 133 134 4135 #4%1'36 «#6137 «6138)~=«(«139 
To obtain more information about any of the 
manufacturers’ sales aids described in this May 1961 issue of OFFICE APPLIANCES 
issue, circle the key numbers on the card at Card void after July 1, 1961 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 
promptly. tiene 


Position 











c 





r 7 


Business Address 








New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


euly 
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*This service is restricted to dealers and 
wholesalers in the office equipment and 
supply field 
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The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 








UOTE SOg 


enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 


‘00°6$— 


4A | ‘00°SI$-*4A Z ‘o0'0Z$-4A E ‘SJIMINNOOD 


furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 
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To transfer active records from the new NBB Cable-Post binder to the NBB 
storage binder, you just unlock the posts, lift off the vinyl cover and replace 
with a pressboard cover ... then turn over the binder and repeat. 

This exclusive feature is possible because both the top and bottom covers 
can be removed .. . no lifting of sheets off the posts. The result is an important 
saving in time! 

You save time, too, when loading sheets in the binder...load at the top and 
remove from the bottom. The flexible nylon cable posts bend without breaking 
. .. let you open the fully loaded binder flat for easy marginal reading. 

Get the vinyl NBB Cable-Post binder (for active records) and the press- 
board NBB Cable-Post Jr. (for storing records) at your NBB office supply 
dealer, or write direct for information on special introductory offer. National 
Blank Book Company, Dept. 305, Holyoke, Massachusetts. 
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A completely new 
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folding chairs which 
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No. 813 Slipstick 











Especially designed for the precise 


and stenographers 


desk 


ot secretaries 
Noblot Stenotip 
duced by EBERHARD FABER 
Crestwood, Wilkes-Barré Pa 
pen has a matching pink eraser 
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ne first name in punches! 


eee | 


Mutual Centamatic Punch — No. 300. Centers the paper automatically. 


Make Mutual your one source of supply for all your punch needs 





Two holes; three holes... in any combination customers . . . Mutual has the punches! Many 
up to seven holes. Desk or hand models. Mutual models to choose from. Discounts uniformly 
has the right quality punch for you... for your §_ applicable to all punches in the Mutual line. 
customers! Don’t look any farther. Come to For free illustrated catalog — and further facts, 
Mutual for all your punch needs. You have the write to Mutual Products Company, Inc. 





PRODUCTS COMPANY, INC 





110 Barber Avenue, Worcester, Mass 





Mutual Two-Hole Punch — No. 2 Mutual Centamatic Punch—No. 450 
Punches 10 sheets of 16 Ib. paper Punches 50 sheets of 16 Ib. paper 


OA—5 /61 





it 


* NOT JUST ANOTHER PENCIL FOR COATED DRAFTING FILM! 


NEW: 
TURQUOISE 


FILMOGRAPH 


the successor to all 
the pencils 

you have tried 

and found wanting! 


AFTER FIVE YEARS OF EAGLE RESEARCH, new Turquoise Send for FILMOGRAPH SCIENTIFIC TEST KIT 


FiitMOGRAPH is the first pencil that makes all the advantages 


of coated film really useable!...gives you the sharpest, clear- | 
est reproduction you have ever experienced. Here’s why: — . 
NEW! 


@ FiLMOGRAPH lets you lay down a fully opaque, solid black line— po Contains new FiLMOGRAPH 
uniform in thickness from start to finish —on any brand of ff ime reerccr mare 108 Pencils, new Film Eraser, a 
drafting film you prefer. / sheet of coated drafting 


. ap film, and 8 tests that let you 
FiLMOGRAPH will never feather or fuzz, or deposit powdery gran- 5 check out FiLMOGRAPH’S SuU- 


ules that blow all over your work and smudge it. perior performance in your 


, hand! 
FiLMOGRAPH imparts a welcome new confidence to your hand eee hand 


with the feel of its smoother, finer point that stays sharp longer 
. never snaps under normal working pressure. 


[£9 Be —# EAGLE Turquoise [iiiutnail| 
Your dealer carries new Eagle Turquoise FitmMoGRAPH pencils and leads in these 5 grades—soft to hard—El, E2, E3, E4 and E5. 


PENCIL COMPANY, Headquarters: Dan 




















Eagle Pencil Company DEPT. B 

Danbury, Connecticut 

Please send me FREE, Filmograph Scientific I 
Test Kit, including Filmograph pencils and a 1 
Film Eraser. 
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New Products. 


continued 


A portaple, general-purpose tape re- 
corder has been announced by the IN- 
TERNATIONAL PRropucts Co., 1289 § 
La Brea Ave., Los Angeles, Calif 
Called the ‘Diplomat,’ it is complete- 
ly self-contained in a durable metal 
cabinet with a built-in speaker. Also 
included are a leather case and micro- 
phone 
Inquiry Card No. 28 


THE NATIONAL Lock Co., 1902 Sev 
enth St., Rockford, Ill., has broadened 
its line of casters with the addition of 
a new braking model. This brake cas 
ter is designed for application to ap- 
pliances, office equipment, wood or 
metal furniture and other mobile prod 
ucts. The caster is available in Series 
62-284 and 62-6284. Wheels are fur- 
nished in black phenolic, polystryrene 
and rubber materials, in 134” and 2” 
sizes. The casters are assembled with a 
stem that includes a brass ring, pro 
viding friction inside the socket to hold 
the caster in place. A grip socket is op- 
tional. The heavy-duty top-bearing 
casters are regularly supplied in steel or 
zinc plated finishes 
Inquiry Card No. 30 


THe Evans SPECIALTY Co., INC. 
P. O. Box 8128, Richmond 23, Va., has 
announced the “Clip-Drawer,” a new 
plastic clipboard equipped with a 
drawer for carrying invoices, notes or 
other papers. It is made of smooth 
plastic with steel clip and is light- 
weight and compact. 
Inquiry Card No. 32 


For More Information Use 


A new, five-piece personalized desk set has 
been introduced by the Repi-REcCoRD 
Propucts Co., 51 W. 21st St, New 
York, N. Y. The set is available in brown, 
green, ivory and black and comes in two 
sizes: 19” by 24” and 14” by 24”. An 
added feature is a strip of gold for per 
sonalization 
Inquiry Card No. 29 


ARNOLD LABORATORIES, 7103 Laurel Can- 
yon Blvd., North Hollywood, Calif., has 
developed the Formula “99” Furniture 
Restoring Kit. Easy to use, it requires no 
sandpaper. Gouges can be filled, colored 
and professionally finished in one simple 
operation 
Inquiry Card No. 31 


THE GRAYMAR Co., 2511 St. Paul St., 
Baltimore 18, Md., has developed the 
“Auditape,” an electrically operated unit 
designed so an auditor can analyze a cash 
register or adding machine tape. It is 
equipped with foot control for instant 
start and stop and operates on 110 A.C. 
60 cycle current. 
Inquiry Card No. 33 


Inquiry Card on Page 35 





NSOEA Institutes Six-Point Expansion and Service Program 


A six-point program to expand 
NSOEA membership and services has 
been announced by President J. 
Howarb Patrick based on action by 
the Association's executive committee 
and recommendations of the general 
planning group headed by IvAN AL- 
LEN, JR. Other members of the com- 
mittee are WALTER MILLER, Otto UIl- 
brich, Inc., Buffalo, N.Y.; E. H. 


Mos.eR, JR., Mosler Safe Co., and 
ELMER RAHE, The Globe-Wernicke 
Co 
The program of expansion in- 

cludes 

Establishment of a furniture di- 
vision 

Development of a field force. 

Purchase of publication rights to 
the Index of Office Demand devel- 


this is all you throw away 


... the strip zipped from a 
pack of ODIN® mimeo, du- 
plicator or bond finish pa- 
per. “Zip” and the pack’s a 
re-usable pouch — saving 
paper, shelf space, re-wrap- 
ping. ODIN® runs right; in 
quiet-white and readable 
colors. For samples, write 
or wire 


lop 


BERGSTROM PAPER COMPANY 


NEENAH, WISCONSIN 


oped by Market Statistics, Inc. 

Clarification and continuation of 
a public relations program. 

Expansion and modernization of 
the Association's Washington head- 
quarters, probably at a new address 

Continuation of the western con- 
vention and exhibit set for February 
16-18, 1962. 
ters will be the Sheraton-Palace Ho- 


Convention headquar- 


tel, San Francisco and exhibits will be 
staged in Brooks Hall. 


General Manager CHARLES M. 
MORTENSEN has been authorized to 
employ two field men, one in the 
East and one in the West to work di- 
rectly with members in the area of ac- 

inventory control, sales 
membership and 
ment development. 


counting, 


training, manage- 


Demand Figures Given 
The Index of Office Demand, to be 
made available shortly, is a detailed 
breakdown by state and county of the 
demand for office products. 
Expansion of the Washington head 
quarters offices was recommended by 
the Special Headquarters Committee 
headed by JOHN D. Horne, Eber- 
hard Faber Pencil Co. The committee 
also recommended that study be given 
to the use of new installations as test 
centers for new industry products 
Other members of the committee in- 
clude W. M. FLETCHER, The Carter's 
Ink Co.; M. S. MARSHALL, Ginn’s 
Stockett-Fiske, Washington, D.C; 
CHARLES A. Stott, Charles G. Stott 
& Co., Washington, D.C., and Gen- 
eral Manager MORTENSEN. 


Two meetings of the manufacturer 
members of NSOEA were held in 
March, in New York City and Wash- 
ington, D.C. Some of the points in 
the new program were amplified and 
the possibility that the 1961 national 
convention will be streamlined frora 
five to four days was divulged 


New Address 


United Business Service, Columbus, 
Ohio duplicating machine dealers, 
has moved to a new location at 606 § 


High St 
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This flexible, corrugated 
floor stand holding ap 
proximately $90.00 (re 
tail) worth of back-to ail new “Gift Time” display for 
school items has been an 
nounced by the CARTER’S convertable to each of the 
INK Co 239 First St three seasonal gift occasions 
12, Mass. The that add up to a $3-billion 
market. It is in four colors 
sturdily constructed and is 


THe W. A. SHEAFFER PEN 
Co., 301 Ave. H, Fort Madi 


son, lowa, has developed a 


windows and interiors that is 


Cambridge 
new stand has three-way 


flexibility. It serves as 


complete floor stand, or as designed to provide maxi 
I 


a counter unit. either with mum attention value within 


or without a shelf ex minimum space. To enhance 


tender. It is free to retail the gift appeal of the firm's 
ers ordering a minit Povular Price Division's mer 
chandise, new clear crystal 


assortment of Carter 5s 
back-to-school products gift boxes have been designed 


(box lots), according to . for its cartridge pens, en 

need sembles and ballpoints. These 

Inquiry Card No. 101 boxed items will be shipped 
in brightly-colored packers 


Inquiry Card No. 102 


Three popular ballpoint 

pen styles are combined 

in the newest display from ¥ ‘ 
AtL-RitE PEN, INc., 241 Draal 1/01 rsely 

Hudson St., Hackensack, , tf 

N. J. The merchandiser is WRi 


constructed to either stand NO PEN AT ANY PRICE WRITES QETTER 


ifing pens 


on a counter or hang on 
a wall. Its contents are 
completely visible. The 
three writing instruments 
represented are the ‘Stand 
ard” pen which is non 
refillable; the Cosmopoli- 
tan” utility pen with a 
giant ink supply; and the 
or Sea Foam Bond Ca retractable Fiesta pen 
when they stamp or label the with a large visible ink 
igned box from the TypPe/R! 


N J]. A large white area 


cartridge and a_ rotating 
point 
Inquiry Card No. 104 


familiar green and blue 
er imprinting 
Inquiry Card No. 103 


A new transparent dis Cooks’, INc., 207 Lake 
play case designed t view Ave., Blackwood, N 


stimulate impulse sales J. has designed a two-in 


is now available fro one gift box for its “Ful 


J. S. STAEDTLER, IN« Vu" line of photo albums 
32 DiCarolis Ct., Hack > asu- Finished in gold, the box 


ensack N J The has a special peel-off label 


3174” display case which identihes the con 


| 


contains three aozen tents by stock number, col 


i8O13 Mars lead or, size, etc. This label is 


holders and easily peeled off without 


gross assortment of . marring the gold finish 


1904 Mars drawing so the container becomes 


leads The mercnan a gift box tor the cus 


diser, which measures tomer. The box itself fea 


1 h tures metal edge rein 


1 compact 124% hig 
by 8” wide. is given forced corners for rigidity 


free with the purchase and resistance to damage 


of its contents The surface is washable 


Inquiry Card No. 105 Inquiry Card No. 106 


For More Information Use Inquiry Card on Page 35 
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For 1,001 Summertime Uses 


DAVE GARROWAY SELLS 
CARTER'S MARKS-A-LOT! 


~~~. ' 
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First we introduced it. An instant seller. 
Then we advertised it nationally in LIFE. 
Broke all records. Now we’re adding four 
weeks of solid salesmanship by Dave 
Garroway on the NBC-TV network! Get 
ready for the sales stampede by summer- 
time users. 


Stock up on MARKS-A-LOT, the “money 
marker.” And send for free colorful dis- 
play materials to bring in the customers 
and make them buy! Write Dept. TV. 


ne see 


© 2 Ot+ a et Me 
. : 


(Marker with Felt Tip) 


Starting May 25 
for 4 successive 


weeks on his 
national NBC-TV 


«. “TODAY” Show 


ADVERTISED IN 
www 


‘at — 9 0 3? 


© THE CARTER'S INK COMPANY, CAMBRIDGE 42, MASS. 
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Look who’ll 
be selling 


SHEAFFERS 


on television 











See for Yourself..HOLD THIS PAGE UP TO THE LIGHT 


Then, for more good news, see other side 

















SHEAFFER'S 


puts I'V’s 2 top salesmen 
on your team...starting May 1 


Your top-profit line of Sheaffer pens, pencils and ballpoints are going to be pre-sold on 
the whole NBC-TV network...in addition to local newspapers, national magazines 


and colorful merchandising materials. 


THE THE 

JACK = DAVE 

PAAR GARROWAY 
TODAY SHOW 


SCHEDULE 

May 3, Cartridge Pen 
May 8, Cartridge Pens 
May 12, Cartridge Pen 
May 19, Ballpoint 

May 24, Cartridge Pen 
May 31, Cartridge Pen 
June 2, Fountain Pen 
June 9, Ballpoint 
June 16, Cartridge Pen 


SCHEDULE 

May 1, Cartridge Pen 
May 5, Cartridge Pen 
May 9, Cartridge Pens 
May 11, Cartridge Pen 
May 16, Ballpoint 
May 18, Ballpoint 
May 19, Ballpoint 
May 22, Cartridge Pen 
May 23, Ballpoint 


May 26, Fountain Pen 
May 29, Fountain Pen 
May 30, Cartridge Pen 
May 31, Cartridge Pen 
June 6, Ballpoint 
June 7, Cartridge Pen 
June 8, Ballpoint 
June 12, Cartridge Pen 
June 14, Cartridge Pen 
June 15, Cartridge Pen 


Tie in your own advertising with this 


spring-time, gift-time merchandising calendar 


APING AIDS 
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WOODCLINCHED <#> EBERHARD FABER usa MIONGOL 482 
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WOODCLINCHED > EBERHARD FABER use MONGOL 482 * = 


WOODCLINCHED <&> EBERHARD FABER use MONGOL 482 « 
WOODCLINCHED <#> EBERHARD FABER use MDIONGOL 482 e 
WOODCLINCHED <&@> EBERHARD FABER usa MONGOL 482 e 








Best thing that ever happened to your pencil sales 
volume—New MONGOL “Diamond Star” lead, superior 
in all 5 points: Longest writing mileage; Jet black writ- 
ing; Uniformity of degree; Silky smoothness; Excep- 
tional point strength! And, MONGOL’s new “Diamond 
Star” lead is the only lead of its kind available in all 
5 popular degrees: 1—very soft; 2—medium; F —firm; 
3—hard; and 4—very hard. Comes six 12-packs in a 
Yo gross box—a convenient inventory and issue unit. 
See your sales representative or write to EBERHARD 
FABER, your one source of supply for all writing needs, 
and order a supply of New MONGOL “Diamond Star” 
pencils now! 


WOODCLINCHED <@> EBERHARD FABER use MONGOL 482 ¢ GS) 


WOODCLINCHED <#> EBERHARD FABER usa MIONGOL 482 ¢ 
WOODCLINCHED <@> EBERHARD FABER use MIONGOL 482 « 


WOODCLINCHED <&> EBERHARD FABER use MIONGOL 482 « 





NeW MONGOL 


“DIAMOND STAR” LEAD 
In All 5 Degrees! 


SINCE 1849 


EBERHARD FABER 
pila 4 Qala an writing 


Wilkes-Barre, Pennsylvania/New York/ Torogto, Canada 





PBSW New 
Glows Like 


CLEAN lines of modern architecture and maximum exposure to dis 
play inside is provided by the new PBSW Office Equipment Center 
in Phoenix, Ariz 


, PARALLEL growth of the office furnitur 


business and the economy of the state of Arizona 


are evidenced by the tremendously impressive new 
quarters of the PBSW Office Equipment Center ir 
Phoenix 
Plans for the $300,000 PBSW structure were pre 


pared by Scottsdale Architect James Plenert in co-opera 


one of America’s outstanding stores 


tion with Scottsdale Structural Engineer Mike Sienerth 
The 30,000 square foot building has full basement ot 
concrete columns and walls, poured slab first floor, OT 
joists, light-weight concrete roof and non-bearing block 
walls. The front exterior is designed for good show 
room display both night and day with aluminun 
framed glass and two sections of colored plaster murals 
These colored plaster murals, known as Sgraffitos 
decorate the two areas to the right and left of the main 
floor. They are representative of an Etruscan process of 
sculptured plaster which was developed in Italy prior to 
Roman times. This particular type of decoration was 
carried through the Roman era and into the Renaissanc 


but was then lost from the sixteenth century until recent 
years. There are very few artists practicing this form of 
sculpture. These Sgraffitos, produced by Milton Tuttle 
of Los Angeles, are abstracted motifs and symbols de- 
rived from Indian art forms such as Kachina and vary- 
ing Navajo symbols. The colors used are those found in 
Indian work 

Other interior art forms are in character with the 
Southwest. Approximately in the center of the main 
display floor area, are a stone and sculptured walnut 
wall and fountain created by the man and wife team of 
Ditson-Porzio. These abstract works represent the cul 
tural evolvement of the Southwest. These different 
forms of art, plus the impressive color layout activities 
of Paul Collins, AID, create a never-forgotten impact 
on the observer. The enthusiastic reaction from 60 odd 
architects who attended the opening was evidence of the 
original approach of Collins, director of design for 
PBSW, in planning and organizing the store. 


Shrubbery and six large planters along the front lend 


OA-5 /61 





RALPH I. PETERSON, president of 
PBSW’, accepts the keys to the new stor¢ 
during dedication ceremonies 


LPTURED WALL and fountain designed by Diston-Porzio provide back 
B. L. Marble lounge seating pieces in foreground. In left back 
Marble fan top desk with ring chairs. Herman Miller desk 

vn in right background 


greatly in emphasizing the exterior beauty of this struc 
ture. Night or day, the PBSW Office Equipment Center 
glows like a gem 

The name of the firm, PBSW Office Equipment Cen 
ter, is descriptive of the many products and services 
offered by the company. Although the company's down 
town store at 530 W. Washington St. continues to spc 
cialize in office supplies, school supplies and equipment, 
the new store offers complete product service in office 
furniture, office equipment and business machines 

Among the exclusive lines represented are B. L. Mar 
ble Furniture, Inc., The Leopold Company, All-Steel 
Equipment Company, Herman Miller Furniture Com 
pany, A. B. Dick Company, Ditto, Inc., Edison Voice 
writer, Victor Adding Machine Company, Royal Type- 


writers, Diebold, Inc., and Scriptomatic KITTINGER traditional mahogany desk is shown in 
of the Sgraffitos designed by Milton 


Present at the official opening of the new store on front of one 
Tuttle 


February 2, 1961, at which Ralph I. Peterson, president 
of PBSW, officiated, were Governor Paul Fannin of the 


State of Arizona, the mayor of the City of Phoenix. the 
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PBSW New Store . . . continuea 


EACH LINE of office machines is displayed a tively as those in the Ditto department 


president of the Chamber of Commerce, and the officials 


of many large firms in the State of Arizona. In addition 


to Ralph I. Peterson, president, senior partners in the 
firm are F. K. Steiner, Grant Howard and Frederick R 


Stoftt 

Larry A. Watkins is manager of the Office Equipment 
Division, Harold L. Nelson of the office furniture d¢ 
partment and Ray C. Fortenberry of the business ma 
chines and service departm nt 

PBSW has a total of nine stores, including the two 
locations in Phoenix. The other stores are Friends in 
Flagstaff, PBSW in Prescott, Yuma Stationers in Yuma, 
Howard & Stofft in Tucson, ABSW in Bisbee, PBSW 
in Safford and PBSW in Mesa 


OFFICE MACHINES are serviced by trained te ae , . , 
The new store is located at one of the busiest points 


ant, sound-conditioned service areas 
in Phoenix: Indian School Road at 7th Ave. Even if one 


is not interested in selling to or purchasing from the 
PBSW Office Equipment Center, a visit to their new 


quarters is an exciting experience. 





Featured above is the new opaque Cellugraf 
Signal, offered for the first time in twelve colors 
with a surface which can be written on and 


erased from. 


Nu-Viz 


Metal Signals 


for Visible 


Crimpgraf 
Crimped Sig- 
nals (Trans- 
parent or 
Opaque) for 
Protected 
Visible Sys- 
tems 
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There’s a Graffco 


Signal for Every 


Type of File 


Just one line—Graffco-includes signals for 
all files whether vertical, protected or unpro- 
tected visible, or rotary. In addition, each 
signal is available in a full range of twelve 
distinct colors, packed either 20 or 100 to the 
box. Graffco offers everything you need to 
share in this growing signal business. 


Graffco products are sold only through the 
Office Supply Trade. Write for details on prod- 
ucts and sales aids. 


GEORGE B. Graff COMPANY 


54 Washburn Avenue, Cambridge 40, Mass. 


Plastic Signals 
(Transparent 
or ue) 
for Visible 
Systems 


Nu-Vise Metal 
Projecting Signals 
for Vertical Records 


Graf-Lok Locking 
Metal Projecting Signals 





Vogt Named Stationery Department Manager Curtis-Young Inaugurates Loan Policy 


WittiaM E. VocrT has been Effective March 1, Curtis-Young Corp. inaugurated 
named to the post of stationery a policy of loaning Tru-Fax photocopiers, Models 4E 
department manager for the W. H or 3E, without charge to selected large users of photo- 
Kistler Co., of Denver, Colo., ac copy supplies. The purpose of this new policy is to 
cording to an announcement by stimulate sales of Tru-Fax photocopy papers and chem- 


WILLIAM KISTLER, president icals. 


Assisting Vogt as division man Selection of companies with whom Tru-Fax photo 


ager of the department will be At copiers are placed on a no charge basis is made by Cur 


William Vogt 


LANGFIELD, buyer; EARL Dosser, tis-Young sales representatives. In this respect President 
main floor sales; and REUBEN A. W. YOUNG 


states, “There is no reason why our 


PEARSON, Denver Club store. distributors cannot take advantage of this policy as well 


The line thats 
always busy! 


IMPERIAL 


MARK I 


The Bates list finder line is the most complete and 
varied you can carry. Bates offers such popular 
sellers as THE CAVALIER, luxuriously finished with 
gold or silver tooled leather panel; THE DIRECTOR, 
matching all telephone colors; THE PENCILIST, with 
an instantly available pencil; the compact MODELS 
A and K and the popularly priced SECRETARY. 
Typical of the smart styling and masterful engineer- 
ing found in Bates list finders is the IMPERIAL 
MARK I, combining wood and metal in four deco- 
rator finishes. Designed for the executive suite but 
priced to sell. 

Put them on display in your store now and keep 
your cash register busy! 











For complete information, write 


Standard for Excellence the BATES manufacturing co. 


Orange, New Jersey 
New York Office: 63 Vesey Street, New York 7, N. Y 


NUMBERING MACHINES « STAPLERS * LIST FINDERS « PUNCHES « STAMP PADS @ EYELETERS 





is Our Own salesmen and branch of- 
fices."” He told of the placement re 
cently of a loan company with a large 
company in Atlanta through a Curtis 
Young Atlanta dealer. 

Inquiries can be sent directly to 
Curtis- Young Corp., 110 W. 18 St.. 
New York 11, N.Y. 


Williams Opens New 
Affiliated Store 


The Williams Office Equipment 
Co., 528 Hay St., Fayetteville, N. ¢ 
has opened an affiliated store at 205 
N. Main St., Raeford, N. C. 

JoHN McPHAUL is president and 
manager of the firm which is known 
as the McPhaul-Williams Office 
Equipment Co. 

The new store will inventory and 
sell a full line of office machines, fur 
niture, supplies and equipment, as 
well as offer printing and a complete 


de corating service. 


Business Machines Stolen 


Gresham Business Machines, 17329 
S. E. Stark St., Portland, Ore., has had 
the following business machines 
stolen recently: SCM E99 electric 
adder 2000223; SCM standard type 
writer 62E-5174883; Royalite port 
able RL4002382; SCM Sterling port 
able 602968: Royal portable deluxe 
1962253; Underwood standard type- 
writers 11-4850113, 11-7264097 and 
11-7240347 


Litton to Market New Line 


Litton Industries, Los Angeles, 
Calif., announced that its Westrex 
Corp. subsidiary will market a line of 
German radios and tape recorders in 
the U.S. and Canada through a Wes- 
trex Swiss subsidiary, Westrex Co 
Alpine 
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8 out of 10 calls you make 
are prospects for 


“SCOTCH” Brand Dusting Fabric 


It's hard to imagine any office or business that doesn't have dust. 
(Just check your prospect list and see if you can find one.) “SCOTCH” 
BRAND Dusting Fabric #550 solves the dust problem the neat, easy 
way—makes messy dust cloths and oily rags as out-of-date as high 
button shoes. This means that nearly all of your prospects are in the 
market for “SCOTCH” BRAND Dusting Fabric. You can sell them 
this faster, easier, cleaner way to dust, and once they use it, they'll 
never dust with anything else. It’s a big market for you, with up to 
30% profit on every sale . . . and plenty of steady repeat business. 
Stock and sell “SCOTCH” BRAND Dusting Fabric—the fast-moving 
item that 8 out of 10 businesses need. 


AY rm CY CLOLESD LD 


~~. WHERE RESEARCH IS THE KEY TO TOMORROW 





Hate cleaning ........ 


typewriters / 


so dirty the keys 


Then what do you 


your fingers \ 


\ 


ruins your manicure? 


spots you from head 


remedy 


easy to take as 


Brand Type 


Ne oo 


type the dirt away. 
is roll “SCOTCI 
machine. 

strike each 

You've typed the 
hands--they're st 
of all, here's 
Typewriter Cleane 
cleaning. So don' 


get you your SCOT 


1 brand new 


remedy as 


—| \fTt A 
,OTCH 


to your 


typewriter on stencil and 


OU'VE DONE IT: 


SCOTCH" Brand 


975 today! 


> 
Miiewesora [fining ann (\fanuractunine COMPANY p 
M 
WHERE RESEARCH IS THE KEY TO TOMORROW 


AS ae 
P> w<c# 











Put yourself 
in a secretary's 
place and you'll 

know why she 

thinks 
"SCOTCH" BRAND 


Typewriter Cleaner 
is the greatest 
thing since 
the 5 day week! 


Think we're kidding? 
Let your secretary 
try it...you'll see! 
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Barnum & Flagg Wins 
Top Ditto Award 


Barnum & Flagg Company, 439 Court St., San 
Bernardino, Calif., has won the Ditto, Inc., Dealer 
President's Cup for 1960. This cup is awarded annually 
to the dealer ranking highest in sales performance for 
the year. This competition includes all Ditto dealers 
throughout the country. 

The large silver trophy was presented to ERNEST 
MARTIN, general manager, by Scott HARROD, president 
of Ditto, on March 2. OcbEN C. WuirTe, vice-president 


SCOTT HARROD (right), president of Ditto, Inc., 
the silver trophy to Ernest Martin, general manager of Barnum 
& Flagg Co. as the dealer who achieved the highest sales of 


the vear 


presents 


marketing, and Ropert M. Bowen, dealer sales man- 
ager, were also on hand to congratulate the winning 
dealer. 

In presenting the award, Harrod said, “This is an 
outstanding achievement by one of our finest dealer or- 
ganizations. Your 1960 sales results are particularly 
significant in view of the downturn in our general 
economy in the closing months of the year.” 

Mr. Martin accepted the award on behalf of his staff. 

Barnum & Flagg has been a leading office equipment 
dealer in San Bernardino since 1882 and a Ditto dealer 
for 15 years. 


Adhesive Samples Available 
From Quality Park Envelope Co. 


Stationery dealers interested in personally testing the 
new QMS-500 envelope gumming are invited to write 
Quality Park Envelope Co., St. Paul, Minn., for samples, 
according to RALPH TRUAX, general sales manager. 

QMS-500 gumming is a moisture-free adhesive with 
high resistance to humidity. As a result, envelope flaps 
remain absolutely flat no sticking prior to use, no 
curling to cause trouble with high speed mailing ma- 
chines. QMS-500 gumming also makes possible a 
change in packaging — a 12-inch box can be used in- 
stead of a 14-inch box, to facilitate handling and save 


storage space. 
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BINDAFILES 


BRIEF COVERS 


CARD GUIDES 


CHECK GUIDES 


DRI-LABELS” 


EXPANDING FILES 


FILES 


FILE FOLDERS 


FILE GUIDES 


FILING SUPPLIES MADE TO ORDER 


FLEXINDEX® 


FORM CARDS 


INDEX CARDS 


PENDAFLEX® 


RED FIBER EXPANDING PRODUCTS 


ROL-LABELS® 


SHELF FILING SUPPLIES 


STORAGE FILES 


TABULATING GUIDES 





MOA A nefoukalion: 


She’s Oxford’s “Little Girl Blue.” And to filing supply dealers and 


filing supply customers all over the nation she represents “the first 


name in filing.” 


That’s quite a reputation to live up to. But she—and Oxford—have 
a system: Offer the best products at the lowest possible cost, the best 


dealer service at no cost whatsoever! 


And so it is with the full line of Oxford filing supplies. Starting with 
Oxford Pendaflex, the revolutionary hanging, sliding file folders that 
operate like a filing machine, and going right on down the line to the 
new Oxford Bindafile in 14 sizes . . . Oxford products are made to 
satisfy, priced to sell. Dealers call the full Oxford line “the backbone 
of the business.”” Customers look for the bright blue packaging and 


order Oxford by name. 


When it comes to dealer service, Oxford’s Little Girl Blue is in a class 
by herself, offering: National Advertising * Nationwide Distribution ° 
Warehouses and Plants Across the Country * Fast, Inexpensive Stock 
Delivery * Research and Product Development * Training Schools ° 


Regional Dealer Workshops * “Filing Ideas Centers” 


Oxford Filing Supply Co., Inc. 
Main Office and Plant in GARDEN CITY, N. Y. . 
Factories in ST. LOUIS, LOS ANGELES and AUGUSTA, Ga. e xX 0 "n b 
Warehouses in CHICAGO and DALLAS ant 
~ 


In Toronto, Luckett Distributors, Ltd. 
FIRST NAME 
IN FILING 


OA—5/61 





NSOEA Announces 1961 


Convention Committee 


J. Howarp Patrick, president of the National Sta- 
tionery and Office Equipment Association, has an- 
nounced that KEMP Huser, Weber Costello Co., will 
serve as general chairman of NSOEA’s 1961 Conven- 
tion and Exhibit, September 23-27 at the Conrad Hil- 
ton Hotel in Chicago. BEN PHILBRICK, Pelouze Mfg. 
Co., has been named co-chairman. 

Other committees and chairmen appointed are: 

Exhibit Hall Committee: Chairman, Harry P. Venet, 
Reyburn Manufacturing Co.; Co-Chairman, Gerald H. 
Olsen, Weis Mfg. Co.; Christopher Malone, Eureka 
Specialty Printing Co.; Frank Rybicki, Rockwell Barnes 
Co.; Tony Peters, United Wholesale Stationers; Ned 
Rosin, Amberg File & Index Co.; Jerry B. McLennon, 
McLennon Pen Co.; Frank Moore, Sanford Ink Co.; 
John Falen, Wilson Jones Co.; William G. Bruner, Of- 
fice Stationery & Equipment Co.; Stewart W. MacDon- 
ald, Commercial Stationery Co.; B. Ablin, Crown Office 
Supply Co.; Cyril “Sid” Allen, The Chicago Stationers, 
Inc.; Jerome H. Usvolk, Graver Dearborn Corp.; Eldon 
Just, Just & Son; Sol M. Zenner, Reliable Stationery; 
D. F. Pike, W. J. Saunders Co.; G. O. Stevens, Stevens, 
Maloney & Co.; Larry Hallin, B. H. Hallin & Asso- 
ciates. 


Head Hotel Committee 


Hotel Committee: Chairman, Neil N. Short, Neil 
Short & Associates, Co-Chairman, Arthur Hutchison, 
Geyer-McAllister Publications. 

Hospitality Committee: Chairman, William E. Mar 
tin, P. F. Pettibone & Co.; Co-Chairman, Ken Hender- 
son, Ace Fastener Corp.; Frank Keating, Burroughs 
Corp.; John Fitzgerald, Le Pages Glue; W. H. Silber 
storf, G. J. Aigner Co.; Ray Auxer, Venus Pen & Pen- 
cil Co. 

Reception Committee: Chairman, Herbert J. John- 
ston, Great Lakes Travelers Club; Co-Chairman, Melvin 
Hodges, Great Lakes Travelers Club. 

Ladies Entertainment Committee: Chairman, Robert 
M. Matthews, Sturgis Posture Chair Co.; Co-Chairman, 
William N. Miller, Minnesota Mining & Mfg. Co.; 
Owen Doss, Associated Stationers Supply Co.; Virgil 
C. “Red” Fite, Burroughs Corp.; Gordon J. Kickels, 
Smead Manufacturing Co.; Walter S$. Lennartson, OF- 
FICE APPLIANCES; Robert L. Reynell, Oxford Filing 
Supply Co., Inc.; L. R. “Rick” Ricketts, manufacturers’ 
representative; Arnold E. Wolf, Tiffany Stand Co., 
Inc.; Robert B. Frier, Pacific Stationer & Office Out- 
fitter; William J. Ward, manufacturers’ representative ; 
John N. Mackall, Jr., Sturgis Posture Chair Co.; Frank 
H. White, Hamilton Cosco, Inc.; George Slater, manu 
facturets’ representative. 

Ladies Hospitality Committee: Mrs. J. Howard Pat 
rick and Mrs, Charles M. Mortensen. 


Kemp Huber Ben Philbrick 

Prize Committee: Chairman, G. L. Henningson, 
American Pad & Paper Co.; Co-Chairman, Robert S. 
Kane, Invincible Metal Furniture Co.; John Karlquist, 
Qualtiy Park Envelope Co.; Harry W. Hitchcock, Rich- 
ard Best Pencil Co.; Bob Greco, Reyburn Manufactur- 
ing Co.; Joel Spungin, United Stationers Supply Co.; 
Bill Rocco, Joseph Dixon Crucible Co.; Larry Struck- 
meyer, McLennon Pen Co.; Chet Smith, Jr., A. W. 
Faber Pencil Co.; Tom Leach, G. J. Aigner Co.; Sam 
DiFiglio, Jr.; John Robinson, Robinson Reminders, Inc. 


Remington Conducts 
Scholarship Sweepstakes 


In conjunction with the introduction of its newly- 
developed Starfire portable typewriter, the Remington 
Portable Typewriter Division of the Sperry Rand Corp. 
is conducting a nationwide $35,000 Scholarship Sweep- 
stakes. 

Consumer grand prize, which will go to the first 
name drawn, is a $10,000 cash scholarship payment 
that can be taken in one sum or in four $2,500 install- 
ments. There also will be fifty $500 scholarship pay- 
ments to the first names drawn from each of the states 
in which the Sweepstakes is eligible. 

In addition to the consumer prizes, dealers through- 
out the country will have an opportunity to win $5,500. 
Customers will be asked to fill out the warranty card 
found in the carry case of every Remington portable or 
to submit in its place a 3x5 piece of plain white paper 
on which the word “Remington” has been copied in 
capitalized block lettering. Entrants will be required to 
have their local dealer put his name and address on the 
reverse side. In the cases where winners have submitted 
warranty cards, dealers whose names are on the back 
of the cards will receive $100 

The company is calling attention to the Sweepstakes 
in its national advertising. In addition, dealers are being 
supplied with ad mats, window streamers, and other 
materials to help them promote the contest locally. Ads 
and promotional materials will direct consumers to their 
local dealers for full details. The contest closes July 15. 


Little Rock Firm Appoints Representative 


All-State Supply, Inc., of Little Rock, Ark., distrib- 
utors of office supplies, office equipment, school and 
church supplies, has announced the appointment of 
DON THOMPSON of Brinkley, Ark., to its sales staff as 
representative in northeast Arkansas. 
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THE JACK’S IN THE BOX 
BURROUGHS OFFICE SUPPLIES GIVE 


YOU JUST ABOUT EVERYTHING YOU 
WANT—INCLUDING LOTS OF PROFIT! 


When a single source can provide the office supplies 
your customers want, at the prices they want to pay—fill 
your shelves. (The cash register will take care of itself.) 


The source: Burroughs Corporation—as well known for 
at-your-elbow sales assistance as it is for its broad line 
of superior supplies. The supplies: brands your customers 
know best—well advertised, well merchandised. And 
they’re made to fit every pocketbook, fit every need. 


For carbons and ribbons « for hand cleaners and adding 
machine rolls + for all spirit duplicating supplies + for 
Nu-Kote register rolls - for addressing and other special 
ribbons « for pencil carbon paper + for small business 
machines, too—look to Burroughs Corporation. Write 
today to Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. Burroughs and Nu-Kote—TM’'s 


Burroughs Corporation 


The Sign of an 
Outstanding Dealer 


( 


—— 


BM plenty copy 
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> 


CARBON PAPE 


we 
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Robert Auerbach 
Named Top Salesman 


The seventh annual combined dinner mecting and 
sales rally of the Metropolitan Travelers Club, Region 
13 NSOEA and the Stationers Association of New 
York, Inc. on March was the setting for the awarding of 
the Dealer Salesman of the year plaque to ROBERT 
AUERBACH of Robel Press, New York City 

Runners-up in the contest directed by WALLACE 
FISHER of OFFICE APPLIANCES were ROBERT J. 
BERGER of Business Furniture, Inc., Elizabeth, N.J. and 
MARTIN D. GiLBrRAs of Libien Press, Inc., New York 
City. 

In presenting the awards, Committee Chairman Fish- 
er outlined the requirements for the New York area 
Dealer Salesman of the Year. They included: sales per- 
formance during the past year, creativeness in selling 
and presentation, knowledge of products, prices and 
sales aids, personal appearance and the ability to organ- 
ize working time effectively. 

The winner of the regional award is eligible for the 
national award which will be given at the NSOEA 
convention in Chicago. 

The combined stationers’ groups of over 400 were 
addressed after dinner by Robert F. AMes, purchasing 
representative of the United States Steel Corp. Ames 
offered comments on the sales approach from “‘his side 
of the desk. A question and answer period followed 

Earlier, a special full-day sales session was presented 
for some 58 dealers’ salesmen. The program is one 
which has toured the country in conjunction with the 
NSOEA and was prepared by Harbridge House, Inc 
MICHAEL L. SANYOUR and LEE HirscH conducted the 
audience-participated workshops. 

The program was offered to dealers and salesmen 
with emphasis on selling regular accounts, how to pros- 
pect, getting the repeat order, how to sell creatively 
and how to handle objections. 

Typical case studies and tape recordings, which wer 
prepared by sales training experts, were carefully dis- 
cussed and analyzed. The sales sessions were given 
general approval by those attending. Other such 
NSOEA 
scheduled for Philadelphia, Boston, Cincinnati, and 
Chicago. 


Harbridge House one-day sessions are 


Art Metal Names Two New Dealers 


The Auckley Equipment Co., 3942 N. 76th St., Mil- 
waukee, Wis., has been appointed the exclusive fran- 
chised dealer in the Milwaukee area for Art Metal, Inc 
office furniture and supplies. 

Cole, Harding & James, Inc., of 1011 E. Main St., 
Richmond, N. J., was named exclusive franchised deal- 
er for Art Metal's entire line of office furniture, equip- 
ment, filing systems and supplies. 
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ROBERT AUERBACH of Robel Press receives plaque and 
engraved watch as Dealer Salesman of Year from Wallace 
Fisher (left) of Orrice APPLIANCES. Fisher was contest 
chairman 


Marnay Holds Partitioner Seminars 


As part of its continuing program of dealer salesman 
training, Marney Sales Division of Rockaway Metal 
Products Corp. recently conducted dealer seminars in 
Los Angeles and New York City. The topic of both 
meetings was: “Profit Opportunities in Office Parti- 
tioning—Basic and Advanced Sales, Layout, and In- 
stallation Techniques.” 

The Los Angeles seminar, held on February 26 at 
The Biltmore, combined breakfast with business. It was 
conducted by JosEPH EISENBERG, a Marnay-Rockaway 
executive, and was attended by more than 100 dealer 
principals and salesmen. 

The New York seminar, held on February 27, was an 
all-day affair and included a tour of the Marnay-Rock- 
away factory in Inwood, Long Island. The day's events 
were conducted by MARVIN HERSKOWITZ, president of 
Marnay-Rockaway. 

“A problem which all partition manufacturers face 
is the dealer salesman’s lack of understanding concerning 
partitioning,” Mr. .Herskowitz stated. “This lack of 
understanding creates uncertainty and uneasiness, and 
causes the salesman to sell away from partitioning, 
thus missing a large profit opportunity which exists for 
himself and for his employer, the dealer.” 


American Voss Increases Distribution 


BERT SWANGER of the American Voss Corp., 18050 
James Couzens Highway, Detroit, Mich., has announced 
that he will now distribute the Voss typewriter in Mich- 
igan, Indiana, Ohio and Illinois. 

HERB WHEELER, who was western distributor, has 
assumed national distribution. The new company will 
be the Standard Voss Corp., 334 E. Weber Ave., Stock- 
ton, Calif. Wheeler will appoint distributors in areas 
that are not now covered. 


Manager Named for Store 


The Selma Stationery Co. of Selma, Ala., has an- 
nounced the appointment of BoB ARMSTRONG as 
manager. 
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Get ahead with Roneo! Consistently ahead with important improvements in stencil duplicating, Roneo offers 


you opportunity to sell a full line of duplicators, from the Roneo lightweight portable to the Roneo 750, one of 


the world’s most advanced machines——built for long runs at high speeds. Coupled with Roneo-tronic stencils 


which give true-tone reproduction directly from practically any original—— photograph, halftone or line print, 


text, pencil or water color drawings good repeat business. Get ahead now for franchise availability see 


“addo-x inc” 300 Park Ave. New York 22, N.Y. or Western Addo, Inc 3339 Temple St. Los Angeles 26, Calif. 
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. in Orlando, Fla. 














George Stuart, Inc., Orlando, Fla., has 
concluded plans for a new store building 
(shown above) which, when completed 
will comprise one of the largest space 
areas for a business of its kind in Florida 
Location of the new building will be 
downtown on Magnolia Ave., adjacent to 
the present showrooms. The two-story 
structure will be of concrete and steel with 
large plate glass windows running the full 





length of the building. The structure will 
occupy approximately 27,000 square feet 
and will be added to the present store 
which has about 16,000 Square feet of 

\ = space. Twenty-one new parking spaces will 
..-WHEN A DEALER \} & z be added to the present facilities for 19 
OFFERS HIM THE @ vs he : , autos 


JUSTRITE 


LINE OF 


Leo Wittgen Retiring 
ENVELOPES - At Smith-Butterfield 


FOR BANKS 


An Evansville, Ind., man who be- 
ods to RAR gan his career as a stock boy will close 
JUSTRITE’S va it June 1 when he retires as vice-pres 
15 Ways to a Banker's Heart @ ident and treasurer of the same firm 
.and Pocketbook es 
The fellow with a topnotch line of _ DRIVE-IN TELLER POUCH He Is LEO W ITTGEN, an employec 
envelopes for banks these days is sitting > DRIVE-IN TELLER POUCH with F and officer of Smith & Butterfield for 
pretty. He can practically have any © deposit slip attached 51 years 
banker saying, “I want to buy... | 3. BANKERS FLAP ENVELOPES 
please take my money.” Because banks 4. NOTE-O-MATIC ENVELOPES WALTER RINEY will move into the 
today MUST have many kinds of enve- 5. BOND AND COLLATERAL bl vice-pre sidency of the firm and Har- 
lopes for many purposes to function " ENVELOPES THE. 
: camp OLD L. BROWN will become treasurer 
properly. That’s why dealers with OPEN SIDE WALLETS 


ee ee ee eee a cmcet PASS BOOK JACKETS Fl Wittgen recalls that when he went 
line of envelopes for banks as Justrite 8. SAFETY DEPOSIT BOX to work for the firm it had 13 em 
offers . . . covers every need of any KEYTAINERS j 
bank. Even includes two numbers for 9. BANK PAY ENVELOPES 
Drive-In Banking that are going over 10. TAMPERPROOF ENVELOPES 
in a big way. If you haven’t yet staked . BANK COUPON ENVELOPES 
a claim on this bank envelopes gold 2. DEPOSIT RECEIPT CASES a 
mine, better make your move right now. INSTALLMENT COLLECTION tion and of the W clfare Board and 
Send for samples and complete ENVELOPES a has been active in Kiwanis Club and 
information, including prices .. . 4. CURRENCY GIFT ENVELOPES United Fund. He is on the board of 
right away while you're thinking 5. SAVINGS BOND ENVELOPES the Evansville Industrial Foundation 
about it 


ployees; now there are 140. 


Wittgen is a past president of the 
Downtown Retail Merchants Associa- 


ee and is vice-president of Union Fed- 
ee” Nee ee rt Pe 


Three Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. Retirement plans included a trip to 
300 East 4th St., St. Paul, Minn. has Aooil oi ies 
JUSTRITE ENVELOPE MFG. co. awall in pri = Ose ime on 
523 Stewart Ave. S. W., Atlanta, Ga. the golf links. Wittgen will remain 
Direct to you— NATIONAL JUSTRITE ENVELOPE CO. active in the civic organizations to 


we do not sell consumers 2220 West Beaver St., Jacksonville, Fla 


eral Savings & Loan Co. 


which he belongs. 





62 OA-5 /61 





for today’s business needs 


LIBERTY. 
400 STAXONSTEEL 


STORAGE FILES TRANSFER FILES 





STORAGE FILES 











STORAGE UNIT RECORD BINDERS STRING BINDERS 


Our sole channel of distribution is through the recognized stationery and 
office equipment dealer. To facilitate this distribution we have established 
nationwide WHOLESALE DISTRIBUTORS on a selective basis who 
carry generous stocks to serve you quickly and economically. 

Write today for our new catalog describing this complete line of 

Record Storage Filing Equipment. 


BANKERS BOX COMPANY 


Specializing in Record Storage Equipment Since 1918 
2607 N. 25th Ave., Franklin Park, Ill. (Suburb of Chicago) GLadstone 5-7700 





| Dates to Remember 


May 14-16—Stationery & Office Equipment Guild of 
Canada convention, Sheraton Mount Royal Hotel, 
Montreal. 


June 18-21—National Office Machine Dealers Asso- 
ciation convention and exhibit, Grossinger’s, N.Y. 


September 23-27 — National Stationery and Office 
Equipment Association Annual Convention and Ex- 
hibit, Conrad Hilton Hotel, Chicago. 


October 5-8—Eastern Regional Office Machine Deal- 
ers Association meeting, Concord Hotel, Kiamesha 
Lake, N.Y. 


October 14-17—Eastern Commercial Stationery Show, 
Trade Show Building, New York City. 


November 3-5—National Office Furniture Associa- 
tion Western Convention, The Ambassador Hotel, 
Los Angeles, Calif. 


NSOEA District Meetings 


District Location Dates 


5 Brown Hotel 
Louisville, Kentucky 
The Elms Hotel 
Excelsior Springs, Missouri 
Hotel Utah 
Salt Lake City, Utah 
Gearheart Hotel 
Gearheart, Oregon 
Fort Des Moines Hotel 
Des Moines, Iowa 
Leland Hotel 
Springfield, Illinois 


April 28, 29 
May 4, 5 

May 12, 13 
May 19, 20 
May 25, 26 


June 2, 3 





Grossingers Country Club June 5, 6 


Ferndale, New York 


Cavalier Hotel 
Virginia Beach, Va. 


June 9, 10 


Saranac Inn 

Saranac Inn Post Office, 
N. Y. 

Mt. Washington Hotel 

Bretton Woods, N.H. 


June 16, 17 


June 23, 24 


1962 Conventions 





February 16-18—-NSOEA Western Convention and 
Exhibit, Brooks Hall and Sheraton Palace Hotel, San 
Francisco, Calif. 

April 26-29—NOFA Convention and Exhibit, Coli- 
seum, Sheraton Hotel, New York City. 


the only place they won't | 
stick is on your shelves | 


Thomas Lenz Elected Codo President 


Elmer’s products turn over fast. Profits go up. No wonder 
—with all the ads in top consumer magazines backing 
them. Stock ’em all. See your supplier or write Elmer, 
The Borden Company, Dept. CSV-31, 350 Madison Ave- 


nue, New York 17, N.Y. 


At the recent board of directors meeting of the Codo 
Mfg. Corp., THoMas W. LENz was elected president. 
He succeeded WitBuR W. LENz, who was made chair- 
man of the board. 


BORDEN & 


OT.B.C. 


Lenz joined the company in 1948 and spent time in 


(Available in Canada.) 
every department and phase of the business. 
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are you using these two high-powered 


> q> . - salesmen? 


LEATWER TR USIMESS CASES 


boost your 
business 
case sales 





DISPLAY RACK shows complete Dopp 
line in smallest possible floor space! 
Measuring only 41144” wide x 63” high x 12” 
deep, this fast liquidating Dopp display has 
made sales history among our dealers, in- 
creasing leather goods business as much as 
50% in many stores! It can do the same for 
you! Investigate this potent selling aid through 
your Dopp representative—display it prom- 
inently for higher profits—faster turnover. 


Zippered Portfolio 
cat. no, 371 


oP PS 
Goods 


Toni Sealer 
Beal 


CataroG WO +e 


DOPP LEATHER GOODS CATALOG — at 
your service — on counter or sales calls! 
Be sure and take advantage of this powerful 
selling medium that pictures and describes 
Dopp’s quality line of briefcases and other 
leather goods to meet every selling need. Place 
it conveniently on your counter—use it as a 
supplementary stock to help your customers 
find exactly what they want. Carry it on sales 
calls—for extra orders every time—try it and see! 


Salesman’s Case 


cat. no. 366 Ring Binder 


cat. no. 696 


~~, 


Brief Bag 
cat, no. 298 


Shown here, only a cross-section of Dopp’s 
outstanding collection of nationally advertised 
business cases for executives, salesmen, professional 


men and students. 
MAIL COUPON TODAY FOR DOPP’S CATALOG #30 


Charles Doppelt & Company 
2024 South Wabash Ave., Chicago 16, Ill. 


Gentlemen: Please send me a free copy of 
Dopp Leather Goods Catalog No. 30. 


Attaché Case 


Underarm Envelope 
cat. no. 236D 


cat. no. 1771 


NAME OF DEALER 





ADDRESS. * 





Charles Doppelt & Co., Inc., 2024 $. Wabash Ave., Chicago 16, Ill. 


Showrooms: New York — 389 Fifth Ave « Los Angeles — 712 Olive St. CITY. ZONE__STATE______ 


Dealers only will be sent catalogs 


























Introducing the first folding table to combine slim 
leg styling with dependable structural rigidity —the 
new HOWE “500”. 


Office space can be costly. Multi-purpose rooms 
help keep costs down. Such rooms can now be fur- 
nished with a folding table that combines contem- 
porary, slim leg styling with “solid as a rock” 
rigidity—the new HOWE “500”. Consider these 
design features: 


1, Unique construction eliminates visible leg braces. 


2. A 3” deep, flat black, baked enamel “apron” runs 
the table’s full length and across the ends. 





and YOU can get it! 


acting as a dealer for International 
Business Forms. When you do business 
with International, you are assured of: 


QUALITY PRINTING and perfect collation thanks to the 


most modern high speed ROTARY EQUIPMENT 
COMPETITIVE PRICES, 
this profitable business. 
GENEROUS DEALER DISCOUNTS make the selling of 
International's one-time carbon forms a worthwhile addition 
to your sales. 

PROMPT SHIPMENT—AS PROMISED 
prided ourselves on meeting delivery schedul 
depend on our delivery promises. 
EASY-TO-USE LIST—FAST QUOTES. Our 
designed to make it easy to figure your own prices or, if you 
prefer, our Quotation Department will handle your price 
requests within 24 hours. 

NO DIRECT SELLING. We sell only through 
never direct. You are protected! 


of 


assuring you of your share 


We 


es 


have long 
You can 


price list is 


r dealers, 


REMEMBER - - - 

We want to do business with you, and we 
sell through 

DEALERS ONLY 

Try us! We are sure we can satisfy you and 
your customers 


Would you believe it? This table folds! 


a= 


; 


3. Handsome Formica top and edge create an air of 
quiet elegance. 

4, Legs are finished in a choice of satin chrome or 
flat black, baked enamel. 

Good looking, the new HOWE “500” is also struc- 

turally sound. Legs are 1%” square, welded steel 

tubing. Each leg has its own lock; all locks operate 

from a single lever at the table’s center. Magnets 

secure legs in the folded position. 





HOWE FOLDING FURNITURE, INC. 

1 Park Ave., New York 16, N.Y. 

FREE! Write for catalog, describing the new 
“500” and other HOWE CustomLine Folding Tables. 





MORE and MORE BUSINESS FIRMS 
are using time saving snap-aparts 
Even small 
companies have found that they 
save valuable clerical time and so, 


and continuous forms. 


why don’t YOU - - - 


GET YOUR SHARE OF THIS BUSI- 
NESS with — NO INVESTMENT IN 
EQUIPMENT —NO INVENTORY OR 


PRODUCTION PROBLEMS— 


Write today for complete informa- 
tion on this profitable line. 
WRITE NEW DEALER DEPT. 4 


INTERNATIONAL BUSINESS FORMS 


INCORPORATE DO 


1600 E. 26th St. Little Rock, Ark. 
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LIBERATOR 400 


LIBERATOR 500 
“ 


PRESENTING 


LIBERATOR 600 


NEW exclusive advancements set new performance standards 


LIBERATOR 400 Meets every demand 


for quality work at a small investment. Automatic feed 

. accurate registration . . . post card to legal size. 
Uses clean-to-apply paste ink . . . internal brush ink- 
ing. Receiving tray has adjustable side guides and 
efficient back-stop stacker. Dual-pad side guides on 
feed table are adjustable to all widths and lengths of 
stock. Feed table capacity, 225 sheets. Produces up 
to 4000 copies per hour 


LIBERATOR 500 Finest hand-operated 


duplicator ever built. New front “pull-in” feeding 
mechanism provides positive feeding of single sheets, 
eliminates need for adjustable rubber pressure pads. 
Feeds light-weight paper to card stock, post card to 
legal size. Hairline registration. Closed cylinder uses 
easily-applied paste ink; ink container (tube) screws 
directly into cylinder, assuring absolute cleanliness. 
Internal brush inking. Up to 5000 copies per hour. 
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LIBERATOR GOO bew, exclusive devel- 
opments mark the Model 600 as the most advanced 
electric stencil duplicator available. ‘Pull-in” type 
feeding mechanism eliminates need for rubber pres- 
sure pads, give positive single-sheet feeding of any 
size, any weight stock from post card to legal size. 
Paper supply on feeding table can be replenished 
without stopping machine, permitting continuous, high- 
speed production. Simple adjustment raises or lowers 
printing position. Two speeds. Produces up to 6000 
copies per hour 


Seed -O-Fiint Coeptoration 


1801 WEST LARCHMONT AVENUE 
CHICAGO 13, ILLINOIS 


MAKERS OF WORLD'S FINEST DUPLICATORS AND OFFICE MACHINE PRODUCTS 
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By wilh TELL-AND-SELL PACKAGING 


FOR THE MONTHLY PLANNIN 
SOCIAL FUGAGEMENT 


NO 1200 
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= 


w/a SG (foie ea 


atons 


IT’S A WORKSAVER 


Front displays number, title, uses to your 
customers; spurs self-service. End identi- 
fies shelf stock. Double identification for 
easy sales and inventory taking. 


IT’S A DISPLAY MERCHANDISER 


Die-cut yoke shows colors and other details 
of rich bindings, gold-stamped titles, when 
top is opened. 


IT’S A PROTECTIVE CARTON 


Designed to protect Eaton’s Nascon 
Record Books and deliver them to your 
customers fresh from our craftsmen’s hands. 


NASCON PRODUCTS DIVISION, EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS + 
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OF NASCON “AT-A-GLANCE” 
RECORD BOOKS 


IT’S HANDSOME. Eaton's new 
Nascon“At-A-Glance”® Record Book 
packaging tells-and-sells by giving 
all the information your customers 
need to serve themselves from wall 
rack or counter-top display. It also 
provides all the cues your sales- 


people need to sell more efficiently. 


These wonderful sales features, plus 
simplified stockkeeping and perfect 
merchandise protection add up to 
extra profits you get from Eaton’s 
Extra Effort in packaging America’s 
longest, strongest and finest Record 
Book line. 

“Sell best because they tell best.” 








P / Mascon > 
©Products Z 


Showroom: NEW YORK, 475 Fifth Avenue 


OA-5/61 





WV 


3 \ Bg \ \ WN NYG \ ~ \ QRONS \ \ Xs 
i ~ __ —an 


ASS 


AXsss = sss 


\\ \ . \\ ASS \\ 
“a SS i 
WS S \ \N \ We S N S \ \ 
W \ QMNAQA\QAQ_E0G SS SSS . N S N SS 
NS \ WH XG WSS SG SS 
s \ N N \ RR Mo \ \ \ 
SS \ OY 


A CS _— Ne 


S 


i 


S \.. 
NAS \ ‘ei 
\\\ Nv : ‘ ‘ y 
RG{_ SN \ NX SS SV QEGEE Qn QG GF 
KW AS N \ \ XY. \ . SS. Qar SS 
“OND me Ee 


QV 








\ Y GAs 
CEEE CG WGK 





SS 








\ 


N 
MS WV 


service 
and complete quality line 
assure customer satisfaction 





CARBONS . . . for every purpose 
- RIBBONS . . . for all machines 
MASTER UNITS . . . all types 








CODO MANUFACTURING CORP. 
Oo~ Dept. OA 


Leetsdale, Pennsylvania. 


MANUFACTURING CORP. Send samples of [J Carbons [J Ribbons 


General Office and Factory (1) Master Units. 
LEETSDALE, PA. NAME 








carbon paper 











New York * Philadelphia © Pittsburgh ¢ Dallas — ADDRESS 
Chicago * Cleveland * Detroit * Las Angeles. CITY 
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New Catalogs 


THE Onto Cuair Co., 438 Meridian Rd., Youngstown, 
Ohio, has published a colorful catalog illustrating its 
line of ‘‘Rest-All’ chairs. Every model in the complete 
line of posture, swivel and straight chairs for office and 
institutional use is represented. All necessary specifica- 
tions are included. The catalog also shows matching 
tables for the ‘‘Rest-All’’ chairs available in a full range 
of sizes. 
Inquiry Card No. 107 


1000 Virginia Ave., Atlanta 6, Ga., exclusive importer 
and distributor of this line of precision hand pencil 
sharpeners and related products. 

Inquiry Card No. 108 


THE CurRRIER Mrc. Co., 2448 W. Larpenteur Ave., St. 
Paul 13, Minn., has issued a new catalog of office and 
bank equipment. More than 120 products and more than 
30 new items are shown, including a full line of sorting 
trays, security boxes, special pad racks for banks, cross 
file trays, snap-out racks and additional sizes and divi- 
sions of the company’s standard products. 
Inquiry Card No. 109 


A new catalog and price list of ““Dux’’ pencil sharpeners 
and lead pointers is available from FRED BAUMGARTEN, 


NOW !...PpIicK UP MORE LOCKER 
BUSINESS WITH LESS BOTHER! 


Offer up to 112 different combinations of 


types and sizes...we’ll deliver in 1 week! 





Now fill orders fast with a wide selection of styles, 
sizes and door arrangements on a one-week deliv- 
ery basis. Or, from a minimum of non-duplicated 
stock. 

Here’s the plan 

You choose between building your own compact, 
minimum, interchangeable stock, or using our fast 
delivery service. 

We now package, in two separate cartons, 6 pop- 
ular locker models as either single units or 3 units 
per set. 

Carton 1: includes all body parts. You choose size, 
flat or slope top, in a single or 3-locker package. 





Carton 2: includes doors and frames in the size and 
style of your choice—with or without legs. 


New low prices 

Because we are producing lockers in larger quan- 

tities, with improved production techniques, some 

locker prices have been substantially reduced. 

Here’s a practical locker plan geared to your sales 
. there’s nothing like it in the industry. Write 

for complete data now! 











ALAN WOOD STEEL COMPANY 
PENCO DIVISION 


428 Brower Avenve, Oaks, Pennsylvania 


ail 


R. C. ALLEN BUSINESS MACHINES, 
INC., 678 Front Ave., N. W., Grand 
Rapids, Mich., has announced the 
publication of a 12-page, four-color 
brochure featuring its complete line 
of business machines. Developed at 
dealer request, the booklet is available 
in quantity to those dealers who wish 
to use it as a selling aid, since it is 
directed to both the buyer and the 
user of business machines. Photo- 
graphs of representative models from 
the company’s line of business ma- 
chines are included. The brochure’s 
theme, ‘The Thrifty One for Sixty- 
One,” emphasizes one of the major 
selling points of the line. 
Inquiry Card No. 110 


Howe FOLDING FURNITURE, INC., 1 
Park Ave., New York 16, N. Y., has 
released a new, 16-page catalog 
describing folding tables, chairs and 
trucks for institutional use. The cata- 
log provides a full description of each 
product’s physical advantages, dimen- 
sions and shipping and_ handling 
weight. Architects’ specifications are 
included for the most universally used 
items square and pedestal leg ob- 
long folding tables. The catalog also 
contains a complete technical descrip- 
tion of each product's construction 
features and the materials used, such 
as table top materials, protective trim 
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moldings and finishes. Included is a 
section on how to select the right 
table truck to meet each individual 
problem. An accompanying price list 
has also been prepared. 

Inquiry Card No. 111 


A new brochure in full color, de- 
scribing card filing systems which ex- 
pand according to need, has just been 
made available by the YAWMAN & 
ErBE Mra. Co., INC., 1099 Jay St., 
Rochester 3, N. Y., and is free on re- 
quest. The booklet, titled “Expanding 


Index,” illustrates the expanding fil- 


~~ 


ing systems with detailed instructions 
accurate use. Also in- 
charts for 
determining the size of indexing 
needed, the functions of the com- 


for efficient, 
cluded are rules and 


ponent parts and a list of types of 


companies and organizations where 
efficient card filing is particularly im- 
portant. 


> 


Inquiry Card No. 112 


The new full-color catalog of KEITH 
CLARK, INC., 1451 Broadway, New 
York 36. N. Y.. 


trates the complete line of calendars 


describes and illus- 


for 1962 especially designed for busi- 
ness, professional and office use. The 
popular pad-style calendars for execu- 
tive offices and the book-style calen- 
dars for general office usage, along 
with special wall calendars, ‘‘Schedule- 
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A-Date” and ‘“Monthly-Minder’’ plan- 
ning calendars are also included. The 
catalog illustrates the various styles of 
calendars and bases in full color, 
gives complete specifications and 
serves as a purchasing guide for the 
office manager or purchasing agent in 
charge of calendar buying. 
Inquiry Card No. 113 


Mayco TaG & LABEL PRODUCTS, 
INc., 111 W. 19th St., New York 11, 
N. Y., is distributing a new illustrated 
price list supplement covering certain 
changes in its stock line of tags, labels 





and tickets. A mew made-to-order 
shipping tag price list is also being 
released. 

Inquiry Card No. 114 


THE EpsALt Mec. Co., INc., 3817 S. 
Racine Ave., Chicago, Ill., has pre- 
pared a catalog of steel shelving, bin 
units, ledge shelving, metal shelf 
doors, steel top benches, tool drawers, 
trucks and service carts. All items are 
illustrated with complete  specifica- 
tions. 
Inquiry Card No. 115 


ADVANCO’S KING-SIZE 1961 CATALOG 


Your Handbook to Bigger Filing Supply Sales! 


96 sales-packed pages, featuring: 
PUNCHLESS PAPER HOLDERS e MANIFOLD BOOKS 
PRINTED STOCK FORMS 

PRESSBOARD & MANILA FOLDERS 

PRESSBOARD & BRISTOL GUIDES 
ADVANCO’S extensive variety of printed stock forms are now 
dozen-boxed, gross-cartoned and distinctively labelled. 
ADVANCO PRODUCTS, sold exclusively through dealers, are 
backed by nearly 40 years’ experience. 


WRITE TODAY for this comprehensive Catalog. Keep it handy 
for advising and servicing your customers. 


MADE IN U.S.A. 


REG. U.S. PATENT OFFICE 


ADVANCO PRODUCTS, INC. 
76-05 51st Avenue, Elmhurst 73, L.1., N.Y 
Tel.: Hickory 6-4848 





Cowan Named Vice-President 


The appointment of J. A 
COWAN as vice-president of the 
Addressing Machin« 
has been announced by 
HELSEY, president 

A native of Mt. Vé 
Cowan 


Eberhard Faber Hosts European Visitors 


Service Co 
EDWIN 


rnon, Tex., 
joined the company after 
Elliott Address- 
ing Machine Co., covering the 
Texas and Oklahoma area. He 


started in the 


33 years with the 


J. A. Cowan 


business as a sales 


and service man, became area manager and led the na- 


tion in sales for a number of years 


Stationers Win Wrist Watches 


Winners of 


hour on the hour’ 


costume-jewelry 


and exhibit were awarded by Keith Clark, In 


fiance Calendar Co., Inc., to 

Wm. BERMAN, Atlas Stationers, 
Posn_ER, B. B. Trading Co., 
WRIGHT, 
Harpis, Crockers’, 
Crown Office Supply, 
Davis Stationers, Inc., Santa Ana; 
Industrial Office Supply, 
Knox Printing, Los Angeles; 
geles Stamp & Stationery, 
McWhorter- Young. San poe; 


Sacramento; 





ALL PURPOSE SCISSORS 


No. 2401 Scissors Assortment. One dozen 
on a new, smartly redesigned merchan- 
diser consisting of 9 pairs of 5” and 3 
, of 6”. Heavy gauge forged steel, 
gpa finished nickel plated. Ideal 
for school, home, office or workship. 
al jad hand ground, inspected and 


49¢.. 59¢... 


wrist 
at the NSOEA western convention 
and De Louis M 


Los Angeles 
Los Angeles 
Whittier; W. D 
VINCENT 
Betty A 
WALT 


Barton’s Office Supply, 
Hollywood ; 


Pasadena; 
WALTER SCOTT, 
Los Angeles; 
RALPH 


watches ‘“‘every 


nd Adolf 
aber in Europe 


- BETTY 
Mrs. JOHN 


hard 


ESTRADA, 
RIFFLE, 
ECKELBERRY, 
Don ESTRADO 
Los An- 
DEAN, 
Office 


BURG, 


LEWIS, 
COWIE, 
MEI 


HONDA DAVIE 


Appliances Co., 
Palmer Carbon & Ribbon, 
W EINTRAUB, 


TROYER, 


European visitors recently 
& Pencil Co.'s main plant in Wilkes-Barre, Pa. Pictured with 
Brown (left) 
general of Eberhard Faber K.G., 
Nurnburg 


Dorn 


Peninsula 


Schwabacher-Frey Co., San 
& Binney, San 
HUTCHINSON, Sam Yocum Co., 


Stockwell 


SCHOOL SCISSORS 


No. 2451 Year ‘round Kiddie item! Cash 
in on this big business with our specially 
designed “‘blackboard’’ merchandiser print- 
ed in réd, white, yellow and bidck, 24 pair 
biunt point 4” scissors — forged steel — 
fully nickel plated 

Also available on same merchandiser — 


No. 2413 24 pairs of 412” 
Schoo! Scissors 
No. 2414 24 pairs i 4” sharp point 
School and Utility Sci 


sharp point 


and Utilit 





THE ACME SHEAR COMPANY 


THE WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 


15¢ 


RETAIL 


25° 


RETAIL 


president, 


Honolulu; 


Peerless Stationers, 
Typewriter Co., 








surveyed the Eberhard Faber Pen 


are Carl P. Finck, director 
Neumarkt, Bavaria, Germany 


attorney and consultant of Eber 


LUCILLE VAN VOLKEN- 
Los Angeles; MARI! 
RAMONA 
Salinas; JAMES 
Francisco; WM. 
Bernardino, and 


San Gabriel. 


Los Angeles; 





MONEY MAKING DISPLAYS 


40% veers 


Scissors are “must” equip- 
ment for every school child. 
Be sure you cash in on these 
two profitable merchan- 
disers during the back-to- 
school season. 


<i ror. - 
6  Gansacined by. a 
Good Housekeeping 


#07 
45 sovennisto ' wi 


Colorful, self-selling 
KLEENCUT merchandis- 
ers move more scissors at 
bigger profits because they 
feature only the most popu- 
lar sizes at prices everyone 
can afford. It’s good busi- 
ness to use these and other 
eye-catching KLEENCUT 
displays in your store year 
around. 

ORDER FROM YOUR JOBBER OR WRITE 


BRIDGEPORT 1, CONN 





AAO 


Non-Skid® Easel stenographic 
notebooks, like all Rockwell- 
Barnes paper products, are of top 
R-B quality—which has meant 
Repeat Business to dealers every- 
where for over fifty-eight years. 
Keep your customers coming back 
by keeping R-B notebooks in stock. 








Notebooks—stenographic 
Non-Skid Easel—Springbound 
Note Books 72 leaves per book 
Grey Board Covers 

Pkgs. of 12 

Pkd. 1 gross per ctn. 


Eyetint Paper—ruled in Green 
#500—4%, x 9—std wide ruled 
#1000—6 x 9—std wide ruled 
#2000—6 x 9—narrow ruled with 
center down line 
#3000—6 x 9—wide ruled with 
center down line 


White Paper—ruled in red 
#4000—6 x 9—std wide ruled 
#5000—6 x 9—narrow ruled with 
center down line 
#6000—6 x 9—wide ruled with 
center down line 


R-B means REPEAT BUSINESS 


Catalog, price list and 
samples available to qualified 


dealers upon request. 


2101 GREENLEAF AVENUE e ELK GROVE VILLAGE, ILLINOIS 
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Rockwell-Barnes Company 


<a 


Specialists to the Stationer Since 1903 | 


= 
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Stencil duplicating has come a long way! 
New developments in the duplicating 
method — as offered by Tempo — vastly 
broaden the versatility and usefulness of 
the process. 


You get finished copies for as little as 
14¢ per copy on lots of only 50; 44¢ on 
runs of 1000. Just think of all the time 
and money you can save by producing 
all types of fine copy in your own office. 


INGS 


© 1961, MILO HARDING COMPANY 


Write us, on your letterhead, for more 
information showing how the Tempo 
duplicating process can help you pro- 
duce this great variety. 


Vig 


Manufacturer of everything for 
stencil duplicating 


MILO HARDING COMPANY - Est. 1904— 212 Tempo Bidg., Monterey Park, California 


Los Angeles ¢« Pittsburgh ¢ San Francisco »* 


74 


Washington, D.C. « 


Mexico D.F. and dealers everywhere 
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WIN THIS 1961 FORD FALCON! 





A poraroin 


valuable 
prizes 


LAND CAMERA 
KITS Model *800 


— 


ENTER THE Demnioon 
PRES aply. DISPLAY CONTEST! 


Exciting! A contest exclusively for retail stationery stores! 


It will challenge your merchandising ability . . 


. and demonstrate 


the sales ability of Dennison PRES-a-ply products on the spot! 


Yes, a 1961 Ford Falcon is waiting for you. 
And a simple snapshot will win it! 
Here’s how: 


1. Set up a display of Dennison PRES-a-ply 
products in your store or window. Then, just snap 
a picture... any size. 

2. Send the snapshot to Dennison ... and you 
may win a 1961 Ford Falcon. 2nd, 3rd, 4th and 
5th prizes — a complete Polaroid Land Camera 
Kit, Model #800. 

3. The back of the photo should contain the name 
and title of the applicant, the store name and ad- 
dress. Enter as many times as you like. 
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4. Prizes will be awarded on the basis of orig- 
inality of display and sales appeal. 


5. Contest closes June 30, 1961. Winners will be 
announced August 1, 1961. Decisions of the judges 
will be final and all photographs become the prop- 
erty of Dennison Manufacturing Company. 


Enter this exciting contest now. 
Send entries to: 
PRES-a-ply Display Contest, Dept. S7 
. 
Dennison 


Framingham, Massachusetts 





Clegg Named New Manager of 
Office Furniture Department 


MARSHALL T. CLEGG has been 
appointed manager of the office 
furniture department of the Clegg 
Co., San Antonio, Tex., 
nounced by WILLIAM ¢ 
Jr., president. 

The third 
Clegg family to becom« 
with the firm, Clegg served first as 


it was an- 
CLEGG, 


generation of the 


associated 


Plan Clary Wholesale Distribution 


Plans were concluded recently for the wholesale dis- 
tribution of the Remington Rand line of adding ma- 
chines under the Clary name. Clary Adding Machines, 
Cash Registers is division of Remington Rand, 
quired in 1960 from the Clary Corp. 

Meeting in Dallas with Clary wholesale sales repre- 
and managers, Office Machines Division Di- 
Marketing JAMEs L. ERWIN emphasized his 
intention to build a powerful Clary distribution force 
within the division. Under the new setup, Clary dealers 


sentatives 
rector of 


Marshall Clegg will sell the Remington Model 3 10-Key electric adding 


Model 10-Key manual, and the Model 
adding machine. 


the firm and, in 


position he will continue 


a salesman for 


1960, was elected secretary, a machine, the 
: 10-key manual 
Also addressing the group were Clary Sales Manager 
PAUL REICHLE and Assistant Clary Sales Manager JOHN 


SU NDBERG. 


to hold while managing the office furniture department 71 


Bates Names Dow Treasurer 


At a recent meeting of the board 
of directors of the Bates Mfg. Co., 
LAWRENCE A. Dow 
treasurer, it was announced by ( 
E. WILLIAMS, 

Dow 
troller and 


Designcraft Leases New Building 


Metal 


a new 


The Desig 


has contracted to lease 


mncraft Mfg. Co., 


one story, 


Brooklyn, N. Y., 
41,000 square 
foot plant and office building now under construction 
in Carlstadt, N. J. 

The building is situated on three acres on Kero Rd. 
off Washington Ave. Designcraft will transfer its entire 
operation from Brooklyn to the site early this summer 
when construction is expected to be completed. 

WILLIAM MANOOKIAN, JR., president, says the new 
building to three times the space of 


was electé d 


preside nt 


has been serving as con 


assistant treasurer. He 


will retain the duties of controller 


in addition to his new responsibil 
Lawrence Dow : 
ities. 


Dow joined the company in March of 1960 after 


several years as a certified public accountant. He is a will afford close 


member of the National Association of Accountants present facilities 


new 


‘Napered 
line 


*Not to be 
confused with 
ordinary 
combinations 
of wood 

and plastic. 


TOPS 

e LIFETIME SOLID* 
PLASTIC! 

@ GUARANTEED against 
warping! 

® In Walnut OR Grey! 


PEDESTALS 

UTILITY DRAWER complete with pencil tray © FILE 
DRAWER with ADJUSTABLE DIVIDER © Accented 
with smart handles ® Noiseless nylon glides ® Fine 
grade furniture steel. 


Single Pedestal 


LEG ASSEMBLY COLORS 
® Styled for the modern ® DRAWER and LEG (in matching colors) 
setting...in office or available in: Grey . . . Mist Green... 
home! Desert Tan. 
*® Equipped with LEVELER PEDESTAL . . . (in the same above colors) 
GLIDES! can be mixed or matched with DRAWER 
and LEG for contrast or to harmonizel 


Send for 
the NEW 
catalog 








showing our 
complete 
line. 








Double Pedestal 








Adjusts 





Single Pedestal: 54'' x 24’’... (with modesty panel) TO5424 
46" x 18"... (with modesty panel TO4618 to ANY angle 
“x 24"... Return 30" x 18” 785424 - Up to 

“ « 18"... Return 27/2" x 15" 1TS4618 180 
 » 30"... (with modesty panel) TT6030 
‘x 24’... (with modesty panel) 115424 CHALLENGER STEEL PRODUCTS CORP. ¢ 350 MORGAN AVE. « BROOKLYN 6, N. Y. 





Swivel “’L”’ 


CLOSED VIEW aa OPEN 





Double Pedestal: 
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TWO GREAT NEW IDEAS 
FOR TYPISTS 


TWO GREAT NEW NATIONALLY ADVERTISED PROFIT OPPORTUNITIES! 


< 


No messy brushes or putty! Britetype Stix clean type 


Miracle stix wipe dirty keys 
quick and easy, bright as new. Package of 10 only 98¢.* 


clean without soiling hands. 


PERE EC- 
0g.9 


sy 
MISS, yt 





Now corrections in half the time with every letter “letter 
perfect.”” Double-size pack, 308 square inches, only $1.98.* 


* suggested retail 


Magic slips of paper correct 
typed mistakes without erasing. 


PERRY-SHERWOOD CORP., 257 Park Ave., So., N.Y. 10 N.Y., Dept. 16 
(1) Please send me free demonstration samples. 
(1) Iam interested in a PERFAX Thermographic Paper Franchise. 


Qin 

- Company___ —_ eS ne 
W FOR Address___ re tee ae 7 

wie) 5 ‘es, ; _ 
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Deep in the Heart of Texas 


Shown at a busy Dallas meeting are 
wholesale sales representatives of the 
Clary Division of Remington Rand with 
home office managers. The purpose of 
the recent conclave was to complete 
plans for the distribution of the Rem 
ington line of adding machines under 
the Clary name. Seated (left to right) 
are Clary representatives Marty Mc- 
Hugh, Al Bennet, Lee Brayton, Don 
Youngs, Dick Berryman, Al Bender, A 
Riha. Tom Mashos, Bob Lockwood, 
Matty Fink and Assistant Sales Man- 
ager John Sundberg. Standing are Paul 
Reichle, sales manager, and Jim Erwin, 
director of marketing for the Reming- 
ton Rand Office Machines Division 


SCM Elects New Secretary 


GeEorGE E. HAtt has_ been 
elected secretary for Smith-Corona 
Marchant, Inc., it was announced 
by EMMERSON E. MEAD, president 

Hall will assume responsibility 
for all corporate legal matters im 


A. B. Dick Announces New Board Chairman 


The A. B. Dick Co. has announced the election of 
A. B. Dick III as chairman of the board and Kart R 
VAN TASSEL as president of the company. 

Dick, 43, grandson of the company’s founder, has 
been president since 1947 and will continue as chief 
executive officer. The position of chairman of the board 
had been vacant since the death in 1954 of ALBERT B 


mediately. 
He has been associated with the 
Campbell Soup Co. as assistant 


Dick, JR. 


George Hall 
counsel and previously specialized 


in corporate law with the firm of Sullivan and Crom 


Van Tassel joined the company in 1956 as executive 
vice president. He is the first president of the company 
not related to the founding family and the fourth pres- 


well. ident since the company was established in 1884. 


NEW! {3 ° 
Budgetfine 
24” non-suspension 


STEEL FILE 


@ 4 Boll Bearings to each Drawer @ Side 
locking Follow Blocks @ Extra Reinforced 
Roller Track @ Gravity Drop Prevents Drawer 
from Rolling ovt @ Sparkling Non-Tarnish Alu- 
minum Trim @ 16 Gauge Girder Channels © 
Durable Baked Enamel! Finish @ Extra Welded 
Corner Bottom Plates @ 4 colors @ In Letter 
and Legal Size, with or without plunger Lock 


make money « keep it 


when you sell K«C quality 


; your profits on our fast-moving promotional 
steel equipment. 
c s Files, desks, storage cabinets, combination units 
+. . . all are precision made of heavy gauge 
1 steel, quality-finished in a choice of colors. 
7 Write, wire, phone TODAY for catalog and price list 
Newspaper Mats Available 


Ke GR METAL PRODUCTS co., INC. 


1011 Greene Ave., Brooklyn 21, N. Y. © HYacinth 1-4510 
OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 
Representatives: a few choice territories available; Inquiries invited. 


Holcomb & Hoke Buys 
Niehaus Movable Walls 


Holcomb & Hoke Mfg. Co., Inc. of 
Indianapolis has purchased from Nie- 
haus, Inc., of that city, the assets for 
the manufacture of movable walls and 
space dividers used in offices, com 
mercial buildings and institutions 

FRANK HOKE, president, announced 
that WILLIAM G. NIEHAUs has joined 
the company as manager of this new 
product division. Also employed are 
the existing sales force and technical 
people. A New York City branch of- 
fice has been opened for the Niehaus 
Movable Walls Division at 440 Park 
Ave. S. This office is staffed with sales 
and installation personnel. 


Alexandria Store 
Completes Addition 

A new addition containing 4,000 
square feet has been completed by 


Jordan Brothers Stationers at 3001 
Lee St., Alexandria, La. 


OA—5 /61 





why is FLAGSHIP 


first in every finish... 


and first in quality for every duplicati 


The FLAGSHIP Line of metallic back car- 
bon papers has earned its number one rating 
by superior performance. When you offer 
FLAGSHIP your customers get longer wear, 
cleaner copies without feed-roll streaks, and 
the non-slip and ease of handling features that 
only FLAGSHIP provides—all at no extra 
cost! Ask the dealer who has a FLAGSHIP 
franchise and he'll tell you that with 
FLAGSHIP you'll sell more carbon easier 
than you ever have. And repeat orders go to 


you because your franchise is protected. 

But FLAGSHIP is only a part of a broad 
line of fine Allied products—for every dupli- 
cating need from orange diazo carbons, a 
complete line of spirit products, to fluid- 
eradicable ribbons. 

The franchise may be open now in your 
vicinity. 

Write today for more information on how 
to make your carbon and ribbon sales an 
important profit producing source for you. 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 


| General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
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Deaths 


Olive Constantine, widow of the late James Con- 
stantine, founder of Palace Office Supply, Tulsa, Okla., 
died recently. She had continued as vice-president of 
the firm after her husband died in 1950 and their son, 
George J. Constantine, took over top spot in the organ- 
ization. 

The business was founded by James Constantine in 
1909 as a small stationery store on Main St., featuring 
pencils and writing paper. The business was later ex- 
panded and moved into larger quarters on South Bould- 
er Ave. In the early 1920s, Mr. Constantine erected a 
four-story building for his greatly expanded business at 
611 S. Boston, adding a full line of office equipment 
and a printing plant 

George Constantine joined his parents in the business 
following his graduation from the University of Chi- 
cago. He became junior partner in 1935 and has been 
head of the firm since 1950 

Under his leadership the firm established spacious 
new quarters at 6743 N.E. 12th St. 


Arch R. Williams, long-time executive of Field 
Stationery Co., Tulsa, Okla., died recently. Williams 
joined the firm as a salesman shortly after it was es- 
tablished in 1919 by Clark Field. He became vice-presi- 
dent of the firm in 1923 

When Field retired in 1957, Williams joined Alfred 
Steitz in purchasing the business from Field. He re- 
mained vice-president of the firm. 


DoE 
” -SuP 
is J rae Harry H. Roeder, who for a half century was in the 


Pi nail accounting systems and office equipment business in 
28 Cleveland, Ohio, died March 28 in his home in Lake- 
The efficiency of these QUALITY steno books 7 “ inc 1i0, died March in his home in Lake 
es . food, 
pays dictation and transcribing dividends in 


The decendent was vice-president and purchasing 


agent for Marshall-Smith, Inc., from the middle 1940's 
notebooks. until he retired in 1959 


For several years before World War II, he owned 
and conducted the Aranel Co., a stationery and printing 


speed and accuracy which far exceed other 


There’s QUALITY and CONVENIENCE in 
Maple Leaf’s: 


; business in St. Petersburg, Fla. 

NON-SLIP RUBBER EDGE In earlier years in Cleveland, Mr. Roeder was succes- 
60 SHEET COUNT sively district manager for the Kalamazoo Loose-Leaf 
Binder Co.; manager of the Remington-Rand Corp. 
branch; and sales agent for the Master-Craft Division 


80 SHEET COUNT of the Shaw-Walker Corp. Surviving are the widow, 


GREENTINT OR WHITE PAPER Tasia; three sons, Harold J., John C., and Robert C.; 
eight grandchildren and two great grandchildren. 


~ 
o 
@ 70 SHEET COUNT 
= 
* 


The most extensive line of wire bound steno- 
graphic notebooks...so much extra QUALITY 
at no extra cost. Harry E. Horn, vice-president of foreign sales, Ditto, 


*Names on request. Inc., died on March 19, 1961 
He worked for Ditto, Inc. for almost 27 years and 


would have retired in August when he became 65 years 

MAPLE LEAF of age. Joining the company in July 1934, as export 

2 manager, the decedent specialized in foreign sales dur- 
Manufacturing €o., Sore. ing his entire career at Ditto. He was instrumental in 
S® Last 54th Street, New York 22, New York building the firm’s representation in 88 different coun- 


tries, 
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exclaimed our sales manager when he saw the 
hundreds of orders and inquiries pouring in 
after our initial ad introducing the 


ALL NEW...ALL ELECTRIC 


“PLURIMA ELETTRICA” 
10 KEY ADDING MACHINE 


WITH 


AUTOMATIC (visible) CREDIT BALANCE 


at the zingl (Slightly 

Teeieeteil pric, > 1 89°° oo 
of only... a Rockies 

x Fast! « Fantastic! « Fully feats 


* Easy to Operate! - Trouble Free! 
* Guaranteed! 


Fast Money Maker @ Customers cannot resist it @ Portable 
(carrying case available) @ Small (size of your letterhead) @ 
Centralized controls @ All-metal frame @ Colorful @ Prints 
Totals, Sub-Totals and Credit Balance in Red @ High capac- 
ity: Add-8, Total-9 @ Also available in larger capacity: Add- 
10, Total-11. © $229.50 plus F.E.T. 

The EVEREST “Plurima Elettrica” is priced for Volume Sales! 
it is wonderful: you show it — they try it — it’s sold! 


EXTRA: MULTIPLICATION FROM ONE MOTORIZED KEY 


EXTRA-EXTRA: AUTOMATIC TOTALS 
(Clears Automatically at Tot 


NG ladies SE ouian ep. 


349 BROADWAY e NEW_YORK 13, N. Y. 
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10 YEAR PARTS GUARANTEE 


Keep our Sales Manager Happy — 
and do yourself a favor: write to 
us for information immediately! 


ALMA OFFICE MACHINE CORP. Dept. OA-15 
349 Broadway @ New York 13,N. Y. 
Gentlemen: 

Please send us more information on the com- 
pletely new EVEREST “PLURIMA ELETTRICA”. 
Firm Name 

Street 

City Zone State 


Signed by 





New Masland Duraleather Plant Built in Mocksville, 





: eae 
Built on a 95 acre site at Mocksville, N.C., is this new single ties includes space for stocking up to two and one-half million 
story plant of the Masland Duraleather Co. Its 140,000 square yards of Masland Duran vinyl upholstery products for the 
feet of manufacturing, showroom, office and warehouse facili convenience of customers 





McCorkle Named 


REPEAT-0-TYPE Firm Manager 


D. A. Sparks, Inc., appointed re- 

cently as exclusive Underwood dealer 

A NEW in Little Rock, and located in the Park 
DUPLICATOR STENCIL Plaza Shopping Center, has announced 
ae the appointment of D. A. McCorKL! 

. as manager of the Underwood type- 


A BETTER DEAL FOR DEALERS writer, adding machine and calculator 


division of the firm. 


The New E.f-[, Stencil The new manager has been sales- 


man and later sales manager of the 


: : desk-top machine division of the com 
Kuve ry Steneil 


INTERLEAVED 
WITH , Office Furniture, Inc. 
CARBON CUSHION Appoints Sales Manager 


pany 


FRANK N. HEINLY has been named 
sales manager of Office Furniture, 
Inc., Washington, D.C. He was for- 
merly associated with Charles G. 


efter because f 


© EASIER TO TYPE ON Stott & Co., Inc., in sales and as store 
e EASIER TO READ Sa 


Named Sales Manager 


R. Everett SMITH has been ap 
pointed sales manager of the In 
dependent Supply Co., 245 E. Long 

eeeeeeeeeeee ~ 1 . 
St., Columbus, Ohio, according to S. 
NEAL HALLOCK, president of the 
office furniture company. 

Smith’s background included form- 


YOUR OWN PRIVATE LABEL BRAND 
of duplicator stencils 


with orders of as little as 100 quires 
ing a wholesale auto parts company 


© Full line of stencils — all types — and twelve years with the local Ohio 
fit all machines State Journal in the advertising and 
© Really low prices business office 

Write or call for details of this 


complete, profit making set-up 


Skyline Elects Board Member 


dete hhh hhh) 
SSSHSESEHSSETHSESESEEESOSEEESEEEEe* 


I. J. WAGNER has been elected a 
member of the board of directors of 


REPEAT.O-TYPE STENCIL MFG. COC i the Skyline Office Supply Co., 21 W 
133 Coffey Street, Brooklyn 31, N.Y for special set-up Broadway, Salt Lake City, Utah. 
oe Representatives Wagner is head of the Wagner Bag 


Some territories ae : - 
still open Division of the St. Regis Paper Co. 
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BORROUGHS 
“BIG 3” 


BIG SALES and BIG PROFITS for YOU! 


YOU couldn’t pick a better line-up of high-scoring cabinets than the “Big 3” by 
Borroughs — a name the nation recognizes as tops in all-round cabinet value. With 
Borroughs’ “Big 3” line . . . open-face . . . swinging-door . . . sliding-door .. . you can 
make every cabinet prospect a satisfied customer because Borroughs has the answer 
to every cabinet need. Get Borroughs’ illustrated price list — you'll get a world of 
convincing facts! 














open-face 

A size for every purpose. Heights 

29”, 42”, 78”, 84”— depths 12”, 

18”— width 36”. Sliding shelves 

adjustable without nuts or bolts 

— %,” adjustment on 29” and 

42” units — 114” adjustment on S 

78” and 84” models. Choice of 5 i. , sliding-door 


modern colors. 
Borroughs’ newest designs — 


Mt 111 TT styled by Dietrich. Heights 29”, 
42”, 78”—depths 12”, 18”— 

width 36”. The 78” model has 
steel sliding doors—29” and 42” 
units have steel or glass sliding 
doors. Long, vertical, anodized 
aluminum door pulls slide doors 
smoothly and quietly with finger- 
tip ease. 








& & 
swinging-door 
Borroughs’ famous “Cyclops” 
line. Heights 42”, 78”— | 
depths 18”, 24”—width 36”. | 
Single central handle with | 



































Yale & Towne built-in lock. 
Doors have 3-point latching 
and swing completely open. wardrobe storage combination 

The 78” model is available 

in 3 different styles as pic- 

tured at the right. Shelves fe} a -fehifcy, | & MANUFACTURING COMPANY 
adjustable without bolting. OF KALAMAZOO 

All Borroughs cabinets A SUBSIDIA 

finished with electrostati- TH BURDICK 

cally baked-on enamel. 
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Ih office chairs, 


look for 











HARDWARE BY BASSICK 


...world’s largest manufacturer of casters and 


TORSION BAR 


“Flo-Tork” tilt mechanism! 


| 


Hooded office-chair caster. 


THE 

BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 


office chair tilt mechanisms 


Whether you’re looking for comfort, appearance, 
floor protection, or longest possible life for office 
chairs, here are two ways hardware by Bassick — 
world’s largest maker of casters and office chair tilt 
mechanisms — can help you get it. 


““Flo-Tork’’ chair control. Here’s an outstanding 
Bassick contribution to office chair styling. Bassick 
“Flo-Tork” tilt-chair mechanism does away with 
unsightly coil springs beneath the chair seat, gives 
chair a trim, functional silhouette. It’s smoother- 
acting, more comfortable, too, and easy to adjust 
for your weight while sitting upright and naturally 
in the chair. 


Non-marking office chair casters. Floors are 
cleaner, and easier to keep clean, when your office 
chairs and furniture move on Bassick casters. They 
are easy rolling and easy swiveling, and stay quiet 
for the life of the chair. 


These are just two samples of Bassick’s broad line 
of casters, tilt-chair mechanisms, glides, rests and 
floor-protectors for office chairs, furniture and 
equipment. Point out the “Bassicks” to your cus- 
tomers They may be the extra features that clinch 
the sale. 








SWE EXkyTe"4| 2 


Excellence A DIVISION OF ~ 

















STEWART-WARNER CORPORATION 








WOFI Offers Layout Kit 


A compact office layout kit de- 
signed especially for the inexperi- 
enced planner has been announced by 
the Wood Office Furniture Institute. 

The kit consists of die-cut, walnut 
grained templates of all regular office 
furniture items, that require no scis- 
sors or paste, layout paper and pres- 
sure sensitive tape, all of which are 
scaled at one-quarter inch to the foot. 

In addition to step-by-step instruc- 
tions, a 32-page “Office Planning and 
Layout” manual is included. 

The kit costs $4.95 and may be 
ordered by writing to WOFI, 1414 
Eye St., N. W., Washington 5, D. C 


Opens New Office 


Smith and Schaeffer, Inc., of Cin- 
cinnati, Ohio, has opened a branch 
office in the Hanna Building, Cleve- 
land. W. J. BRUNER has been named 
manager. 

The specializes in 
planning and contracting of institu- 


company the 


tional furniture. 


English Dealer Issues Catalog 


D. Matthews & Son, Ltd., of Liver- 
pool, England, has issued a new cata- 
log illustrating all the items stocked, 
“from a paper clip to a complete of- 
nce. 

This the 


twenty-fifth edition of the company’s 


most recent issue is 


catalog since its inauguration in 1946. 


Kressin Named Sales Director 


The Manhattan Office Equipment 
Co., 1101 Seventh St., Washington, 
D. C., has named Louis C. KREssIN 
sales and promotion director of the 
firm. 

Kressin is also an officer of Mart 
Liquors Ltd., and a director of Ames 
Investment Co. 
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introduces America’s most 
UCCESS: ction desk calendar 
ry we WRITING SPACE 


Me MINIMUM 
DESK SPACE 


No. 21—A combination memoran- 
dum pad and appointment Calendar. 
Combines all features of other fine 
SUCCESS Calendars, plus far more 


eee ee PRICE: $325 
A new King-Size SUCCESS Desk Calendar designed to meet the 
demand for a larger book style Calendar... provides the maximum 
writing space required by many busy executives and office 
personnel, yet takes up the least possible desk space. Really two 
Calendars in one. Each Page has more usable* 
writing space than the standard 5 x 8 Calendar. 


“Below the arches on the arch type... below the printing on the flat type. cree 
| think | 
CALENDARS 


COLUMBIAN Aa WORKS, INC. 


2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 





When you 


WRITE FOR NEW CATALOG © 





Eagle Pencil Co. Offers Handwriting Analysis traveling the country for Eagle doing on-the-spot hand- 
writing analysis in leading stationery stores. She has al 


Free handwriting analysis by ready appeared in such stores as Goldsmith Bros. in 
world-famous graphologist Doro New York, Ivan Allen in Atlanta, and Horder’s in 
THY SARA is being offered by the Chicago, giving personal handwriting analysis to over 
Eagle Pencil Co to every pur- one hundred customers a day. 
chaser of Eagle Mirado, Verithin 
and Stickpen. The advertising 
campaign now running in eight RoBERT T. BALL, president of the Ball Office Sup- 
consumer magazines offers hand ply, Inc., Jackson, Mich., announced that WAYNE SAPP 


Ball Office Supply Names Manager 


Siceidie tiie writing analysis by mail to every is now associated with the firm and has been appointed 
a reader who sends in a coupon as manager of the local store at 122 E. Michigan. W1:- 


well as a boxtop from any one of these products LIAM GLANCE will continue as vice-president in charge 
In addition to the above advertising, Miss Sara is of sales 


Personnel Changes Announced 
By Des Moines Stationery Co. 


No other filing cabinet 
contains all the gp 
advantages of Be ycurnems | 


™ gita.a 
Earl Collins H. J. Bogatto 


© GANG LOCK FRANK ZELLER, president of the 
Des Moines Stationery Co., 507-11 


(bi MN iH mr © RETRACTABLE Locust, Des Moines, Iowa, has an- 
Aid Te POSTING SHELF nounced that he and Mrs. ZELLER 
. have arranged for the sale of their 


‘Ne : © FIVE DIVIDERS interests to CARL E. CoLLINs and 
| 30G. ; 1S ing d- 

PER SHELF H. J. Bocarro. Collins is being ad 

vanced to vice-president and Bogatto 


e RETRACTABLE to vice-president and director. Zeller 


will continue as president and Mrs 


DOORS Zeller 


© GLIDING DOOR company, operating in an advisory 
EQUALIZERS 


as secretary-treasurer of the 


Capacity 
Zeller has also announced the resig- 
nation of WILLIAM M. ANDERSON, 
* DOUBLE-WALL for many years the store manager and 
END PANELS buyer for the stationery department. 
FOR ADDED 


DURABILITY 
Transo Envelope 
Moves to New Quarters 


; >Y Saves up to The Transo Envelope Co. has 
7 moved into new, improved Philadel- 

af ° : . . + 
60% in floor space phia quarters in the Commercial Trust 

Building 

You may order all or a combination of these features in units of 5, 6, 7 or 8 tiers The company’s Philadelphia opera- 
(also available in three tier Counter Height); many of the components, such as doors and tion started in 1909. A major expan- 
door equalizers, may be added as you wish. You enjoy all of these benefits sion took place in 1958 with the 


only in Conserv-a-File—protected with Bonderite corrosion-resistant finish. purchase of the Philadelphia Envelope 


Division of Wolf Bros. 


SUPREME STEEL EQUIPMENT CORP Originators of Conserv-a-matic Transo’s overall structure includes 
° the outstanding motorized major plants in Chicago, Jersey City, 


50th St. & Second Avenue — Brooklyn 32, N. Y a and Glendale, Calif. 


86 OA—5 /61 





Business Forms Dealers... 


Get EXTRA Profits with 
this new AMRECO 
Profit-Bonus Plan. 








Want to make business form sales 
faster ... easier... with greater profit? 

The AMRECO Profit-Bonus Plan is 
doing just that for dealers everywhere. 
It can be a “spring tonic” to your sales 
activity as well. 

The new AMRECO incentive pro- 
gram rewards you or your salesmen for 
all new business placed with AMRECO 
on register, snap-apart and tabulating 
forms. In fact, AMRECO will give you 
bonus credits on new orders for any 
type of form. 

Regular, liberal discounts still apply. 
Recognized quality of AMRECO forms 
is backed by personal service from a 
convenient producing plant. 

For complete information on the 
AMRECO sales incentive program and 
how you can use it to your own profit, 
fill out and mail the coupon today. 







































































cacreav owen  AMRECO BUSINESS FORMS 


P.O. Box 37 Plants in Boston, Dayton, Detroit, Houston, Kansas City, 
Baston 27, Mass. Los Angeles, Philadelphia. 


CENTRAL DIVISION Sure, I'm interested in profits —(] Send me the AMRECO 
P.O. Box 5335 Profit-Bonus Plan [] Send the AMRECO Cata-List 

Seven Oaks Station 

Detroit 35, Mich. NAME ‘ TITLE 


WESTERN DIVISION 
P.O. Box 58341 COMPANY 


Los Angeles 58, Calif. 
STREET 


TOWN 
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When you purchase Folding Chairs . . . 


Insist on these 10 Important 
Structural Features 





1 EXTRA DEEP BACKREST—8!/,” high provides 
more form-fitting back support than most 
competitive chairs — Deep drawn, it 

features fully curled bottom edge for 

added strength and occupant safety. 





2 SAVES WALLS because when 
feet are against wall, the 
backrest remains well away 

and safeguards wali from rub 
marks and costly maintenance. 








3 THREE FRAME CROSS-BRACES 
— two on rear legs and one 

on front legs insure superior 
frame stability and rigidity 

for longer chair life. 





4 SEAT FOLDS WITHIN 
FRAME to double frame 
thickness for flat ” 
stacking—more chairs ( 
to storage area. 





5 SEAT BRIDGE AND FULLY 
CURLED EDGE on apron 

of seat add over-all seat 
strength and safety—No 
sharp edges to tear clothing. 





G RESISTANCE WELDED 
FRAME similar to that 
used on automobile 


frames insures greatest ~° = 2 
strength and rigidity. = 


'7 SUPER DYLAN 9 BUILT-UP VERTICAL 
FEET — long wearing FRAME STRENGTHENERS 
molded feet are non- provide rigid bearing 
marring and provide t points for seat pivot rivets 








firm floor contact. — add to overall strength. 





8 ELECTROSTATICALLY 10 TEN YEAR GUARAN- 
APPLIED FINISHES in TEE against structural 
Standard enamel or Metallic failures is your assurance 
colors ... free from runs of the best investment in 
and soft spots. folding seating, by far! 








These Important 

BE SURE you get what you KRUEGER Features 
think you're getting! Cost No More 

To the casual observer, most fold- 
ing chairs look alike. But what a : : 
difference there is upon closer Priced Chairs of 
examination! Study the Krueger Inferior Quality. 
901-E features above and you will 
readily see why they last longer 
under hardest usage. 


WRITE for complete line catalog. “ 


EERO) a Girike 


METAL PRODUCTS *® GREEN BAY* WISCONSIN 


than Competitively 


Mien on the Move 


Jim BRADLEY, JR., has been ap 
pointed by the Higgins Ink Co., 
Inc . to cover the Midwestern ter- 
ritory. He succeeds his father, Jim 
BRADLEY, SR., who died recently 
Bradley, Jr., prior to his new 
appointment, was a sales represent- 
ative for the Charles Bruning Co 
for the past four years. Before that as Ghendiin. Se 
he worked for Bell & Howell 


Apsco Products, Inc., has an 
nounced the appointment of C. H 
SHETTLESWORTH as representative 
in the Mid-West and North Cen 
tral States, effective immediately 

Shettlesworth started his 20-year 

ureer in the stationery field with 
S. C. Toof & Co. in Memphis 
Tenn. During the past 14 years,he ¢ St Siatiinead 


has been engaged in the stationery 


business in Texas in both wholesale and retail operations 


The Port Huron Sulphite & 
Paper Co. has announced the ap 
pointment of THOMAS J. FERRARA 
is Sales representative of the car 
bon products division. 

He will cover Massachusetts, 
Rhode Island, Connecticut and the 
Metropolitan New York area for 
me-time carbon paper and Copy- Se 
sette, the company’s manifold 
carbon paper set. 

Ferrara has spent ten years in the printing and paper 

ndustries. He will work from the eastern sales office at 


10 Wilsey Sq., Ridgewood, N I. J 


EDWARD L. Howarp, president of the National Fi- 
berstock Corp. and the Bert M. Morris Co., has an 
nounced the appointment of new sales and service rep 
resentatives. 

Ep BrACH will serve the New York City area and 
W. T. WILKERSON will represent Fiberstock in Mis 
sourt, Minnesota, Iowa, Nebraska and South Dakota. 

Dick KIRKPATRICK of Los Angeles, GEORGE SHAW 
of San Francisco, JOHN W. Burns of Seattle and R. L 
SMITH, JR. of Littleton, Colo., have been named sales 
representatives in the West. 

Kirkpatrick will cover Southern California and Arizo- 

Shaw, Northern California and Northern Nevada: 
Burns, Washington, Oregon, Montana and Idaho; and 
Smith, Colorado, Utah, Wyoming and New Mexico. 

CHARLES DANIELS, newly-appointed salesman, will 
represent Morris Co. Desk-Top products along with 
Fiberstock’s line of fiber envelopes and expanding files 
in the New England States, Eastern Pennsylvania, Mary- 
land, Delaware, West Virginia and Washington, D.¢ 

RALPH GRAHAM will service Virginia, Alabama, Ten- 
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AT THE 
REMINGTON 
‘LIFE TEST” 
LAB! 





How this “thermometer” keeps Remington 
machines healthy (and customers happy 


. ju are watching a temperature re- cord the motor’s temperature, at the adding machine must meet them. In 
n adding mat s motor coils . where it’s hottest. no less than 3 different stages. 1) In 
Normally, yes. But this is Rather than shoot for an acceptable dividual components. 2) Hand-as- 
Test” Lab. And temperature at an acceptable cycle sembled model. 3) Production model. 
t speed—the Lab doubles the speed and The standards make life harder for 
ik test. Ro- still demands a cooler motor. us. But easier for you. And for your 
bot fingers punch away at the adding If the temperature hits the “Life customers, too. 
machine. Enter and index. Enter and Test” maximum a good motor’s 
index. Hour after hou not good enough for Remington. Office Machines Division 
As the machine cycles away, our The “Life Test’”’ Lab sets the stand- e 
curious instruments measure and re- ards, and every part of a Remington Remington PRand. 


DIVISION OF SPERRY RAND CORPORATION 





For greater adding machine profits, the man to see is from Remington. Contact your nearest office or write Remington Rand, Dept. 051-0A, 315 Park Ave. South, N. Y. 10, N. Y. 


NEW INKS 


for new surfaces 


the new age of 
MYLAR, ACETATE AND VINYL 


drafting surfaces has created a need for new 
types of drawing inks. If your customers have 
ever tried to ‘‘move over’ from standard ab- 
sorbent tracing cloth to a plastic drafting sur- 
face, they know how different it is. 


Higgins has met this problem 
with two new India inks 
designed specifically for plastic 
and water- repellent 

drafting surfaces: 


HIGGINS WATERPROOF 
PLASTICS BLACK (Blue carton) 


AND HIGGINS NON-WATERPROOF 
BLACK (Red carton) 


Both inks have the built-in surface tension 
and capillarity to flow freely and maintain 
definition of form when used with any 
drafting instrument. This includes letter- 
ing instruments and technical fountain 
pens. Cash in. Stock both 


The International Standard of Excellence 


HIGGINS iné co. inc 


BROOKLYN. NEW YORA 


Men on the Move . continued 
nessee and Mississippi. North and South Carolina will 
be covered by Jim YOUNG, HERB MOHBAT will repre- 
sent Morris in Michigan, Ohio, Indiana, Kentucky and 
Chicago; and Bit SAGENDORF in Texas, Oklahoma, 
Louisiana and Arkansas. 


The appointment of WILLIAM 
PERSHING Most as manager of ad- 
vertising and sales promotion for 
the Remington Portable Typewrit- 
er Division of the Sperry Rand 
Corp. was announced by STERLING 
J. HILts, division marketing man 
ager 

Most previously held the same 
position at the Remington Office 
Machines Division and prior to that served as an ac- 
count executive with Cunningham & Walsh advertising 


William Most 


agency 


The Peerless Steel Equipment 
Co. has announced the assignment 
of JOHN F. SCHORK to its Chicago 
sales office at 36 S. Wabash Ave 

Schork has been associated with 
the company for the past 12 years 
as the Ohio Valley sales represent Hee 
ative ’ SAR 

John Schork 

The Ohio Chair Co. has announced the appointment 
of Davip R. SEEBER as its new western division man- 
ager 

Seeber will represent the company in all of the west- 
ern states and will headquarters in Los Angeles, Calif. 


Electronics Business Machines, Inc., of Cleveland, 
Ohio, has announced two new appointments. 

ROGER E. Lovejoy has been named sales manager, 
visual education products and systems, and ROBERT A. 
Buss was appointed public relations manager 


A. L. FARMER has been ap- 
pointed product development man 
ager of the pencil sales division of 
the Joseph Dixon Crucible Co 

He has held executive posts with 
the P. Lorillard Co., Standard 
Brands, Armour & Co. and _ th 
Mead ( orp 


A. L. Farmer 


Photek, Inc., 
the office copying materials and equipment field, has 


recently formed Textron subsidiary in 


named new regional sales managers who will be respon- 
sible for the selection and servicing of retail dealers. 
EARL C. BuRGEN has been named sales manager of 
the South Central region which comprises the states of 
Kansas, Missouri, Oklahoma and Arkansas 
The East Central region will be covered by THOMAS 


OA-5 /61 





Men on the Move ... continued 


J. CAMPBELL. He will serve Ohio, Kentucky and West 
Virginia. 

GEOFFREY G. GREGORY has been appointed Texas 
regional sales manager. He will be responsible for the 
entire state of Texas. 

The Eastern Region, consisting of the states of New 
Jersey, Delaware and part of Pennsylvania, will be cov- 
ered by JAMES J. GEORGE. 

JOHN REBURN has been named North Central re- 
gional sales manager. He will represent the company in 
Minnesota, Wisconsin, Iowa and Nebraska. 

The Great Lakes Region, Indiana, Michigan and IIli- 
nois, will be serviced by JOHN R. EvANs. 

ERNEST A. ORAND, JR. has been assigned to the 
Southern Region which consists of Tennessee, Missis- 
sippi, Alabama and Louisiana. 

EpWArD-F. BENSON has been named regional sales 
manager for Upstate New York and Pennsylvania. 


To provide greater service to 
stationery dealers in the western 
sales division, ROBERT LAUTER- 
JUNG has been assigned the states 
of Nevada and Arizona, according 
to RALPH TRUAX, general sales 
manager for the Quality Park En- 
velope Co. 

Lauterjung, who has been with 
the company since 1956, will con- 
tinue to service the entire state of California and will 
headquarter at the Los Angeles office and warehouse, 
837 Traction Ave 


Robert Lauterjung 


L. F. Titty, general sales manager of Lyon Metal 
Products, Inc., has announced the following personnel 
promotions in the field selling organization: 

E. E. Jones, formerly district manager at Cincinnati, 
has been promoted to Chicago as district manager 


E. E. Jones 


T. V. Loran, Jr. R. F. Ziegler 


ALBERT WEINBERG has been named Cincinnati dis- 
trict manager. He was formerly Cleveland district man- 
ager. 

R. F. ZIFGLER was named Cleveland district manager 
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Sell comfort and efficiency 
to executives ... sell 


SENG ACTION CONTROLS 


Remind your customers that the office chair is 
by far the most important seat in an executive's 
life. His comfort, and therefore his efficiency. 
will be greatly increased in a posture chair with 
a Seng Action Control. 

The Seng Syncro-Tilt chair fixture permits 
back and seat to be adjusted independently for 
height. There is an in-and-out adjustment for 


positioning the back, and back and seat synchro- 


nize smoothly when tilted to recline. Position 
and tension controls are easily adjusted. Life- 
time Nylon bushings and bearings assure smooth. 
silent operation. 

Ask your manufac- 
turers to provide you 
with Seng-Equipt of- 
fice and _ secretarial 
chairs that create sat- 
isfied customers. 


Seng Syncro-Tilt Control 


THE 


SSENG 


COMPANY crore 1450 0. veyen 5, chicoge 22 
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COUNTER-HEIGHT 
Roller Shelves 


4 
g7tit 
TITTE 


ti 


Phd 


i 


4 


id 


EL 
WELLLLL 


ff 


aati 


Roller-shelf cases fill an important 


need in county and municipal buildings. 


Roller-shelf cases are just part of the WATSON Line — 


the Complete COUNTER-HEIGHT LINE 


Unlimited combinations can include: 


letter files check files 


cap files box drawers 


document files cash drawers 


card index files 


bill files 


cupboards 


open shelf cases 


and 2812” depth Underwriters Class “C” or D” label insulated files. 


Snap-on Counter front panels or Custom-built Counter fronts 
— Continuous linoleum tops — recessed toe space bases. 
— all in the WATSON Counter Height Line 


Write for Catalog “AB” to Dept. OA-5 


WATSON MANUFACTURING CO,, Inc., Jamestown, N.Y. | Beaudet ems 


Cnt JAMESTOWN 
Symes a 


Ss 


— Since 1887 — 
WATSON Stock Lines include Upright Files, Horizontal Units, Hiline Document 
Files and Roller-Shelf cases, and Bank Counter Equipment. 


WATSON can also fill your SPECIAL jobs and custom-fabricated installations. 
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The RAPHAEL electric typewriter with poly- 
ethylene carbon ribbon introduces a new, easy-to- 
use kind of variable letter spacing. And when cor- 
respondence is typed on the RAPHAEBL, the im- 
portance of the message is emphasized, the prestige 
of the sender’s company is enhanced and his high 


regard for the recipient is made clear. 


The RAPHAEL is part of the uniquely complete 
Underwood line of electric, manual and portable 
typewriters, adding machines, calculating ma- 


chines, accounting machines and data-processing 


equipment. Every Underwood machine has exclu- 


sive, sales-making advantages. 


Territories in many desirable locations are still 
available. For full information, write or wire to 
Director of Sales Agents, Underwood Corporation, 
One Park Avenue, New York 16, New York. 





Men on the Move 


and THOMAS V. LORAN, JR. was promoted to assistant 
manager, Chicago district 


Facit, Inc., has announced the addition of 10 new 
men to the company’s sales organization. 

JOHN POLEK, formerly in the advertising and sales 
promotion department of the Anaconda Co., has been 
made assistant to the general sales manager in New 
York 

OscAR SHOENFELD has been appointed manager of 


> 


the newly created Facit Ty pewriter Division for the 3 


Don’t break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 |b. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 


% bea 
as well. ; a. 
SAVE FLOOR SPACE—Prontos are constructed to | > 


interlock into solid units and stack as high as George Sweeney Irving Sachar 
the ceiling. 


John Polek 


%. 


i 
od 
Mex 


eastern states, with headquarters in New York. GEORGE 
SWEENEY will head this division in the 11 western 


states, working out of the San Francisco office 

IRVING SACHAR, active for a number of years in the 
sales and sales training end of the accounting machine 
field, will specialize in the sales and promotion of the 
company’s Odhner 10-key accounting machine and will 
headquarter in New York 

The company has opened a new sales and service of 


fice at 2322 W. 7th St., Los Angeles, Calif. JoHN Gat- 


PIN was placed in charge 
VINCIL ROBISON and fOHN H. LILEs have been 
added to the sales staff of the midwest office in Evans- 


ton, Ill 
REINO ALLEN, Dick HORNBy and JAMES DRONEY 


¥ oe 4g 


ae 
Pt, 


e ee, 


rat SEIN) 2 


apr 
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have been assigned specific sales territories in the Mid 
Legal Size $4.70 dle Atlantic and New England states 


PAUL M. AUXTER has been named Cleveland branch 
Letter Size $3.90 ‘ 
manager for Pitney-Bowes, Inc. He was formerly man 


iger of the company’s Grand Rapids, Mich., branch 


COLEMAN R. CHAMBERLIN, president of Cel-U-Dex 

Prices slightly higher | Corp., has announced the appointment of three new 
in Texas, Colorado, , a fe . 
cneih of Gn Haahins wnt sales representatives. They are: EDWARD G. BEACH 
outside the U.S.A. Check Size $2.65 Piermont Ave., Piermont, N. Y. for New York City, 
Long Island, New Jersey, Philadelphia and New York 

PRONTO FILE CORPORATION State south of Newburgh: Ep WuiIrLow, Continental 


415 MADISON AVENUE, NEW YORK 17, N. Y. of Dallas, 1807 Levee Street, Dallas 7, Tex., Louisiana 
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Makers of the world famous 

patented ‘““STA-CLEAN” metallic 

protective-coated master units 
U.S. Pat. 2.671.734 


What makes a company a leader in its field? We submit 


that these are the criteria: 


* Quality. Does the company rigidly monitor production so 
that every order shipped is of the highest standard? 

* Service. Does the company take pride in acknowledging 
orders promptly and in meeting promised delivery dates? 

° Research. Most important, perhaps, does the company con- 


duct a vigorous and extensive research program? 


The company that is able to answer “tyes” to these ques- 


tions is the leader in any field. 


In the field of spirit carbon papers and master units, we 


firmly believe the leader is Rose. 


Beye: Ke 


Adoiph Rose, President 

ROSE RIBBON & CARBON MFG. CO., INC. 
Harrison, New Jersey, U.S.A. 

A subsidiary of Bemis Bro. Bag Co. 


Specializing in Master Units 


Spirit & Hectograph Carbon Papers 
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AV #ite. 


One of All-Rite’s 
pens for every 
purpose ... 


OFFICE-RITER 


61%” long desk model: Without cap and clip. 


Hexagonal barrel prevents rolling 
Four ink colors: Biue, red, gréen, black 
(Barrel color denotes ink color 


#52: Medium Line Pen — 29¢ ea. 
#522: Extra Fine Line Pen — 39¢ ea. 
Compact 1 Dozen Boxes 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 


Men on the Move ... continued 


Arkansas, and Oklahoma; and THoMas T. Moses, 425 
Brighten Rd., Tonawanda, N. Y. for New York State 
orth of and including Newburgh, and Pennsylvania 
xcept Philadelphia 


W. E_tis HAFKE has been named district manager ot 
lata processing sales for the Royal McBee Corp. in the 
Dayton, Ohio area. He replaces ALEX J. BODARY wh 
was transferred to Detroit as district manager. 

Before coming to the Dayton office, Hafke was dis 
trict manager in Saginaw, Mich 


JOHN A. BarBeR_ has_ been 
named field representative and will 
assist in dealer sales for the Ohio 
Chair Co. He has been associated 
with Ohio Chair for the past two 
years, and was promoted to the 
new post as part of Ohio Chair's 
stepped-up sales program and in 


creased activity in dealer relations 1. A. Basher 


JoHN T. WILSON, JR., 20 
Hoover Road, Hingham, Mass.., 
long connected with the Esterbrook 
Pen Co., has announced plans to 
go into business for himself as 
manufacturers representative in 
the six New England states. He is 
seeking other lines to add to his 
yresent representation of stein ak tain 
ees and Cooks’, Inc., with an ob Bs ee ae 
jective of selling items wanted by both retail and whole- 
sale stationers and college bookstores. Wilson was an 
officer in the New England Travelers Club for thr 


ars before becoming club president in 1953 


W. Busk, president of Ezyindex Products 
13 Northern Blvd., Flushing, N.Y. has 
nounced the appointment of ROBERT A. GOODING as 
tional sales and promotion manager. For over eight 
irs, Gooding served as sales manager for Regen 


rmograph« rs 


GEORGE HALEY has joined sales department ot 
Ennis Business Forms, Inc., Chatham, Va 

Entering his new assignment as sales correspondent, 
Haley will do dealer liaison work with Ennis dealers in 
Virginia, West Virginia, Ohio, Michigan, Kentucky, 


North Carolina, South Carolina and Washington, D. C. 


H. R. “Bos” HOUGHTON has joined the staff of Ed 
Freeman Associates, manufacturers representatives in 
Rochester, N. Y. He will cover eastern New York and 
eastern Pennsylvania 

Before joining the company, he was with the Harter 
Corp. as district manager in the northeast. 
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If you go to school, or 
would like to give a present 
to somebody who does, 


a” a a a” a” oe cae a ee 
§ Gacoet § G5 § a + ee ee hes + i— o> o 


Se a —— 
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ENTITLES YOU TO 


10.00 


towards a new Royal Futura 
800 Portable Typewriter 
during the month of May or June. 
You must present this 
Certificate to Dealer 
to participate in this offer. 
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HOW LONG SINCE YOU'VE SEEN A TEN BUCK GIVE-AWAY? 


This ten dollar certificate on a brand new Royal 
Futura" is going into the hands of 6,700,000 
LIFE Magazine families in the May 12 issue. 
It is going there to give every Royal Futura 
Dealer extra business at no loss in profit— 
under Royal’s special profit plan and inventory 
protection policy. It is backed up by a great 
big, colorful sales promotion, store window, 
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and point-of-sale kit. This special offer on 
the popular top-of-the-line Futura is one more 
example of Royal’s constant effort to keep 
people coming into your stores for Royal 
products. Start displaying your Royal Futuras 
right about now—and you'll be ready to 


redeem the maximum number of GYAL 


these salesworthy certificates. 
97 





Ball Elected Head of The two new directors are ALFONS LANDA, board 
General Fireproofi chairman and chief executive officer of Fairbanks, 


Morse & Co., and chairman of the executive commit- 

The General Fireproofing Co. in tee, Fairbanks Whitney Corp.; and FLETCHER Gop- 
recent annual meeting elected a FREY, president of Arrowhead Petroleum Corp. 
new president, board chairman and 
two directors. 

EpwarD A. PURNELL, president 
since 1955, was elected chairman The National Cash Register Co. has purchased a 
of the board to succeed WALTER seven-acre tract of land in the Great Southwest Indus- 
BENDER, who remains a director. trial District of Grand Prairie, Tex. as the site for a 

ALFRED J. BALL, first vice-pres- new plant to produce electric ledger cards and other 


National Cash Register Buys Plant Site 


Alfred J. Ball ident since 1955, was named pres- business forms. 
ident and chief executive officer to succeed Purnell. All The new plant will contain 50,000 square feet of 
other officers were re-elected. floor space, it has been announced. 


District 8 Plans Last 
and Best Convention 


The committees appointed to ar- 
range the final convention for the 8th 
District NSOEA met at the Elms 
Hotel, in Excelsior Springs, Mo., 
March 10 and 11 in response to a call 
by Governor R. R. BRICKER. Several 
members arrived early Friday and en 
joyed a round of golf before the as- 
sembly in the afternoon. 

During the afternoon and evening, 
individual committees met to work 


IN VIRCO FURNITURE THAT'S 
BUILT FOR LASTING COMFORT 


Puzzled by price—in a quandary over quality? Virco chairs and desks for office or 
home are budget priced and built to last. Check the quality construction features of 
this beautiful office furniture! 


@2ee¢ @ 


MATCHING #7795 DESK AND #258 CHAIR 


This handsome welded tubular steel frame 
desk is available with Vircolite wood 
grain finish tops in two sizes: 18” x 33” 
and 20” x 40”. Choice of Oriental Wal- 
nut top with bronze-brown frame or 
Platinum Walnut top with suntan frame. 
Plus feature: excellent for use with busi- 
ness machines. Companion chair is up- 
holstered in quality vinyl plastic with 
urethane foam cushion. 


out details of their particular activi- 
ties. After dinner, business gave way 
to social pleasures and renewal of 
friendships. 

District 8 customarily has two pre- 


& 
e 
& 
. 
FY 
& 
¥ 
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plan meetings before each annual 
convention. Since this will be the 
last convention and since this was the 
final pre-plan meeting, there was a 
slight undercurrent of sadness but the 
facilities and hospitality of the hotel 
provided a pleasant atmosphere for 
the meetings. 

Saturday morning Governor Brick- 
er of Bricker Business Egpt., Nor 
folk, Neb.; Travelers’ President Jim- 
My O'BRIEN, of Boorum & Pease, 
Tulsa; General Chairmen W. ( 
BUCKNER, of Springfield Office Sup- 
ply, Springfield, Mo. and J. HERBER1 

ee JOHNSON, of Wilson Jones, Kansas 
FREE/ Fa, al: City, called the general session to 


order 


ALL-METAL #127 FOLDING CHAIR 


This chair has countless office uses, features tubular 
steel construction with three fusion-welded braces. 
Steel reinforcement in front legs at seat pivot point 
and under forward edge of seat. Metal-capped legs 
with durable rubber crutch tips 


eéee¢ee¢ee?e¢e#e @ @ © 


5 


> | 


Write today to: 
Committees reported details of 


, their plans, which were discussed in 
Vi RCO MFG. CORPORATION ; detail. Under the skilled hand of the 
Dept. T-5, P. O. Box 44846, Station H : Governor all details were worked out 
Los Angeles, California and the program adopted in an effi 
Plants also in Arkansas and Pennsylvania. , cient manner. 

All Past Governors and all Past 
Presidents of the Midwest Travelers 
Club will be honored at the conven- 
tion and a special effort will be made 


to see that all of them attend 


i 
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Fifty Years With Joseph Dixon 


Howard Mayer (right) 
tendent of the Joseph Dixon Crucible 


superin- 


Co.'s pencil factory, receives a com- 
memorative scroll from Frank G. At- 


kinson, company president, in recog- 


5 


nition of his fiftieth year with the 
firm. Looking on is Mrs. Mayer, dur- 
ing the presentation dinner held re- 
cently 

Mayer joined the company in 1911, 
introduced the Ti- 


conderoga pencil and Dixon estimates 


one year after it 


that than two billion Ticonder- 


ogas have been produced under his 


more 


supe rvision 


Boulder Firm Changes Hands 


Mr. & Mrs. JACK F. LATOoRRA 
have sold their LaTorra Typewriter 
& Office Supply Store at 2047 Broad- 
way, Boulder, Colo., to Mr. & Mrs 
EvAN B Falls, $.D 


The new owner has had more than 37 


EVANS of Sioux 


years of sales and sales management 


experience 


Celebrate Golden Anniversary 


Goldblatt 
fiftieth an- 


Mr. and Mrs. Robert ( 
recently celebrated their 
niversary tured above at 
the party held in their honor 


Goldblatt is 


They are pu 


Star 
and has 


owner of the 
Chicago, IIl., 
been selling typewriters for as long as 
nifty 


Typewriter = 


he has been married years 
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Manufacturers, Executives 
Honored By WSA 


Three citations for ‘Outstanding 
WSA Manufacturing Awards’ 
made at the annual convention March 
16 of the School, Art and Stationery 
Supplies Division of Wholesale Sta- 


were 


Terrace 
Hotel in 


tioners Association in the 
Room of the New Yorker 
New York City 

Bronze plaques were presented to 
representatives of the C-Thru Ruler 
Co., Acme Shear Co. and C. Howard 
Hunt Pen Co 

Another 


feature of the evening 


her for you 


was the presentation of three certif- 
“Outstanding 


Executives 


known as_ the 
Sales 


rcates 
Manufacturers’ 
Award.’ 
Recipients of these certificates were: 
ROBERT WIERINGA, Paper Mate Co. 
AL Krause, Eureka Specialty Print- 
ing Co. 
Jor D. Hace, manufacturers’ rep- 
resentative. 
Pakistan Firm Wants Catalogs 


Associated Business Corp., Post Of- 
fice Box No. 7320, Karachi No. 3, 
Pakistan, is seeking contact with U.S 
manufacturers. 


Ss 


— 


Yesterday! a 


This secretary recently saw an Arrow ad 


~ 
No. 210 
Standard Stapler 


$5.95 
Chrome $6.95 


in the Saturday Evening Post. Today, she 
is at her local stationer purchasing an 
Arrow No. 210 De Luxe Standard Stapler 
for her office. 


She is typical of the buying influence 
Arrow exerts on millions of stapling ma- 
chine users in every walk of life, through 
consistent National Advertising. 


Standard Stapler 
$4.25 


Are you one of the many stationers who 
are cashing in on Arrow consumer ac- 
ceptance in office, home and industry? 
You can be when you stock Arrow’s well- 
rounded line of staplers, pliers and tackers, 


SOLD ONLY THROUGH THE TRADE — 
NEVER DIRECT TO CONSUMER 


Plier Type Stapler 
$6.50 


Over 30 different ARROW models 


for your customers to choose from 
. . « all designed to bring you 
fabulous REPEAT STAPLE BUSINESS! 


ARROW FRSTENER COMPANY. /NC. 


Y 


oa 


x 
ONE JUNIUS STREET + BROOKLYN 12, N.Y. SS 


“Pioneers and Pacesetters for Over a Quarter Century” _ 





No = CANADIAN REP.: 

: ; Gordon Lightstone 
1180 St. Antoine Street 
Montreal 3, Que. 


Gun Tacker 
$12.50 





WESTERN REP.: 
J. M. Davis 
170 No. Roberston Bivd., 
Beverly Hills, Calif. 
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Lost Sale 


Customer: “| need a new typewriter ribbon 
Clerk: “Name of typewriter and color, please 
Customer: “UNDERWOOD BLACK 

Clerk: “Standard, Noiseless, Manual, Electric 
New, Old, and Model? 

Customer: “|! don’t know, it’s not for me. A friend asked 
me to stop here and buy a ribbon during my lunch hour 
Clerk: “I guess this will do it. 

Customer: “You guess! Never mind 


Double Sale 


Customer: “| need a new typewriter ribbon 

Clerk: “Name of typewriter and color, please 

Customer: “It's an UNDERWOOD BLACK. 

Clerk: “COPI-MATE UNIVERSAL CLEAN CHANGE TYPE- 
WRITER RIBBON fits ALL Underwood typewriters, os well 
as 300 other makes and models 

Customer: “WONDERFUL! Make it two COPI-MATE CLEAN 
CHANGE RIBBONS. My sister needs a new ribbon too 


GNA BUY NOW! 
LEEDALEL ici 


MILLTOWN NEW JERSEY 





Portable 




















vwandonuoUMonOOoOoCOESESS 





leermat 


Standard or Custom Designed 
CLEAR FLOOR MATS 


A few good territories OPEN for Distributors and Dealers. 


write for information 


ASSOCIATED PLASTICS COMPANY 


Grand Prairie, Texas 


1316 Millmore Street ®@ P. O. Box 835 . 


100 


13. VINE STREET _ 


for 

Offices 
Lobbies 
Reception 
Rooms 

Rest Rooms 
Beauty Shops 
Patios 

6 

SINGLE 
DOUBLE 
TRIPLE 


ard lounges 


NEW LOW LIST PRICES! 


Maximum dealer discounts. 
SEND FOR ARD’S ALL-NEW CATALOG NO. 18 
nges, Lecterns, Tables, Chairs, Booths, Showcases and other profit maker 
nru dealers only 


EVANSVILLE, INDIANA 


— 


STACOR-marve drawing tables », 


uD om and in back 


Stacor-Matic’s got | it... 
_ where Ls “ 
it counts !_ << 


lta a amattee. 





* One unit serves 2 men 
* Saves Time 

* Saves Space 

* Cuts Fatigue 

* Increases Production 





Complete Drawing 
Station for one man 


Reference Desk 
and Files for 
another man 


and complete new STACOR Catalog 


Sass ices 


STACOR EQUIPMENT COMPANY 
Monvufacturers of Lifetime Quality Equipment for Schools, 
Libraries and industry 


309 Emmet Street, Newark 5, N. J.@ onew 2-6600 
Warehouse Stocks in:' Boston Chicag t, Hartford, Indianapolis 








adelphia pcan 
Toronto Washingt 
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Ad Clinic 


JACK BEDFORD 


advertising consultant ape Rege .- of 


PROBLEMS: An office equipment dealer recently 
wrote about calendar advertising. His letter included ; 
PORTABLE 


series of questions and I'll take them up one at a 


time in this Question and Answer session on calendar : 
1dvertising * F f LIQUID 
QUESTION: Is calendar advertising effective? ela = DUPLICATOR 
ANSWER: Opinions on any form of advertising 

ary. Your own past experience will give you some 

lues about whether or not this advertising medium 

will produce more sales for you 

However, one point to remember about calendar 


idvertising is that it is long-lasting. Your customers 
put your calendar up on the wall in their home. It 
serves as an indoor billboard for you for a complete 
year. A radio message lasts only a few seconds. A 
newspaper advertisement lasts for a day or week. 
But, your calendar advertising lasts for a full year— 
365 days of advertising for one initial cost 
Another thought to remember about the effective- 
ness of calendar advertising is that people want and 


ise calendars. When you use this form of advertising, LIQUID 
tur customers acce pt your message because they want j 
: DUPLICATOR 


the vehicle that carries it—your calendar. This is not 


like the radio commercials that are considered a ; = SUPPLIES 


cessary interruption of the program or the news- 


uper messages that may be skipped completely while 
iding the news 
want and need calendars. Thus, your ad- 
ne Sage 6 Sppe iated by your customers Here's a spirit process duplicator that’s easy to sell 
QUESTION: Is calendar advertising very expensive ? with a simple demonstration to: 


ANSWER: You can spend almost any amount for 
, ee der Seger CLUBS CHURCHES 
ilendars. This will depend on the type of calendar 
; ae ee TEACHERS BUSINESSES 
uy and th ity you order at one time 
However, you will find that the cost of calendar It's portable (comes in its own carrying case) and 
quality built for years of trouble free operation. 


tising is low. You can keep your first cost at 
imum by sel ting an ine Xpensi\ es ale ndar | or e NO GELATINS e NO STENCILS e NO INK 

nc in buy a 9 X 13-inch calendar for 
Letter Size Only $375? Legal Size Only *445° 


Including Supplies 


MASTER LIQUID DUPLICATOR SUPPLIES are a steady 
source of repeat business month after month .. . 
keep customers coming back to your store. 


If you buy larger quantities, this 
ver 
idvertising, you want to also 
range cost or the cost per delivered 
Using the inexpensive calendars 
é you have an investment of $6.95 
10 calendars about seven cents each. Based NATIONALLY ADVERTISED IN LEAD- 
the 365 days your message will be displayed, you will ING OFFICE, CHURCH, SCHOOL 
ibout 50 messages delivered for only one cent AND FRATERNAL PUBLICATIONS 
And, if more than one person sees the calendar each 


day or it is seen more than once a day, your delivered 
i ATTRACTIVE DEALER DISCOUNTS 


QUESTION: What picture is best to use on a ae a ee eS 
calendar? 

ANSWER: The first thought that comes to some 

people’s mind when talking about calendar art is a 

pi ture of the cheese cake variety. Many people like ae See 

pi C r d y. svian| pee pic ec 6500 OA West Lake Street Mi lis 26, Mi 


ad 


advertising message cost drops even lower 
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this type of calendar art and the sale of this type of 
/ calendar is good each year 
é However, there have been several surveys made 
about the best illustrations for calendars. Cheese cake 


calendars were infrequently found on display in a 


SELF-SELLING . TER home. If they were on the wall, it was in the work- 
DISPLAY CARTON Pe a >. shop or some boy’s bedroom wall. And, in many 
em ‘ oS * instances the advertising message had been removed 
: ; from the calendar. 
va pn = ~S nn Remember that you want your calendar to be placed 
Ly Q — ; ; on the wall and to stay there for the full 365 days 
}rL < of the year. A calendar is not a conversation piece 

it should blend in with the furnishings of the 

' room and be in good taste 
aS These surveys have shown that the most popular 


SN poe 
a SORT KWHIK° pictures on calendars (hanging in a home with the 
ae eae - - . advertising message attached) are animal scenes, 
the invisible fingertip preparation . 
S FASTER family groups, children, sports activities and famous 

TO HANDLE PAPER people like presidents 
Here’s an easy way to increase your share of Some firms selling calendars make it possible for 
the prowing SORTKWIK business am your area. you to select a variety of illustrations for your calen 
Each carton of 12 containers becomes a smart, : 
colorful display by just pushing die-cut top 
through to back and placing bottom inside some 
as shown. Ideal for gondolas, check-out Then, keep a record of which proved the most popular 
counters. Takes up only 414" x64" of space. in your business and use this as a guide for next year's 

Continuous magazine advertising is creating 
new customers forSorTKwikevery day.Steady 
repeat business. since 

P ' QUESTION: How is the best way to distribute 
Newspaper mots, stuffers available at no charge. Write 
for price list or ask your jobber about SORTKWIK today, 


dar. You might include the pictures above along with 
religious illustrations and some cheese cake 


purchase of calendars 


calendars ? 
ANSWER: Some advertisers feel that the best way 


LEE PRODUCTS CO. 2736 Lyndale Ave. So, to distribute calendars is to have them available for 


Minneapolis 8, Minnesota customers to pick up. Others feel that it is better to 


Copyright tee Products Co, 1967 have them delivered personally 


T H E U L T | M A T E i N Q U A L | T Y ee However, most advertisers calculate the cost of 
total distribution and decide to send them through the 
mail. You will need to include the cost of mailing 


tubes or envelopes in your total cost of calendars 
if this method of distribution is selected 


uy] Mi QUESTION: Can you give me some suggestions that 
PAPER-KING will make my calendar advertising more effective? 

PUNCH ANSWER: Here are a few suggestions to help make 

your calendar advertising produce more business for 


you 


A top-quality punch offering out- oe 
standing features that heretofore 1. Select calendars with large numbers. This makes 
have been available only in far it easier for your customers to read and helps insure 
more expensive paper punches, ‘ 
Constructed of sturdy steel... 
beautiful nickel plate finish. Han- 2. Select calendars with space for notes about 
dles are cushioned with soft plas- 
tic, available in many colors. The 
Peched ta "S helical compression spring assures ments and special days they want to remember. 
c ' uy- ro . ° . 7 “ 
oppealing" positive punching action. Adjust- 
dividual pack- able paper gauge measures depth 
oges that are of reach ... receptacle holds clip- monthly bills and receipts. 
ideal for rack, , 


ings, easily emptied when full. _ 
yA counter a velleble with gh te of serene 4. Consider desk calendars. These are usually more 


shapes and three round dies. expensive but are easier to mail. And, if your custom- 
ers use desks (or the majority of your customers use 
desks), this is the recommended type of calendar. 


that your calendar will be placed on the wall. 
dates. Some people use calendars to record appoint- 


3. Select a calendar with pockets for keeping 


GEM TICKET PUNCH... 
pressed steel, nickel-plated 
punch with knurled handles. 3 5. Order early. You want to have your calendars 
Available with six assorted $ 2 
dies, three round dies. Pre- Py 
priced card attached. Ca, need to place your order early so you can make 


M re] ILL : final plans for distribution. And, order enough—not 
Cc too many so you build an advertising bonfire—but 
METAL PRODUCTS CO. enough so all of your customers can have a calendar 


MARENGO e@ ILLINOIS to be reminded of you 365 days next year 


to distribute before the year ends. Naturally, you will 
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personnel of the 
N. J.. are shown 
t the company s 

1 recently in New 
Fifth and sixth 

A are ( I 

x I Dane 


tlined company 


plans for 


WOFI Holds Executive 


Management Conference 


ice furniture manufac 
xecutive management confer 
nce held on a college campus was 
conducted April 9-12 at Michigan 
State University 
GILBERT B. Bosse, president of 
Wood Office Furniture Institute, co- 
sponsor of the conference with the 
Colle ge ol Business and the Continu- 
ing Education Service of the Univer- 
sity, said that the goals of this first 
management conference were ‘to de- 
velop management skills and to apply 
the latest techniques to practical in- 
dustry problems 
In addition to some special work- 
shops, the following courses were 
covered 
Economics and Forecasting tor 
the Office Furniture Industry 
Operations Research in the Office 
Furniture Industry 
How Small Manufacturers Can 
Use Computers 
What Businessman Should Know 
About the Art of Communications.” 


New Store Opened 


Tavenner’s, of Martinsburg, W 
Va., has opened for business in its 
new location at 115 S. Queen St. 

The firm has been closed since a 
costly tre on October 26, 1960, 
which completely gutted the firm’s 
original location ind destroyed all 


the STOCk 


OA—5 /61 


GET STORAGE PROBLEMS OFF YOUR MIND 





ONTO ERECTA SHELF | 


Anything goes on Erecta-Shelf. Each steel rod shelf has been load 
tested to 1,000 pounds of distributed weight. Shelves are adjustable. 
No nuts or bolts. Assembles in minutes... and that saves money. 
Economically priced. Variety of sizes. Fits into any layout. 
Entire Erecta-Shelf units join end to end, back to back or 
on top of each other. Arrange versatile Erecta-Shelf to meet your 
need! Get that storage problem off your mind. Floor mounted, 
wall mounted or on casters. It’s the shelving of a 
thousand uses. 
Write for brochure today! 


The Seal of Sanitation Quality! Available chrome plated or stainless steel 
a S PE 
A quality prod 


ict of METROPOLITAN WIRE GOODS CORP 
N. Washington St. and George Ave. + Wilkes-Barre, Pa 








A TIMEly suggestion 3rd District Notes 


Kevin F. O'Gara, correspondent 


° ° 
wherever business tS concerned! Philadelphia Bourse, Philadelphia 6, Pa. 


Southern New Jersey 
Again the news from South Jersey can be summed up 
Also available in one word—expansion. Charney's of Tom's River 
with Half Hour has moved to a larger store. The new address is 17 
Time Washington St. 

demarkation The first floor of the new three-story building will 
be devoted to commercial stationery sales and the 
second floor will be devoted entirely to office furniture 
displays and sales. The third floor and basement will 
be used for storage. All display fixtures will be 
Bulman with 32 feet of window display facing the 
street 

Robert David Carr & Co. have changed location, 
too. The new address is 230 Parkway Ave., Trenton, 
© Easy To Read N.J. A large area of this new location is devoted to 


STARK... ® Easy To Use displaying of furniture 
A quality line of stands and pads featuring all popular 


styles and sizes. Calendar pads are lithographed on a high hi : 
grade, white — 16# paper. Stands available in brown and _ Philadelphia 
grey. DAILY FIGURES ON SMALL MONTHLY PAD The Philadelphia Stationers Association has elected 
PRINTED IN REVERSE FOR QUICK REFERENCE. officers for the year 1961. They are 
c ft val of . : : : 
ai coca tora ee en ee ee eee President—JACK H. PINK! RTON, Hoskins Co. 
First vice-president—WILLIAM BINNIG, H. T. White 

Co 

Second vice-president—AL SATMARY, Commercial 
Oftice Supply Co. 


CALENDAR s, INC. Third vice-president -BRUCE CAMPBELL, Ace Fas- 


100.112 GISSEL STREET JOLIET, ILLINOIS tener Co. 
TELEPHONE JOLIET SA 3.0654 AND SA 3 06 


write or phone for complete details 




















ee 


IT'S NEW! SCHWAB’'S NEW CONCEPT IN: 
* VISIBLE RECORD ‘SAFE . @ APPEARANCE @ PORTABILITY 


@ RETRACTABILITY © DESIGN 
FIRE and ™ @ AND VALUE 


BURGLAR 


Protection 
for Inventory : NEW 


Records and MODEL 6500 


PAN TOP OFFICE MACHINE 
Many other — STAND Versatile 151” 


Valuable ee pan. Square tubular 


Modesty Panel. Retract- 
records ible caster: 


Dimensions <! Spee . 
y aes wide, . ae ai g NEW 
24/4" high, 28'/2"" deep : ¥ 
OD 26/4" wide, 28%," = . r MODEL 1177 
. Py icy 
high, 32/2" deep. BUDGET PRICED stand with foot 


rs: T ’ r y 
pedal operated retractable cast 


Single Cabinet Safe ers. For light weight office ma 


also available. ~ f | chines. Undercoated solid steel 
top. Square tubular legs. Two 





For complete information and prices, also other certified 
fireproof insulated office equipment, write or contact 


SAFE CO., Inc. 


Lafayette, Indiana 


drop leaves. 


TIFFANY STAND CO. 


7350 Forsyth + St.Louis 5, Mo. 








lreasurer-Secretary—JOSEPH MACK, Hoskins C 
GEORGE FELLHEIMER recently with the Arrow 
Fastener Corp., is now representing the Reliance Pen 
& Pencil Co. in this area \ 3 
The National Fiberstok Corp. of Philadalphia has —>—~- FILING EQUIPMENT 
taken extensive steps to increase its sales service and " 
representation in the East, Mid-west, and West. EpwarD 
L. HOWARD, president of National Fiberstok Corp., and 
the Bert M. Morris Co. announce the appointment of 
the following representatives: EDWARD BEACH will serve 
the New York City area, T. W. WILKINSON in the 
Missouri, Minnesota, Iowa, Nebraska, and North and 
South Dakota area, DicK KIRKPATRICK of Los Angeles 
southern California and Arizona, GEORGE SHAW of ONE DRAWER CARD 
CABINET 
af LETTER ond 


San Francisco in northern California and Nevada, JOHN 
; TRANSFER FILE 


W. BuRNs of Seattle in Washington, Oregon, Montana, 
and Idaho, and R. L. SmitruH. JR. of Littleton, Colo. in 


Colorado, Utah, Wyoming, and New Mexico i ee 
= *s CLEM’ OWEN, vice-president of Bert M Cc . : | 

Morris Co., announces increased sales service and ul 
presentation for Morris products in the eastern and TWO DRAWER CARD 

CABINET 


midwestern states with the appointment of CHARLES 
DANIELS, RALPH GRAHAM, JIM YOUNG, HERB MOH- 


etuees * we COPY HOLDER 





————— 


BAT and BILL SAGENDORF as representatives in the fol- ) — 


' is <asts . 
iOWll territories " ‘ _ 
CHARLES DANIEI newly appointed salesman, will | .S ; @ Pe) 


represent Morris products along with National Fiberstok . DESK DRAWER CARD FILE 
the New England States, Eastern Pennsylvania, Mary ONE DRAWER LETTER | STANDARD CARD) STATIONERY TRAY |WITHOUT COVER 


, Se FILE 
land, Delaware, West Virginia, and Washington D.( _ 


RALPH GRAHAM will service Virginia abama, Ten Write ° 
R — AM W “ : a _ ma, Tet for verano The Yfeis Manutacturing Co., 
vessee, and Mississippi. North and South Carolina will | peice ust TO —— MONROE. MICHIGAN 


be covered by JIM YOUNG. HERB MOHBAT will repre- 











More and More Leading Draftsmen, C60 0:6 6% 46.8.0 6 Pe oe © Oe eo ele eee 6 
Accountants and Artists i ' OELRICH RULES , 
are INSISTING on C) | 
Tnu- Potut FOR REAL PROFITS! 
SP a OD No. 712 COST & RESALE INDICATOR 
TOR 13 for 12 Display #712-D 


For Perfect Lead Points — 5 List $13.00; Dealer $6.00 
Blunt to Hairline. Two Models. Variable Taper Model F 
N 








Standard Model gives you points up saath pncienaterheael Oo. 613 Slipstick 
to %” long without breaking. Just 
insert lead and rotate lid. SHORT <= 


Write for Literature and Dealer Prices. 


you won. 


LONG —<—e 


ELWARD MANUFACTURING CO. [rat 
Baker Street \e Coloma, Michigan BETWEEN 





<< 





No. 812 SLIPSTICK 
aia ot pa Six Pack Display #813-D 
Order List $6.00; Dealer $3.60 


Office Appliances | Two popular $1.00 Sellers. Packaged for easy display in 
- high traffic store areas. 

delivered to your The No. 712 Cost & Resale Indicator figures costs, mark- 

F7 ups, discounts, resale prices, in seconds and is simple to 

opice or home understand with just a few minutes study. 
every month The No. 813 Slipstick is a conventional slide rule designed 
' for students or as an extra for engineers. Comes with 
attractive tan vinyl case and instructions. 











/ 
Ortice | s I 
APPiances j Use the OTHER FINE OELRICH ITEMS 
handy © SALES MONITOR * MESSAGE MINDER * SUPPLIER DATA FILE 
panay © PROFIT-GUARD * COLLECTION AIDER * RAPID REPLY LETTERS 


sub-card Write for Catalog 


in this OELRICH —_ 
Bas — 


4308 N. Milwaukee 
Chicago 41, Illinois ZONE STATE 


a6 8 6 8. 6.0 2 6 e Oe ee ee O.F 











ern 862 626 8 











INE WV 


IN DUPLICATING 
SUPPLIES € 


Ask Sure-Rite! Every month, one or 
more new product ideas — plus 

over 750 best-selling items in the big 
Sure-Rite catalog. Write today. 
Learn what’s new for you in profits! 


American Stencil Mig. Co. 


If it’s new, Sure-Rite has it! 
2714 WALNUT STREET © DENVER 5, COLORADO 


- SNAPEX TAX & STOCK 
BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS— invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc 

You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain 


IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


S— 
APEX BUSINESS SYSTEMS 


540 PEARL ST. NEW YORK 7. NY. * Phone: B 








BUY 5 — GET IF FREE 
J 


AY mus 
NUMBERING MACHINES 


3 Model A only ($12.95 List ea.) 
YOu gets modei ac only ($15.95 List co.) 
RETAIL VALUE — $86.70 


You pay only — $48.67 F.0.B. Chicaac 


MAKE $12.95 EXTRA on free machine! 
This Offer Closed May 31, 1961. Order F 
Deal +561 Todoy 


Faymeud DIV. 
BANKERS & MERCHANTS, INC. 


4410 N. Ravenswood Ave., Dept Chicago 40, Ill 














sent Morris in Michigan, Ohio, Indiana, Kentucky, and 
Chicago; and BiLt SAGENDORF in Texas, Okahoma, 
Louisiana and Arkansas. 

It is with deep regret that I learn of the death on 
February 21 of WILLIAM REINHARDT of Pomerantz & 
Co 


Pennsylvania 

PAUL STEEVER of the Office Equipment Co., Harris- 
burg, has announced the formation of a new duplicating 
division in the company. The division, entirely housed 
under one roof at 23rd and Derry Sts., will display 
various machines and supplies. RAY OLENIVINE will 
be the manager of this new division with four salesmen 
and two servicemen operating under him. All machines, 
supplies, and accessories will be located on one floor 

Vic JOHNSON, who was with Wilson Jones for more 
than 40 years, and served 30 of these years in the 
Pittsburgh area, died February 11. 

The Weaver Bookstore of Lancaster, Pa. is branching 
out into commerical office supplies and furniture lines 
This firm formerly carried only church supplies and 


furnishings 


Candidate for a College Queen 


A Hunter College coed, Mildred Gottlieb, tries her hand at 


typing an essay during the National College Queen prelimi 


naries in New York City. The typewriter is Smith-Corona 
Marchant’s new ‘Coronet’ electric portable, one of the grand 
prizes for the next Queen 











CHIPBOAR 
COLOR KEYED® COIN BOXES 
PENNIES THROUGH DOLLARS 


ALUMINUM 
WRAPPED 
COIN BOXES 


ROLLED 
COIN TRAYS 








IN BANKS, STORES, OFFICES, SCHOOLS... 


WHEREVER MONEY IS COUNTED 
MAJOR METALFAB 


YOU CAN COUNT ON 


@ America’s Foremost Line of 
Bank and Cashier Supplies and Equipment 


Write for FULLY ILLUSTRATED CATALOG No. OP.560 TODAY 
MAJOR METALFAB, INC. 


P.O. Box 3323 * Merchandise Mart 
Chicago 54, Illinois 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Atlanta is moving again—office supplywise, that 1s. 
It's been a long time since a new office supply house 
has opened there but now there are two new ones. Dick- 
sons, Inc., an old printing firm that has handled office 
supply items mostly as a sideline, has opened a new 
subsidiary, Office Supply Items, Inc., at 146 Marietta 
St. E> BARBER is the manager. 

The other new firm is Heminger’s, on Flat Shoals 
Ave. in East Atlanta. Exact address is missing but you 
can find it. Mr. Heminger is a former 
man, which means he comes highly 


order hunters 
Ivan Allen Co 


trained 


Palatka Office Supply, Palatka, Fla., has moved from 
6 Lemon St. to 320 Lemon St., in the Hotel James 
building. J. M. (JUG) PouNDs, proud owner, says that 
the new location is a big improvement from the old 
and gives him a greatly expanded store, modern in 
very respect. He will add to the office supply section, 
is well as the gift, greeting card and stationery lines. 

jug has been in the office supply field for the past 30 
it with the J. M. Pounds Co. He has 
ntire office supply section of the J. M. 


years, most ot 
purchased the 
Pounds Co. so I presume that firm has gone out of that 
phase of the business. For the past six years he has op- 
rated Palatka Office Supply 


Those Williams boys down in Fayetteville, N.C., have 
en at it again. Aside from some of those satellites 
flying about, the Williams Office Equipment Co., is 
perhaps the fastest moving outfit I know. The firm has 
expanded again although this time it is an “‘affiliation.”’ 
Together with JOHN (BUCK) McPHAUL, Raeford, N.C. 
store was opened at 205 N. Main St., Raeford 
Known as McPhaul-Williams Office Equipment Co 
with Buck as president and manager, the new store will 
a full line of office machines, furniture, supplies 


, ' 
indi 


ind equipment together with printing and complete 
office decorating service. Mainly, the same franchised 
lines carried in Fayetteville will be inventoried in the 


w store with a few exceptions 


Although all purchasing will be done at the Fayette- 
ille store initially, after it gets rolling it will handle 


its own buying 


STEVE MULLINS, formerly with Halsey-Griffith, Inc., 
W. Palm Beach, Fla., has opened an office supply store 
511 Norwood Road, W. Palm Beach. That is the en- 
tire article my hard working “leg man” sent in, so you 
ntle readers will have to dig up the other pertinent 
facts yourselves. How about a few more details, John? 


It ain't often I get to write about my own firm but 
when Bainbridge-Southern makes as valuable a contribu- 
tion to the industry as they did on March 10 and 11 
with the fourth annual sales clinic and business show 
I feel it deserves a great big “thank you” from all con- 

red 


A ppropriat ly 


Ap} labeled ‘‘Little Chicago,” the show 
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Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers ‘Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, ©.Y. 


pick the proven profit line of shelf-service snapaparts 


Repli-Memos Purchase _S§ ) [ K 


Blank Rogersnaps 
Invoice Forms Bills of Lading 
Voucher Checks 
Salesman's Contact Report 


Rogersnap Carbon Second Sheets 
Legal size W.-2 Forms 
OGERSNA 


BUSINESS FORMS 
oauas 7 texas “BUSINESS FORMS SPECIALISTS” 


PO BOX 10475 


The De Luxe CONVERTIBLE 


Smartly tailored office 
chair cushion of deep 
molded foam rubber 
covered with cool fibre 
on one side and cor- 
duroy on other. In 
Brown, Green, Maroon, 


Grey. 


The Perfect Rubber Seat Cushion Co. 


Philadelphia 35, Pa. 


6451 Edmund St. 


eit FOLDS 

°IiT SCORES 

eit CAN SLIT 
or PERFORATE 


WITH or WITHOUT 
FOLDING 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BLVD . HICAG 4 











DOLIN 

STACK 
STORAGE SH E L VES 
CABINETS 


completely assembled, 1 piece, 
closed units ready to stack together . 
. - no installation problems, delays or 
costs! 


NEW - 


BUILD-UP 
MODULAR 


OR 
2 
SHELF 
UNITS 


36” WIDE 





from the carton 








to storage 


in minules! 











Here's a fresh new sales-building approach 

to your customers’ everyday storage prob- 
lems-INSTANT STORAGE-with DOLIN’S new 

build-up STACK SHELVES. These complete- 

ly assembled 1 piece closed units are 

available in 1 and 2 shelves in the popular 

letter and legal depths. They quickly stack 

together — beside desks, around doors 

and windows, into work counters — and 

can be dismantled and moved just as quick-® BEDSIDE DESKS 
ly. With just 6 nuts and bolts, even an : 
office girl can erect an 8 shelf high closed 

storage unit in just minutes. Compare this} 

with the cost and problem of erecting all 

the separate parts needed with conven- 

tional steel shelving. These STACK SHELVES | 

can be quickly drop-shipped directly to 

your customer from our stock. Send for your 

samples today. 


Write 
For 


| in| = 

Literature __ 6 Loe 
tT 

— 




















and 


consisted of over 30 booths, a large number of them 
shipped down by the manufacturers after their use at 
Chicago, and manned by the manufacturers themselves 
or their representatives. 

The dealers and their sales people had plenty of time 
to browse and get the “lowdown” on new items or talk 
over any problems they may have had 

The show was held at the warehouse at 280 E. Bay 
St., Charleston, S.C. 

The highlight of the meeting was the lecture given 
by Dr. LYNN H. STOCKMAN, associate professor of 
marketing, Northwestern University School of Business 
Dr. Stockman’s talk was well received by the dealers 
and I am certain most of them went home with some 
good, solid knowledge to put into use at their own 
businesses 

The highlights of his lecture were the value of inven- 
tory control and profit through turn-over. More and 
more dealers, or their buyers, are realizing that a big 
discount does not mean a big profit unless that particu- 
lar item has the turns to go with it and that is where 
the service-wholesaler comes into his own, making it 
possible to buy in smaller quantities and turn it more 
often so that a reasonable profit is assured. 

Eighty dealer firms were represented with 138 of their 
people along with 75 manufacturers and their repre 
sentatives 

Taking full advantage of Charleston's “tourist” ap- 
pe al 25 of the dealers’ ladies came down and enjoyed 
two days of touring the old homes in Charleston and a 
luncheon at Halcyon Inn, Summerville, plus a tour of 
the gardens. 


I have been telling you for some time now that Jim 
YATES, W ilson-Jones man about the Carolinas, was 
expecting something to happen at his home and on Jan- 
uary 15 it did. Yep, ole Jim was running about Charlotte 
passing out seegars like mad and getting the birth an- 
nouncements printed. 

A six-pound four-ounce boy it was and the proud 
parents have named him Jay Scorr. At last report Jim 
was still plenty “shook up” but was expected to come 
back to earth soon. It seems that first one always throws 
em for a loop 


Now when it comes to building a family, ED BLANCH- 
ARD, partner at the Office Supply Store, Ahoskie, N.C., 
don't take a back seat from anybody. Not even his part- 
ner Ep Best, who proudly boasts four boys, aged 9, 7, 
3, and 1. The Blanchards also made it four boys in a 
row when the newest member arrived on January 15 
Spaced 10, 3 and No. 4, that would seem to me to 
make some kind of a record. 

Two partners with eight potential office supply men 
just ain’t to be found everywhere. Nice going, Ed, and 
you too, Ed. Now all you have to do is raise ’em and 
see ‘em through college. That will take some doin’ too. 


If it hadn’t been for the efforts of the two Ed’s, the 
Bainbridge clinic and the fine contribution of two of 
S. P. Richard’s men, BoB BisHop and JOHN HUMPHRY, 
this month’s column wouldn't have amounted to much 


Price List @ USE ALL THE  SPACE- 
AROUND DOORS, WINDOWS, ETC. 


Dolin Metal Products, Inc. 


315 LEXINGTON AVE., BROOKLYN 16, N.Y. 


more than a couple of “‘announcements.” All the rest of 
my outside men just took off. Come on back, fellows— 
the trip will do you good and then, too, don’t forget one 
thing—YOU are the column. 


DEPT. OA, 
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Sth District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


About the time all you good people are reading and 
digesting the pearls of wisdom set forth in this humble 
column, the city of Louisville is settling back in its 
foundations and catching its breath from the onslaught 
of dealers and travelers for the 1961 regional conven- 
tion. Now all they have to look forward to in that won- 
lerful town is the comparatively mild Kentucky Derby. 
Details on the convention will be portrayed in the next 
issuc 

Golf Parties on the Agenda: It has been a long, 
nasty winter, but all is well again. The Queen City 
(Cincinnati ) Chapter of the Fifth District Travelers 
Club kicks off the season on May 23 at the beautiful 
Kenwood Country Club. . . . . The Cleveland Chapter 
is next on June 15 at Spring Valley Country ¢ lub 
The Motor City (Detroit) has planned their affair for 
July 19 at Glen Oaks. All members of the industry are 
cordially invited to attend any and all of these hilarious 
shindigs 

NSOEA has been rolling right along with the “One 
Day Sales Clinic’ and had a very successful meeting in 
Detroit on March 11. The purpose of these ‘baby semi- 
nars’’ is ‘to help dealer outside salesmen sell more prod- 
ucts at higher profits.” Mike SANYOUR and LEE HiRsH 
of Harbridge House conducted the clinic in Detroit, and 
were very pleased with the showup of 89 personnel 
from 28 firms within a 100-mile radius of Detroit. 

An honored guest at this affair was FRED SMART, 


Binds without punching . . . neat, safe, tight. You can bind in 

‘ds easily (in seconds) and remove them just as easily (and as 

No time-consuming prong fasteners. And the full strength of 

pressboard protects records, brochures, photos, artwork, 

and other materials-to-be-bound that need not be punched. 
Letter and legal size. 


from your stationer, or u rite cee 


MANUFACTURING CO. / HASTINGS, MINN. 
CHICAGO LOGAN, OHIO LOS ANGELES 
MAKERS OF FILING SUPPLIES AND STATIONERY PRODUCTS FOR THE OFFICE 


DEALERS NOTE This cover is being brought to the attention of consumers in 
the May issue of ‘‘The Office’ and ‘Today's Secretary’’ magazines. 
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NO. 838 
BALL POINT JET 


ERASING 
BEAUTIES! 


Cash in on the mushrooming 


BALL POINT MARKET! 


Sell Weldon Roberts Ball Point Erasers to 
your many customers presently using ball 
point pens and pencils. And show these spe- 
cially-formulated, all-quality erasers along 
with your displays of ball point writing 
goods! 

Weldon Roberts Ball Point Erasers do the 
work easiest, fastest, neatest. Styles and 
shapes to please all your customers — office 
workers, executives. students. 

Put in a supply of these exceptional, volume 
selling erasers today. Write us now for 
prices if you do not have them. 


No. 138 BALL POINT 


pir wound paper-wrappec 


with pt tring for y repointing right at 


No. 838 BALL POINT “JET” 
Exce al pocket and desk eraser, with famous Weld Robert< 


sar plastic holder with pocket 

ap ews so eraser core can be moved 
t Jet Eraser has whisk brush at 

Not a mechanical gadget! Ref 


38 BALL POINT 
Roberts Ball Point rubber, in attractive green color and 


1 hape 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 


World’s Foremost Eraser Specialists 








You'll find... 

“THE CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 

outlast any 
competitively 

priced stamps 

on the market. 19/7 
Send for information INMXG) 02 
on our complete line N ~ ol; 
today! 


R.A. STEWART AND CO., INC. 


80 Duane Street + New York 7, New York 


NOW...MAIL STATEMENTS ON TIME 
with no last-minute rush 


Getting bills out promptly is never a strain with the new Multi- 
Rite® Accounts Receivable Package System. 

Complete forms and accessories for 200 accounts are in- 
cluded in one, easy-to-use package—all for just $89.50 

With only one writing, statements are kept up to date every 
day—ready to mail any time. And you avoid transcription errors, 
save hours of posting time, speed up collections. 

Perfect companion to the Multi-Rite Payroll Package. Send 
coupon today for full details. 


AWMAN & ERBE, C. E. Sheppard Co. Div. 
44-05 21ST STREET + LONG ISLAND CITY 1, N. Y. 
Send details on new Accounts Receivable Package System 
] ae P 
| Address .... 

















Open V 


PO d closed 
pen and close shelf filing 


shelving and racks 


WE 


Self 
Service 
shelving 


FRONUIER 


MANUFACTURING 
P. O. Box 13266 - Dallas 20, Texas 


WRITE FOR LITERATURE — FREE / 
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C-THRU A-1 RULER 


A real value — made to sell for 10¢ retail. Cal- 
ibrated 16ths rule one edge, centimeters on the 
opposite. Transparent plastic in assorted colors. 
Handy beveled edges and cut-out figures. 


tities eel 


; s'a's 


4, ¢,01e bee me q 
bat ‘ we *reee 
Rr ‘ ‘ ' 
-- « oa 
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C-THRU No. 27 SLIDE RULE 


A truly superb buy. Precision made with 
C-Thru laminated construction. Has decimal 
equivalents, equivalent settings and rule with 
inch and metric scales. Self-selling display 


available. 
Write for FREE C-Thru Catalog 
RULES @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 
e SHU 5) Mil oo 
Pa ZZ ALZa 
8k 


HARTFORD CONN 





executive vice-president and secretary of The National 


Stationery & Office Equipment Guild of Canada. 

Also in attendance were EDWIN J. NORTHAM, Central u: 
Ohio Paper Co., Indianapolis, president of the Fifth 
District Travelers Club; Harry HOWARD, Minnesota 
Mining & Mfg. Co., vice-president of the club; and a 
Don LAVIGNE, Rockwell-Barnes Co., who was master 
ak comeutiniaien office routine 

The same program was scheduled for Cincinnati on 
April 18 at The Cincinnati Club, and Cleveland is 
planning one for S ptember. The knowledge for dealers 
ind their men to be gleaned from these clinics is price- 
less where else can this kind of training be bought, 





egardless of pri 

Heart Warmers Genial ART MACAULEY, president 
of the Macauley’s chain of office equipment houses in } 
Detroit, back at his desk on a part-time basis after a ; 

uttack in December HARRY MARSHALL, wood card files wood desk trays 

Miles Fox Co., Detroit, who suffered a near fatal swim- 

ing accident last July, is slowly but surely getting back write today for catalog and prices on our complete 

the road to good health. This young man, who's got line of filing accessories in wood, metal, paper 

re intestinal fortitude than any 10 people could have, 


licked a broken back and paralysis, and is now Hedges MANUFACTURING 
r in to work for a few hours a day trying to be of COMPANY 


to his firm. I can only look at these two wonderful 1441 Circle Ave. Forest Park, Ill. 
ples of the human race with envy and admiration 
May the Lord bless the both of you forever 
Affable Dick Rerep, for many years with the S. A Vhe Line. - 


s Co. of Warren, Ohio, has moved to Youngstown, ot 
that makes things Easy te Find 


is store manager of Youngstown Office Supply 





Cleveland Chapter, Fifth District Travelers Club, 


modern steeleraft... 


engineered for efficiency .. . 
designed for lasting beauty 


Jesigned for the “space” age—these Modern 
Steelcraft files are engineered for maximum filing 
volume but to occupy a minimum of space. More 
than 50 years of specializing in files has taught us 
how to produce files high in quality at mass produc 





tion prices. 

Be sure to look at the Steelcraft Line—the Prestige 
Line that has all the features of expensive files but 
the price. 


SERIES 100 and 200— SERIES 24— 
FULL SUSPENSION FILES NON-SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawers Stocked in 2, 3, 4, 5 Drawer 


4 r oneanake . 7 
- 7 duty pension drawers witt @ Positive side action follower blocks 
10 t and gs means effortless folder handling 


rugged construction @ Made of heavy gauge furniture 
» tee electrically welded 
ermanent finishes — 
@ All drawers fitted with 
brushed aluminum hard 
@ Drawers fitted with brushed aluminum ware handles and card 
hardware 4 rd der holders 
All models available with thumb latch, and 
with plunger or s in letter or lega All models available with 
size omp plunger or cam locks in let- 
ter or legal sizes. Prompt 


deliveries 
—_———. 


sure to visit us at The New York Stationery 
Show, Room 646, Hotel New Yorker 





modern steelcraft inc. 
2973 Cropsey Ave.-B’klyn.14,N.Y. 
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is doing itself proud again with a pet project. WILI 
VRANEK, chapter chairman, presented the Children’s 
Division of Metropolitan General Hospital with a check 
for $200.00. Also to be commended is a dealer who got 
into the act with us F. W. Roberts Co., Cleveland, 
who contributed supplies and articles to be used by the 


hildren in the hospital. 


New representative for The Bates Manutacturing Co 
Michigan and Ohio, is PAUL CALAHAN, who bases 


out of Mantua, Ohio. 





CONGRATULATIONS are in order for ED STRATE, 
Columbus Blank Book Co., Columbus, Ohio. Mr. Strate 
has won himself the NOFA “Oscar” as Office Furniture 


Salesman of the Year 


* / GLADYs DURLING, with Parker Pen Co. service sta- 

]; ai tion in Detroit for the past 15 years, has been appointed 
ee } 

oo manager of the pen service department of Central Office 


and the more you look, the Supply Co. of that city. In announcing the appointment, 
more convinced you'll be that... H. J. MARABELL, president, stated that the firm is fran- 


“Th F It Q lit Li ” f chised to service dealers anywhere in the state of Michi- 
MA D Vi F INK ROBERT D. HoLitoway, doing business as Holly 
an Business Equipment Co. in Dayton, Ohio has gone out 

@ Manufactures the most complete line of business for himself, and is now an outside salesman 


® Are made with traditionally fine craftsmanship. 


® Have the smartest sales provoking package designs Cetta & LEO BIGELMAN, Modern Office Supply 
Ce Detroit, are very thrilled with the new home 


for Acacia Equipment Co. in that city 


just built in Southfield, Mich., just outside of Detroit 


May your house be free from tigers. Unquote 


Lucky Vacationists The Pere Jessee family, 
Gratiot Office Supply, Detroit, down in the sunny sands 
of Florida for a month. Mom and Pop Jessee just got 
back from the Virgin Islands JuLIE KANE, 


Oxford Filing Supply Co., is in Sarasota, Florida, with 











IRENE CRILE, widow of past governor, DON CRILE. 
BiLty KANE 8k. is joining them later in the month 
CLARA & LARRY PHELPs, Nestor’s, Detroit, are just back 


from a Miami vacation. 


We welcome ME t SMITH, formerly with Gorny-Winzeler in Bryan, 
any special Z Ohio, is now traveling northwestern Ohio out of the 
ink problems he Fort Wayne office of Friden Calculator Co. 

... submit 


HERMAN F. Jones, Y-City Office Supply Co., Zanes- 
sample for . ; 


. ville, Ohio, is attending the Rotary International Con- 
extra fast service. vention in Tokyo. Also attending is Don DouBLe- 
Write for... DAY, Doubleday Bros. & Co., Kalamazoo, Mich 
FREE CATALOG 
and PRICE LIST. 


Prompt deliveries. 


F. L. SPRINGER, Springer Office Equipment, Fair- 
mount, W. Va. is quitting the industry to center his at- 


tion on his other varied interests 
We manufacture .. “ 
Stamps, Stamp Pads, , . aN , . oe cg 
p ae Same 4 - Ebulient Bop WEBB, recently with Victor Safe & 
Daters, SN . quip ow covering Michigcar 7 ° 
Business Outfits, . r Equipment Co., is now covering Michigan for Commer- 
Rubber Type Holders, P 2 ial Stationers Supply Co., Detroit 
Rubber Logotypes a: . 
Sign and mel ry . : : 
Price Markers sor F fake hy Wedding Bells — Lovely FLORENCE WEINERMAN, 
i | ; 
of working Yew general office manager for Modern Office Supply Co., 


Detroit, was married to LEO MASTERS on December 26, 


FULTON MARKING EQUIPMENT COMPANY The bridegroom is in sales promotion for Ripple Sole 


82 Fulton St., Elizabeth 1, New Jersey Corp. of that city . . Just got word today as I am 
“Manufacturers of Marking Devices for Over 50 Years” pecking out the column that J. HANLY MorGANn, Jr 
| iiiniaeiimeaaell was wed this morning, but my informant did not have 
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A proven way 
$ to accumulate 


$ money 














STEEDS S<rrRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACC&SSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller's Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 
Old Style * Reinbow * A * Duzitall 
Kwertet * Tubular * Gunshell 





BILL STRAPS 
Federal * Colered * Banding 


Write for information! 


Na 
j= 


THE C. L. DOWNEY CO. HANNIBAL, MO. 


(T'S NEW! 
IT’S NEEDED 


$ > 
PROFIT-MAKER 'C be 


File foldevs, 
Folder labels, 
Brief covers 
Sheet protec- 
tors, Filing sys- 
tems & sup- 
plies, Box files, 
Card trays, 
Personal files, 
Portfolios, | 
Albums 


AMBERG 


FILE & INDEX COMPANY 
1637 DUANE BLVD 
KANKAKEE, ILLINOIS 
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OFFICE MANAGERS 

AND PURCHASING AGENTS 
CHEER GUMPTION... 
because nothing compares 
with Gumption’s superaction 
cleansing power when it 
comes to removing hecto- 
graph and ditto ink stains — 
carbon and crayon marks — 
From Linoleum and Plastic 
Desk Tops. 


DEALERS CHEER GUMPTION . 


because only Gumption sells and sells and & \\ 
resells right off the counter . . . and only Gump- 

tion brings man-sized profits that make it smart 
business to carry and display and feature Gump- 

tion Desk Top Cleaner. Available in 12 and 36 

0z. cans. 


IRVAL ASSOCIATES 


Division of Gumption Products Corp. 
56 Reade Street @ New York 7, New York e@ BArclay 7-8482 


Time Stamps Job Time Recorders 


Watchmen 
Clocks 


Payroll 
Time 
Recorders 


Cut yourself a larger slice 
of the $21 million* 
Time Recorder market 


o athem 
pment 


Time is big money when you sell Lathem time recording 
equipment. Precision-built with the features that make 
each the finest in its field. Pre-sold through national ad- 
vertising. And competitively priced with a full 40% 
mark-up. Send today for full details of Lathem time 
equipment that can help you gain a bigger share of the 
$21 million time recorder market. 

*Office Appliance Magazine November 1960 


LATHEM TIME RECORDER COMPANY 


64 Third Street, N.W., Atlanta, Georgia 


Gentlemen: Without obli- a — 
gation, please send full in- 
formation about Lathem 
time recording equipment 
and supplies, prices and 
dealer discounts 


ee 


A — 


8 ——— SS State 





Fisher 
BALL PENS 


MEDIUM POINT 


39¢ 


EXTRA FINE POINT 


@ ALL COLORS 

® REGULAR INKS 

@ REPRODUCING INKS 
@ MEDIUM POINTS 

@ FINE POINTS 


Fisher 
MEANS QUALITY 
and EXTRA PROFIT 
FOR YOU 


WRITE FOR CATALOG 


FISHER PEN CO. 


FOREST PARK, ILLINOIS 


the name of the blushing bride. Jim is in business with 
his dad, J. HANLY, SR., at Morgan's, Inc., Huntington, 
West Virginia. We are told that after a three-week 
honeymoon, Jim goes into the armed forces. How about 
some info on the bride, Pop? 

Ye Stork Flies On and On — Lois & FRANK 
SCHOEMER, General Office Supply Co., Detroit, were 
blessed with a new bundle of joy late in February. . . 
DoLorEs & JACK BRowNn, General Printing & Office 
Supply Co., Pontiac, Mich., came up with a new son 
early in March. MARGARET & DON PATTON, 
Carter’s Ink Co., had their first child, LisA ANN, on St 
Patrick's Day, March 17. PATRICIA & WILLIAM 
KANE, JR., Oxford Filing Supply Co., also had their 
first child, WILLIAM RICHARD KANE III. He arrived on 
March 18, and is No. 4 grandchild for Julie and Billy 
Grandpop works with his son for Oxford. Congratula- 
tions! 

Hurry Up and Get Well Department — Forest R 
THOMPSON, of Thompson's of Morgantown, W. Va., 
recently suffered a mild heart attack, his second. Mrs 
[Thompson will run the business until his return 
By the time you read this, Bitt Parks, Marietta Office 
Supply, Marietta, Ohio, will be back to work after con- 
valescing from surgery 

Thanks again to GEORGIE and NATE StTRAusSs and 
Don CarTER for your news bits. It is appreciated, and 
you are to be commended for your interest in our district 
and our great industry. How about some more of you 
news makers got writer's cramp? 


GET YOUR RESERVATION IN FOR CHICAGO 


6th District Notes 


CHRISTOPHER MALONE, correspondent 
205 W. Wacker Drive, Chicago 6, Ill. 


The big drive is on for a record attendance to the 6th 
District Regional which will be held at the Leland Hotel 
in Springfield, Ill., June 2 and 3. Governor “Cur.y 
FREDRICKSON has great hopes that the delegation leav- 
ing the Chicago area will be large enough to warrant 
engaging a private car on a train departing from Chi- 
cago, June 1. The officers and members of the Great 
Lakes Travelers Club are making every effort to assure 
the success of this project 


HERB’ JOHNSTON returned from a Hawaiian trip 
following his attendance at the West Coast NSOEA 
Convention. He was glowing with a permanent red 
sunburn from the Islands’ beautiful climate and when 
Herb glows, he glows all the way to the top of his head 


Commodore CLEM CLEMENS is busily engaged put- 
ting his fleet afloat in the waters of Lake Geneva. An 
outboard motor boat and a dinghy is a fleet, isn’t it? 


Sincere sympathy is extended to WILLIAM DALTON 
of Park Ridge, Ill. whose wife died recently. 


A. M. “BENNY” ALLEN is a patient at Passavant 
Hospital and a speedy and complete recovery is wished 


him 


Mrs. ANTHONY PETERS has returned home from the 
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yOu i ©] © ben welehbter-y— 


accuracy built-in 


Made of the same fine grade of select lumber as all = Boards 
the new #710-M Aluminum Edge drawing board offe ven greater 
drawing accuracy and durability than the a 0 1 bo ards 


Board Sizes List Price Board Sizes _List Price 


No. 710M-1-12”x17” $2.15 No 710M 3-] 24 4.00 
No. 710M-2-16”x21” 3.10 N 10M 26 4.80 
No. 710M-5-23”x31 $5.95 
Availabie thru Art Materials, Drafting Supplies and Stationery Dealers 


ANCO WOOD SPECIALTIES,INC. 
71-08 80tn Street, Glenaalie 27, New York 


Profitable 


7 buwa rent cus 


bowen rere scant Der Dw 


Easy to Merchandise! 


"DURO 


TEMPRA 
WATER 


COLORS 
Opaque 
jwill not bleed 
chip or crack 


Duro colors are water resistant when dry 
easy and safe to use. Will also adhere to 
vinyl and acetate 


@ i2 Basic Colors @ Lead free 
@ Self Service Rack Contains 
114 Gross, 11/4 dozen each color 


Write for information 


URO Art Supply Co., Inc. 


Subsidiary of Duro Decal Co., Inc. 


1834 Juneway Terrace Chicago 26, Illinois 
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PUT YOUR WALLS TO WORK! 


SHOW 


Claridge Chalkboards 


and CORK BULLETINS 


FULL LINE OF STOCK SIZES 


These quality boards come 


in many colors and sizes. 


PROFITS FROM WALL SPACE... 


GOOD TURNOVER, tool 


A stock of chalkboards and 
corkboards consumes little 
storage space yet pays big 


profit. 


Your walls are your 


display area. Every customer 


Type A. Duracite Chalkboard, 3'x5’ with 
satin aluminum frame. Many sizes. 


of these units. 


entering your store has need 
in his office or plant for one 


| AMERICA’S LEADING PRODUCER of FINE 


| CHALKBOARDS for SCHOOLS & OFFICES 
Claridge is pioneer 
developer of major 
advances in styling, 
colors, trim, no-glare 
surfaces. Tremendous 
production for schools 
assures you know-how, 
and volume economies. 


~* _— 


ies. 4" cork with 
piano hinge door and lock. 


for CATALOG, 
DETAILS, DISCOUNTS 


Claridge Products and Equipment, inc. 


1820 series. Broadcloth or 
HARRISON, ARKANSAS 


cork, lock-door and letters. 








S EXCEPTIONAL 
DRAFTING 
TABLES! 


The Mayline May-O-Matic and Desk-O-Matic drafting 
tables have completely counterbalanced top tilting and 


top height adjustment action. Continued smoothness of 





operation is thus assured. 


These and other Mayline products will be displayed at 
Booth 732, Cobo 


urge your customers 


the convention of Design Engineers, 
Hall, Detroit, May 22-25. Dealers, 
to visit the Mayline display. 


MAYLINE CO., INC. 


625 No. Commerce St 


Sheboygan, Wisconsin 








3NIIAVW 














Martha Washington Hospital and is rapidly recovering 
from her illness 


UMPH FRED PLANK of the United Stationers Supply has 


been out of circulation due to an injured foot. Best 
ne * wishes for a rapid recovery. 
new exciting Exclusive elaine 


d i Lucky Lou KNoBE of Knobe The Stationer, Chicago, 
mo ernistic Dealer Franchises Ill.. won the week-end at O'Hare Inn. This was the 


1961 capital prize offer d by the GLTC Birthday Party Com- 


YOURS for... mitt 


. t ‘ . 
line SAM DiIFIGLIO, JR., formerly sales manager of Go 


a 
ogy Prestige manco, Inc., has resigned to form his own company 


which will be known as Buddy Products, Inc. Good 


West Germany’s -Price protection §— tuck, sam 
-Top profits Dynamic BoB KANE is enthusiastically stirring up a 


finest quality storm to enroll the Chicago retailers’ salesmen in a pro 
portables - Strong consumer posed NS( I A Seminar Details as to the date and plac > 


demar Chicago will be announced in the near future 


of 


EDWARD J. STACK, previously employed by United 
Stationers Supply has joined Belmont Typewriter Serv- 


of Chicago in the capacity of sales manager 


Utility Stationery Stores are opening a new store at 
328 N. Michigan Avenue about May 1 


FRANK KEATING, chairman of the GLTC June golf 
t, announces that plans are completed and a large 


ndance 1s assured 


7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 80'/, St., Bloomington, Minn. 


convention tim rain. Yes, convention time 


Let's make this the biggest and bestest fab 


TRIUMPH, world renowned for over half a century for finest Wher Fort Des Moines Hotel, Des Moines, Iowa 
precision engineering and workmanship . . . now brings you W hen— Mav 
the latest advance designs in a full line of prestige portables ; 
at truly promotional prices! What—The Lucky 7 Regional 


} and 26 


Outstanding quality features . . . superior “office machine” Last month I told about the dealer officers of the 
performance . . . quiet, smooth operation . . . rugged con- onvention. Incidentally, Birt ANDERSON of Des 
struction . . . smart styling and attractive two-tone finish Moines St Rags 0 Mae 
for “buy-appeal” and proven consumer demand. Oines stationery resigned, and Our : 

~ hairman for Des Moines ts BILL PERSHING of Ahern- 


new convention 


The “PERFEKT” has everything: : 
Incl. automatic front set tab Pershing Co 
Salesprice $119.50 


“GABRIELLE” Is a beauty 

complete in every way — wit tor the convention aré 

handset tab 

Salesprice $109.50 General Chairman—BERK ERTL! 


Our committee members for t Northwest Travelers 


' ’ ¢ . . . and the super-slim ‘‘TIPPA” Greeter N Sow AND PAl Ww N 
“TIPPA” b> int Sue camer to ter. sreeters—MEL SOWELL AND PAUL ALWELLIN« 


Salesprice $69.50 Hotel Accommodations—JOHN HOLLEY. 
Realistic retail pricing protected to give you maximum profits Ladi 
and your customers finest values! — 


> 


Entertainment—RAay HAMMOND 


Clip and mail coupon to Exclusive Importers & Distributors Banquet—AL COLLATZ 


Meals and Finance—EaArRL COLLINS 


> (eo Trading Corporation Decorations—RON SANDBER(¢ 
6 East 18th St., New York 3, N. Y. 
Registration—JIM HYINK. 


0.K. — tell us all about exclusive TRIUMPH ful! line portable 


franchise, price protection and TOP PROFITS Publicity—-CHARLIE CORDRA 


FA 


Program—Vic LYDON 
NAME 


CITY ZONE STATE 


ee dee 





Thursday Party—JimM BraDL! 


House of Friendship ERS, assisted by JIM 





GOLDEN 
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Thursday night Gay Ninety cos- 


ellow travelers and dealers, attention please. We are 
. an antique show. Bring any antique which would 
machine or what have you, that 


stationery 


in your store. Bring at least one 


was held at Bertelson’s new stor 
loca Leaf of Highway 55 and 100. 
[he turn out was excellent. A beautiful store. Nice go- 
ing Kenny, Dick, Art, and the rest of you. You ar tops 
in our book. 


t n 
( on 


tionery Dealer Seminar was held at the 


in Minneapolis March 17 and 18. Som 
turned out for the convention sponsored 
y the Federal Stationery Co. Their host 
KETTLER, manager of the St. Paul branch 


1 pre ms were excellent. There w 


remember Lucky 7’s motto—‘Our Latch 

s Always Out.’” Our meetings are held at the 

gs Hotel in Minneapolis Hall of Nations Room, 
Saturday of each month. 


Sth District Notes 


IZZY VODA, correspondent 
2001 S. Hanley Rd., St. Lovis 17, Mo. 


Buxton-Skinner Printing & Stationery Co. will soon 
move to a new location. After almost 100 years in one 
location it will have to move due to the removal of 
a 76-block area Progress.” A 100,000-capacity 
stadium is to be built within the present Buxton-Skinner 
area in St. Louis 


St. Louis Stationers Association held its annual elec- 
tion of officers. The following were elected 
President—Mat Courtenay, Lackland Office Suppl) 


Bi_t Kincarp, Sharr Bros. Station 
VIN OBERMAN, Color Art Printing 
& Staty 


[Treasurer—BosB BURKHART, Miller Printing & Staty 


HESTER KENNEDY 
nted with a TV as an appreciation gift for his 


secretary for 30 years, was 


many years of faithful service 


May 4 to May 6 are the dates for the District 8th 
NSOEA meeting to be held at the Elms Hotel in Ex- 
celsior Springs, M« 


BAstL MARTIN, Southwestern Stationery & Bank Sup- 
ply Co., Lawton, Okla., was presented with a diamond 
studded dial wrist watch for his 25 years of service with 
the company. TeD WARKENTIN, made the presentation 
during the annual sales meeting. Basil was the first sales- 
man to join Ted in the stationery business. 


GEORGE TAPNER, manufacturers’ representative, was 
confined to St. Joseph Hospital in St. Louis after having 
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seen on more desks across the nation than any 
other stapler. For information on the best selling #4, 
3 and «27. Write: 


LONG ISLAND CITY 1, NEW YORK 
World's Largest Manufacturer of Staplers for Home and Office 








Loose-leaf envelopes 
punched; card-holders 
any size; meny covers 
factory record pro- 
tectors; tag holders 


bill-fold envelopes 





stamp contoiners, etc 


M A R K I me) Capito! Station Box 6452 « Phoenix 7, Ariz 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of oacetote 


flame resistant 








transparent cellulose 


We build to fit your 








particular need 


Write us details 








Office Machines Need PACKER PADS 


9 SIZES 
TAILORED TO FIT 


Beauty and utility com- 
bined in sound construc- 
tion * Noiseless Multi- 
preen Cushioning «¢ 
Hardboard Base * Pro- 
ytective Metal Trim = « 
All Packer Pads have 
Raised Rear Legs °« 
Artificial Silk Flakes 
Permit Easy Positioning 
Patented of Adding Machines. 





RAYMOND PACKER COMPANY 
42 Hampden ‘Street, Springfield, Mass 


fall 
LETT RREX 


First Name in Carbonsets 


THE LETTEREX CORPORATION 
Washington 24, D. C 


(a division of Allied Paper Corporation) 








From Pole to Pole 
you can't beat 


A complete line of Loose Leaf De- © 
vices and Stationery Specialties, 
precision engineered of top quality ma- 


terials. 
Write for latest Catalog showing many 


new items! 


CHARLES LEONARD, Inc. 


Loose Leaf Devices and Stationery Specialties ‘“ TWining 


79-11 Cooper Ave., Glendale 27, N.Y. 4-6832 


PRE-SET FOR 
"PERFECT PUNCHING 
a? 


No adjustments, no gauges, 
nothing to mark — 

just insert paper 

and squeeze! Clix 

punches are permanently 
pre-set for proper center 
distances . . . save time 
and waste motion. 


Always accurate, 
PUNCHES jamproof, trouble-free. 
CLIX 


DOUBLE DUTY PUNCH 
MODEL 32 
List $5.75 





are also available in: 





1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5” —12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 








See your Wholesaler or write to 





NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 





A GOOD 

A NUMBERING 
MACHINE 

AT *16.50 LIST 


... A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome plated. 
List (incl. excise tax) $16.50 
less our regular discount. 


SOLD ONLY THROUGH DEALERS 
LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 


<=> Thumb Tacks 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 





a slight heart attack but is reported getting along just 


fine. Hope you are back on your feet real soon! = iT 
h. a. STEGER is xpanding again. His new location FITS 
. . see 


is 9th & Spruce Sts. in St. Louis. He is carrying a full 
line of Haskell furniture along with Stylex chairs and 
the Murphy fire proof file lines. BYRON PINSON, a 


All sizes and 
shapes with sure 
support and 


orad rman Inj , , _ 
graduate of Furman University, has joined Steger as 

} broad-shouldered 
sales supervisor of the typewriter stand division under ‘ } conten 


the trade name of hasco 


Bos STRAUSE of Independence, Mo. is representing 
the Steger Co. in western Missouri, Kansas and Iowa. | 


MAYBELLE BisHop of Fiddler's in Kansas City, 
Kans., has now returned to work after a stay in the hos 
pital. She is feeling fine and thanks everyone for theit 


kindness during her illness 


As of this writing HARRY BOLING, SR. and HARRY IT 
BOLLING, JR. of ling Office Supply in Kansas City, | FLI Ps 
seen 


Mo. are both in the hospital. Senior should be out 

At a finger-touch, 
seat lifts 
Kansas | —_ 2 independently 
fe up and away 


shortly but Junior still has a way to go for release 


Bovos th Stanley Sargent Co. in 
has just completed 15 years with the firm as 


1. Congratulations, Stan! 


Sth District Notes 


TOM GULLEDGE, correspondent 
4020 Modlin St., Mesquite, Tex. 


Troy Mc NEILL recently became store manager and 

buyer of furniture and supplies for Wilson Office Sup 

ply Co. of Wichita Falls, Tex. Troy has a rather long 
th » and is well known by " IT 


and varied career in this industry 


many dealers and most travelers. He began in the office FOLDS 
R ase 


supply and equipment business with the I Connet 

Co Fort Worth in 1948. In 1954, he joined Station +) Fast and flat for 
easy portability 
and compact 


three states of Arkansas, Louisiana and Mississippi 
Again in 1957 he joined the E. R. Conner Co. and b/ ~ storage 


ers Distributing Co. as a representative and traveled the 


Wallis Office Supply, until gaining his present connec 


tion. Troy tells me that he is perfectly satisfied and hap j 
py now and hopes to remain with this fine firm tor am en "Ss 


Py 


many years to come J 


At GouLp, Major School & Office Supply of Fai 


view, Okla., reports the following: “We have pur NEW. Folding 


chased the office and school supply stock of Krouse’s 


and moved it to 107 S. Main St. here in Fairview. | 
was formerly general manager of Dowling’s in Okla Conference hair, No. 304 
homa City and more recently with the Oklahoma Seat 
| or . ‘ Handsomely at home in conference or waiting room, 
ng Co. of Oklahoma City 
office, or auditorium/classroom. Foam-padded seat, 

arms and contoured back, rich vinyl upholstery and 

I'm sure Al will be happy to see many of his old baked enamel tubular steel frames combine for lasting 
traveler friends and is probably in a good position to beauty, comfort and years of rugged use. Write for 
aewe a ss ——— catalog: Dept. F-3, HAMPDEN, Easthampton, Mass. 


make new ones so you fellows who travel Oklahoma 
it would be well if you stopped by to see him when in 
or near Fairview 
A nice news item from a very nice person, Mrs 
Louis C. SCHOBER, is as follows: Mr. and Mrs. Louis Easthampton, Mass. 


Manufacturers of: 


C. Schober of Mineral Wells, Tex., attended their first PUBLIC SEATING « OUTDOOR and JUVENILE FURNITURE + BRIDGE SETS 
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FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 


Typewriter Tools — Parts — Supplies 
SERVING THE OFFICE MACHINE TRADE ONLY 


AMES SUPPLY COMPANY 


ATLANTA DETROIT 

1190A N. Highland, N.E. 6527 John C. Lodge Expwy 

CHICAGO NEW YORK 

564 W. Randolph Sr. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 
CLEVELAND 
1122 St. Clair Ave., N.E. 


AGENTS IN ALL PRINCIPAL CITIES 











“ ROLLING LADDERS—Made from 
Oak or Birch 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 
“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
Step heights, and 4 widths. 


Send for Circulars 58WOA (Wood) & 56-OA (Steel) and Deoler Discount 
Manufactured by 





123 W. Spring 


i. D. COTTERMAN Naperville, iinois 


SEEING IS BELIEVING 


Ask your salesmen to carry a sample of Barkley’s MAGNI 

FYING Index Tab to SHOW their customers how it speed 

up File Look-Ups. For FREE sample packet write to 
C. L. BARKLEY & CO. ¢ Founded 1921 © Depr. 04-5 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 








Write for Dealer 
literature & Prices 


HARDBOARD FABRICATORS, inc. 


59 BRANCH ST e $7 tours 7, 





merchandise clinic (¢ arpenter Paper Co.) at the Statler 
Hilton Hotel in Dallas, February 17-18. The Schobers 
own and operate Schober’s Office & School Supply 
in Mineral Wells. The store is located at 313 N. Oak 
St. and they had their formal opening December 3, 
960. Here again two fine people who have joined 


our industry recently and being rather new in the busi 


ness, earnestly request information and sales aids which 
will enable them to do a better job 

I R. CALENDER, who was_ head bookkeeper tor 
Latil Stationery Co. of Baton Rouge, La. for 12 years, 
died in January. He was 55 years old. Mrs. INEZ 
NOLAND replaces him 

Mrs. J. C. Roperts of J. C. Roberts Office Supply, 
Lake Charles, La., was married to KENNETH R. Dy! 
of the same city, January 6, 1961. Mr. Dye is the man- 
ager of a local wholesale radio and television supply 
firm. Elizabeth tells me that she plans to continue in 
her present capacity as owner and manager ot her firm 
This pleases all travelers, | am sure, for it ts always a 


ul pleasure to call on such friendly and affable per 


10th - District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
1596 Jackson St., Denver 6, Colo. 


A bit of remodeling is the order of the day .. . or 
ek at home of DOLLY AND GLEN BARCLAY 
irpenter), in the kitchen no less. ¢ ould be a big feed 
the offing. Better the kitchet bigger the feast, my 


if 


Dick SHEBLE (Lyon Metal) who enjoys his outings 
umily style is anxiously awaiting delivery of a fine new 


trailer on order. Keep patient Dick, remember our 


spring snows 


PeGcy & ALAN SANFORD (Dixon-American Crayon ) 
ust bought a new home in Boulder and are busy as 


beavers moving in at 375 S. 45th St 


At Brown (Mark-Well Printed Products-Office 
Supply) has fine quarters and warehouse at 2510 - 17th 


St. Al’s mulling over some ideas and cooking up new 


Keep an eye on this fellow for some interesting 


1e\ lopments 


Lippy & JIM HAyNes (Venus) join up with other 
ivelers in suburbia by way of a new home at 6705 S 


Penrose out Littleton way 


Buyer AL LANGFIELD (Kistler’s) just completed 30 
ar’s service. LLoyp DUNN, printing plant buyer, runs 
close with a 28-year record. Our congrats, gentlemen. 


The FRANK Lipps have done it again . . . you guessed 
moved back to town. Frank says mountaineering 

is for the goats. New address is 4710 Federal Blvd. In- 
cidentally, Frank wants his New Mexico friends to 
know he is fine as a fiddle, works hard every day (?) 
ind misses seeing everyone of you Change in his ter- 
ritory, not his health, is reason he’s not down that way 


Next on tap is the REGIONAL in Salt Lake City 
May 12-13 
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13th District Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N. Y. 


FRED ROSCHER, who is the very popular lieutenant 
New 
Kimp 


assistant to 


governor of District 13, has sold his store in 


Rochelle and has taken a post with Bainbridge, 
ton & Haupt, Inc. There, he ts 


MORTIMER CHUTE, the 


acting as 
head of that firm, and himself 
district. The new 


ss is WILLIAM KLEIN. 


rormct 


the New 


governor of the 


Rochelle busin 


owner ol! 


The planning committee for the annual drive of the 
U.].A 
chairmanship of the very 
Mori 


resentec 


Stationery Division, met on March 29 under the 


experienced and_ talented 


LIBIEN. Every s 
| 


gment of the industry was rep 
n the persons of HYMAN BaDEN, IRVING LER 
LESTER MADDENS, IRVING LEvy, STANLEY GEIS 
MAR, LEO ARTHUR ROMM, and 


MAN 
COHEN 
STONE. May 25 was selected as the night of the dinner, 


the pla to b later 1€S 


MILTON 


onat¢ d 


il honor has been paid to a member of 

oftice furniture industry in our area in the choice ot 
Davip L. WARNER as the Republican candidate for 
in the state of New A member of 
organization of the Desk Co n 


Dave is now th 


issemblymar Jersey 


the sales Brenner 
salk S 


d him 
worked 


Newark for the past 23 years. 
growing firm. He has devot 

founded and with 
a leader in religious work 
in ardent worker for his polit 


the David Warshawsky R publi 


iw that troup grow to a memb 


rs too numerous to list in this 
nanager for several U.S. Sena 
besides all of which he is an 
we cannot help but join his 
host of friends in wishing him Godspeed in the forth 


Ol 


we report the death of a 

teran statio dear friend to many. LEO 
W ERTHIME! ndeat 

ol knowit p 


himself to all who had_ the 


To his widow and his sot 


xtend sincerest condolences 


THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 


@ Patented Knee-Action Grippers 
Hold All Copy Securely 


16°W « 12°H o°W x 16°H 


CUR TES YOUNG 
Copyholde Dupficor 
West 18th Street New Y 


CORPOR 
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automation comes to 
tape-winding 


A better method — 
a better machine 
for automatically 
winding perforated, 
communications, modern tape handl- 
computing or ac- ing techniques 
counting tape. Write for descrip- 


DEALER 400- - ares form 
INQUIRIES , 
INVITED 


CYCLE EQUIPMENT COMPANY 


= 17480 Shelburne Way - Los Gatos, Calif 


The Cycle Univer- 
sal Tape Minder is 
made to satisfy all 
the demands of 





na The eo _—a 


auarMOmntanco 


STEEL OFFICE SPECIALTIES! 





WRITE FOR CATALOG 


Eusvies Manufacturing Go. 


“America's Finest Letter Racks” 


120 QUALITY ITEMS 
Customer Satsifac- 
tion Since 1912! 














2448 West Larpenteur * St. Paul 13, Minn. 

















YOUR Customers 


will prefer BEACH’S 
... most people do 


Show—recommend—and 
sell the expense books 
preferred by MOST 
VIP's, salesmen and 
tax accountants. So 
COMPLETE, Easy 
to Use, and Sturdy! 
(Build repeat sales) 


BEACH PUBLISHING co. 








Sharpens and gives 
long needle point 


COLORFUL Cases 





UNEQUALLED QUALITY 


See your tavorite Dealer 


FRED BAUMGARTEN 


1000 Virginie Ave NE Atlanta 6, Georgia 











HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 14th District Notes 


KEN FULLERTON, correspondent 
4623 York Bivd., Los Angeles 41, Calif. 
“May | see how you 


sort for — Ep GLESSER (Lindy Pen Co.); LEO CAMPBELL, (Eu- 


reka Printing Co.); WILLIAM Ho.tom (Yale Filing 
Supply), and Jerry JONEs (Mfgs. rep.) are new mem- 
bers of the club. Welcome, fellows, let’s see you at the 
Monday luncheons 


It was announced by our new golf chairman, TED 
CALDWELL, that our next outing would take place April 
7 at Palos Verdes Country Club 


PETE MASTERSON has been an excellent fraternal 
chairman. He is so efficient that he sent himself a get 


well card during his recent illness 


All travelers were sorry to hear of the passing 
SAM BULLOCK of Aldine Stationers. Our deepest sym 
pathy is extended to his family 


Ask Your Salesmen ; On March 6 we held our first meeting under the di- 


rection of our new officers. Those in attendance were 


to try this , GEORGE HATTEN, TOM OLSON, BoB LAUTERJUNG, 


Roy BAUGHMAN, ERNIE DANIELS, IRV SATRANG, AI 


just ONE WEEK a month BAUGHHER, FLOYD CHAMBERLIN, GEORGE FREY, Roy 


MASON, JOE MACDONNELL, TED CALDWELL, BuD 

SORTERS FOR- SPANGLER, LoyAL CARLON, STEW ANDERSON and 
If for just one week a month your outside — 
salesmen asked that question on every Sales Tickets yours truly. It must be re ported that Loyal got to the 
call they made, a lot of customers would Invoices meeting at 9:30 A.M. so he could be sure of one ot 
invite them right into their file depart- © pin. of radin the two seats at the head table. As it was he only beat 
ments. Once inside they'd see some good, : Correspondence 
some bad, some indifferent sorting opera- : Mail 
tions .. . and pick up some leads which : * 
could develop into profitable Kohlhaas : Purchase Orders We understand that Ray LANGLEY, president of the 


Sorter sales for vou. : and any other size 
sorter s for you or type of media i9ers has been ill. Also that HANK LYLEs has a broken 


= . , 
nkle. We hope you both are up and well again 


me out by 15 minutes as I showed up at 9:45, 


You know that a Kohlhaas sorter is just Rtiteh tien 
a means to an end... to prepare material sande to order 
for filing by getting it into alphabetical or : 

: e4 iderstand that Eppik HARRINGTON 'S son, 
numerical order . . . but often your cus- We also understand . 
tomer doesn’t. You can do him a favor by 
showing him how a Kohlhaas sorter can ’ him the best of luck and a speedy recovery. 
speed up his preparation for filing, which : ; 
is really the biggest part of the filing job Z , 

J ‘ ) to ; Oo! ( 

He can select the sorters best suited to We extend congratulations LEIGHTON CRESS of 
his purposes from the 11 numerical and Clark Office Supp ly, Phoenix, on his election to gov 
50 alphabetical kinds which are illus. : ernor of the new District 10 
trated and described in our FREE cata- : 
log, copies of which are yours for the : ae 
asking. Che 


GERALD, is to undergo a heart operation. All of us wish 


Stationers Association of Southern California 
‘ held its April meeting on the 19th at Roger Young 
You can clinch sales by carrying a repre : i os & 
sentative line of Kohlhaas sorters in your ; 
stock but we can also make fast delivery Next month PAuL West (( xford ) will take over 
of all of our many items. ™ the writing of this column for the coming year. I want 


SUGGESTION: Ask your salesmen to , to thank all the members that contributed information 
carry a sample on some of their calls. : and interesting notes to me this past year. I have en 
Nothing sells like a demonstration. ’ : 

, joyed writing this column and hope that you have found 


it interesting and at times a little humorous. | know 
a &, y 
Paul will appreciate your help so if you have any news 
E Ch hited cones: ; wetpths.s. 


worthy items, please get in touch with him. 
Founded 1914 ata I & 


8012 S. CHICAGO AVE. CHICAGO 17, ILL 

© rwanda canada : New Firm Opens in Saginaw 

(Please attach to your letterhead and mail) 

| THE KOMLHAAS COMPANY A new business, Tri-City Office Machines, has been 
8012 S. Chicago Ave., Chicago 17—Dept. OA-5 opened in the Millard Bldg., 423 S. Franklin, Saginaw, 

Mich., by its owner, WARD J. THOMAS. 


YES, please send us_ copies of your FREE 8 page 
the exclusive agency for Remington 


| 

| 

2 : 

| illustrated catalog of alphabetical and numerical sorters The firm has 
| Name - Rand office machines, with franchised sales and service 
| 
I 
' 


Address —______- on Remington Rand adding and calculating machines 


ind typewriters 
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ge: A 


you build a solid business 
, rubber 
with KEENER bands 
PH Every type, size, width a’ 
and color for any need. 7, 


== 
FLAT STYLE OR ROUND 
SOLD IN BULK iS 
OR BOXED ————} _ | & 


KENNETH B. MILLER, Pres. 


“The Name Indicates the — o 


722 COMMERCE ROAD * ALLIANCE, OHIO @ 
PHONE TAlbot 1-1880 


Finest quality, low cost pocket seals 
used by Architects, Clergymen, itis 91 
: : EI 
Corporations, Engineers, Fraternal PERMANENT 
° . MAKE ITA 
Organizations, Lodges, LEGAL 
Notaries Public and Sur- IMPRESSION 


veyors. 


Make beautiful raised 
letter, tamperproof, per- 
manent impressions on 
various types of docu- 
ments and legal papers. 


3 die sizes to suit most every possible 
use. Dies are interchangeable permit- 
ting lifetime of use. 


SUPPLIED 
WITH 


FREE 


Liberal, profitmaking discounts. Selec- PERSONAL 
tion of sizes and styles plus guaran- POCKET 
teed quality. CASE. 


When ordering pocket seals be sure 
to specify LEGAL POCKET SEALS. 





CONSOLIDATED STAMP MFG. CO., INC. 
CHICAGO+ DALLAS* LOS ANGELES* NEW YORK CITY+ SPRING VALLEY, N.Y.» TORONTO 


HOW MUCH 


WOULD YOU GUESS THIS PORTFOLIO SELLS FOR? 


— 
a 


It's made of genuine Amerhide®, a stunning new leather- 
look grained vinyl that’s super durable. In addition to its 
fully lined expanding center folio that holds reams of 
papers and books, it boasts 2 pockets (front and back) 
secured with full-length rip-proof solid brass zippers. Flap 
closure is smartly styled with a non-tarnishing lock and it 
comes in three popular colors—black, brown and tan. How 
much? Only $2.98 retail . . . a price that will surprise and 
please your customers as much as it does you. 


See the complete line at 
the NEW YORK STATIONERY SHOW 
Room 510—Hotel New Yorker—May 14-19 


or, write for complete catalog. 
AMERHIDE AMERICAN PORTFOLIO CO. 


Showroom: 730 Fifth Ave., New York 19, N. Y. 
Cl 5-7717 Factory: Bronx, New York 
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Complete 
| Portable 


* REAL COMPACT > i 


_%*& REAL QUALITY colors & 


combinations. 


_%*& TOP PROFITS WRITE Slim, 


matching 


* BEST BUY for full details and literature Carry- 


A superb value cases. 
Made Exclusire Importers 
in Spain 


Trading Corporation 
IMEXCO 6 East 18th St., New York 3, N.Y 





Want Ads 





Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-five 
cents a word, minimum charge $5.00 payable with order. Add six words if dept. address is used. 


Address Dept. Reply to OFFICE APPLIANCES, 600 W’. Jackson Blvd., Chicago 6, Attn.: Dept. 








MANUFACTURERS’ REPRESENTATIVE AVAILABLE REPRESEN V p gressive acturer of binders and folde 


usive items. Write in confidenc 
ritories available, to indern 
Stamford, Connecticut 





LINES WANTED FOR FLORIDA by salesman thoroughly 

filing supplies, commercial stationery. Has excellent sales 

on Florida or include another state or two if desired V sedi ehataieael cn ’ ; ee ee 
Office Appliances, Dept., MAY-11 remot iaegtans A Rad : aite Caak: tak eeneitenced 





n-year-out sales builder 
ps 


onn 





Just a young feller that’s real hungry and willing to work. Ha 
ness since 1949. Knows dealers in North Dakota, South Dakota . 
Kansas, Illinois, Wisconsin, Iowa and Minnesota. However, this p pre F A FA IN nplete t epe ines of carbon paper 
territory of the Dakotas, Iowa, Minnesota and Wisconsin. Intereste te ers ppor t Vid S Southeast territ 
that will supply him some kind of compensation to help pay trave pense V x tly r 1 t wie t € manuf rer’s representat 
He is a little lazy at times and likes golf. P.S. Have lots of f f t ¢ ne No ailer most of present mm Participation 
terested, Write Office Appliances, Dept., MAY-10 enses to deve nev Ss { ' nn ) ull details 











OFFICE FURNITURE OR ACCESSORY lines wanted by 
establish himself as manufacturers’ representative working New Yor trog 

area and south to Washington, D.C. Personally acquainted with dealer hrougt SALES REPRESENTATIVE WANTED 
the East as well as in other areas. A capable sales prod \ddre ff Ar INTERNATIONAL 

oliances, Dept MAY-8 








CONSISTENT PRODUCER FOR ELEVEN YEARS, “‘Qualit A oleate singer mec ipa oy ge dg er 
Manager, for leading business machines company. Seeking a ty , pty : ’ 
relocation. R. Nestel, 19 Ellington Street, Longmeadow 


business 








“MR. MANUFACTURER: Do yc want top re sentat N New . t eo ‘ vy Book Shelf Unit lid 
York, Connecticut and New Jersey? If you make office furnitur pment ‘a rtible bolt ! , » type ste ¢ 1 and steel hoe equ pment see 
will be worth your while to drop me a line today.’ OFFICE AF AN esentation reaidinn tn @aithenre aves * ne tore for dealer distribut 

APR.-7., 100 East 42nd St., New York 17, N.Y , ili nd Vir 2 ‘ ate e full details of 





JALLAS BASED MANUFACTURER REPRESENTATIVE 
howroom and warehouse now serving over 500 established de 
ounts in Texas-Oklahoma-Arkansas-Louisiana, desires to hear from M t SALESMEN WANTED 
f furniture, equipment, stationery and supply line whict a8 | f 
entation. Write Office Appliances, Dept., MAY 











OFF IN MICHIGAN )hio jiana? Need deale 
handle all three on quality es. Write Off Ant 








MANUFACTURERS’ REPRESENTATIVE WANTED 








MANUFACTURERS’ REPRESENTATIVE COVERING Off 
epted line of contemporary steel chair lounae seating t ¥ . ach ANTE P . f ‘ , three territ 
pen. Write Office Appliances, Dept., MAY fornia a > westernstate xa tate and Mid-west. We wa 
high grade, disting he 
and office equipment tr 





ow ell and all else 
OR STEEL OFFICE EQUIPMENT and FURNITURE é R.F.R., Park A 
and Louisiana. Dealers already producing consider 
t ial is far greater. Man selected must be able to develop th 
siderable assistance provided including a wel! stocked local 
No other lines may be handled. Salary and comr 0 P 
to Office Aopliances, Dept., MAY-25 











MEN OVER OLLEGE ind 
onflictina iten Very little work 
you now cover and lines you repre 





WOOD OFFICE LINE Medium priced. 3 nes with wide 
Desire Representatives with companion lines. Write Office Appliance 








MANUFACTURER OF OFFICE FURNITURE 
work, and 1961 NOFA award winner for the 
anufacturer representative in all state Full 
9 Write in detail tates vered ind 
Street, New York City 
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SALESMEN AVAILABLE 





New York Metropolitan area office furr 
o everal manufacturers. Please write 
w York 17, N.Y Dept MAY-21 





AREA by salesman with exceiler 
represent manufacturer of star 

lines. Prepared to confine efforts to the or 
Wisconsin, northern Illinois, northwesterr 

fice Appliances, Dept MAY 





SALES EXECUTIVE AVAILABLE 





as managing officer is available for new 


field. Knows the industry, well grounded ir 
any proposition from sales director t t 
ffice Appliances, Dept May 





SERVICE REPRESENTATIVE AVAILABLE 





eeks additional service & 


hani & modern shop 





POSITION AVAILABLE 





duplicating machine department Larges 
B. Dick and Verifax franchises. Salary 

erience in this field with successf record 
San Bernardino, California 


has drive and can direct the efforts of five 

into business for yourself, if only par 
and printing company in the Los Angele 
)ffice Appliances Dept FB-é 





OFFICE MACHINE MECHANIC AVAILABLE 





change Experience 


Write Office App 





RETAIL BUSINESS FOR SALE 





& Stationery business volume over 
*r, willing discuss gradual take 
ainted fully with this field 

iances, Dept MAY 





ymmercial Printir 
Real opport 





machines furniture and stat 


d management 17 years. Selling on 
ynces, Dept., MAY-6 





Mid-Hudson N.Y. area for sale 
one service. Have complete service dept 
p machine and furniture lines exclusively 
$90,000 per year. $9500 in maintenance 
and «accounts receivable of approximately 

Write Office Appliances, Dept., MAY-1 





FURNITURE, located next to Vandenberg 
m. $5,000.00 will handle. Write Office 





of 


franchises, beautiful Upper Peninsula 
Write Office Appliances, Dept., MAY-12 





Sales and Service business in operatior 
growing town of better than 20,00( 
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Approximately $14,000.00 will handie. Splendid opportunity for some one who 
wishes to make MONEY. Write Office Appliances, Dept., MAY-9. 





FOR SALE AND WANTED TO BUY 





BUY OR SELL Pitney-Bowes, addressograph, Elliotts, cabinets, typing machines 
letter openers, adders, calculators, typewriters, Vari-typers, IBM. SACH 121 
West 23rd St., New York 11, N.Y. CHelsa 3-8086 





LARGE AMOUNT USED visible cabirets, kardex, acme and rand. Variety of sizes 
and styles. A-1 condition, very reasonable. Eversteei Equipment, 69 Spring 
New York 12, New York. 





ELLIOTT-FISHER MACHINES, adding machines, parts bought and sold 
Quantity and serial numbers. Maloney-Giimore Co., 537 S. Dearborn St 


5 iil 





ELLIOTT-FISHER AND Sundstrand machine. Electromatic typewriter, adders 
calcuiator and all office machines bought and sold. Teeter-Warsh Co., 849 Nort? 
3rd St., Milwaukee 3, Wisconsin 





ELLIOTT-FISHER MACHINES, Calculating machines, adding machines all office 
equipment, o»ought and sold. W. J. Growley Co., 906-908 V/ater St., Milwaukee ; 
Wisconsir. 





WANTED TO BUY 





ESTABLISHED CASH REGISTER BUSINESS wanted by experienced 
details. Write Office Appliances, Dept., MAY-24 





TOP PRICES PAID for N.C.R. #3100, #3200 and #3400. All Burroughs Ser 
matic; Keyboard Graphotype Model 36340, 3£6380. 42 years as world’s leading 
rebuilders of office machines. International Office Appliances, Dept. OA, 326 Broad 
way, New York 7, New York WO0-2-3200 





HIGHEST PRICES PAID for used bookkeeping machines: Nationals #£31-10-1 18 
26SP, Postronics (132) and (137), Sensimatics #F501, Sundstrands 7284091 
Brandt Coin Changers #100, 150, 200 and 250. L. A. Peari Co., Dept. OA, 140 
W. 42nd St, New York 36, N.Y 





WANTED: National and Burroughs acct. machines, addressographs peed. 
Graphotypes. Pitney-Bowes, Brandts Dept. OA William Marion Co., 173 La 
St., New York, New York 





WILL BUY BOOKKEEPING MACHINES—Burroughs Billing Sensimatics—Nationa 
Class 3000,31,32, Remington Sundstrand—indicate details, model, serial. GIBIAN 
BUSINESS MACHINES, 128 Lafayette St., New York 13, N.Y 





WANTED: Burroughs or N.C.R. bookkeeping and billing machines, calculator omp 
tometers, adding machines, etc. any style. Quote complete description and best pr 
AMERICAN BUSINESS MACHINES, INC., 573 Broadway, New York 12, N.Y 





WAREHOUSE AND SALES FACILITIES AVAILABLE 





A VETERAN SALES ORGANIZATION with complete warehousing facilities in New 
York Metropolitan area seeks to represent an aggressive office equipment manufa 

turer. Write giving full particulars. Office Appliances, Dept... MAY-2, 100 E. 42nd 
Street, New York 17, N_Y 








FREE MAILING LISTS OF 6,755 COMMERCIAL STATIONERS and office appliances 
dealers. Also 8,119 typewriter and adding machine stores. Write for FREE catalog 
of lists of retailers, wholesalers, manufacturers, institutions, banks and others 
We charge only for addressing. SPEED-ADDRESS, 48-01 42nd St., Long Island City 
4, New York 





MANUFACTURERS, HOTELS, MOTELS. Chambers of Commerce. Camp ports 
Associations. Chicago business, professional, others. Write us your needs. Aver 
331 N. Austin Bivd., Chicago 44, IIlinois 
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Drop in for 
a round table 
discussion 


The subject: Furnishing the 
offices of today and tomorrow. 
On the agenda: The importance 
to the corporate image of pres- 
tige, originality and the look of 
leadership. Achieving comfort, 
efficiency, individuality.Solving 
special problems. The place: 
Jens Risom Design Inc. 


444 Madison Avenue, New York 22, New York. 
Showrooms: Atlanta, Chicago, Dallas, Los Angeles, 
New York, Copenhagen, Melbourne and Toronto 


> In the picture for 
Jens Risom Design Inc. are 
Mr. John Tapner, Vice Presi- 
dent, Marketing Director; 
Mr. Jens Risom, President 
and Miss Ellen Grotto, Adver- 
tising and Public Relations 
Director. Chairs are reserved 
for you and your clients. 





OFFICE DESIGN 


ection of Office Appliances edited for office furniture dealers and 
their designers, space planners, independent decorators and architects 


Total Design 

The Office in the Round 
Efficiency Rise at Tidewater 

The Many Faces of Office Design 
Specialty or Trade for All Jacks? 
Experimenting with Potentials 
Ghost Design for Small Dealers 
The Mantle of the Dealer 

Forget That You Sell Furniture 


The Raison d’Etre of Modular Furniture 


Design Notes... 137, 146, 


Furnishings Guide... 
Accessories Guide... 


Periphery ... 





DrAGeS 
2p pliane®ss 


Abstracting “‘office,” Art Director Leonard 
Schimek has used the functional elements 
of an office interior to create the 

esthetic surface design on our cover; 
combination representing Total Design. 











The reception area of the Philadelphia > 
Hospitality Center, the designed prelude t 
an é fi cient office use of circular Space 


Editor Walter $. Lennartson 
Managing Editor Clarence O. Schlaver 


Office Design and 
Furnishings Editor Carroll Cihlar 


Eastern Editor Thom Grant 
Assistant Editor Clavdette Ruffino 
Editorial Assistant Anne Gricius 


Art Director Leonard Schimek 


Advertising Offices 


East: Wallace W. Fisher, district manager; George W. Larrouse. 
100 E. 42nd St., New York 17, N.Y. MUrray Hill 2-2373. 


Midwest: Herbert L. Sime, vice-president; Jack M. McDonald. 600 W. 
Jackson Blvd., Chicago 6, Ill. DEarborn 2-3206 


West Coast: A. O. “Beau” Dillenbeck, Jr.; Tom Galavan; Dick Hat- 
field; Ray Kittle. Dillenbeck-Galavan, Inc., 266 S. Alexandria Ave., 
Los Angeles 4, Calif. DUnkirk 5-3991. 
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FURNITURE DESIGNED TO ENHANCE THE CONTEMPORARY INTERIOR 








"Dealer Franchises REQUEST BROCHURE NO. 31 


Available" 


(ON PROFESSIONAL LETTERHEAD) 


ee I SHOWROOM: 315 EAST 62 STREET 
NEW YORK 21, NEW YORK 
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4 Versatile lower heights 


Partitions with conversion headers and top 
fillers to any height desired 


4 


3 New floor to ceiling Thinwalls 


Whatever your business ... whatever your space prob- 
lem, Adanlock partitions are architecturally styled to 
meet your every requirement. Adanlock has advanced 
the partition modular concept to offer unparalleled 
flexibility of arrangement ... all heights can be inter- 
membered to provide unlimited adaptability. 
Design engineered for ease of installation and portabil- 
ity, Adanlock partitions are available in nine color- 
coordinated finishes to brighten and lighten any office 
... increase efficiency and morale. Discover how Adan- 
lock can meet your every office requirement. 





“mond 


write 


f4xdanlock — Jamestown 
S1 WATER STREET JAMESTOWN, NEW YORK 
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The Stanley 
Madison Avenue +109'% 


Introducing the new 


Stanley Madison Avenue 


The look of quality ... the feel of quality ... the durability 
of quality ... and in addition, the absolute ultimate 
in long lasting comfort. These features you sell when 
you offer the popular new Stanley Madison Avenue. 


STANLEY MANUFACTURING CO. 
2310 N. Main Fort Worth, Texas 


OFFICE DESIGN SECTION 
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expressing 
today’s 
architectural 
concept... 


contemporary / by columbia 


Contemporary is one of the most timely collections of office furniture you’ve ever 
seen—from the fastest growing name in the industry...combining today’s clean, 
uncluttered lines with a luxuriousness of feeling that is exciting to look at... profitable 
to sell. You'll also be interested in Columbia’s forward-looking policies, fast-moving 


ideas—including the most flexible Lease Plan in the industry. Write for full information. 


COLUMBIA-HALLOWELL DIVISION JENKINTOWN 79, PA., SANTA ANA, CALIF. 


where reliability replaces probability 





Binrly 


A MARKET SENSATION — 


This unique idea from Murphy-Miller is 
sure to attract the same complimentary 
attention from your customers as it did 
during the recent N.O.F.A. show. 


Perfect for business and social needs of 
the busy executive . . . both at the office 
and at home. 


Unit features two locking file drawers, 
adaptable to letter or legal filing — flip 
the hidden, finger tip release and 
PRESTO! A service bar equipped with 
glassware and serving tray. 


#2-DFC Less than $200.00 retail 





DONT/ 


FEATURES: 


@ All Walnut cabinet 

@ Plastic top 

@ Extension slides 

@ Locking drawers 

® Legal or letter filing 

@ On casters for maneuverability 


New METAL-WooD 

posture chair... 
Featuring the unmatchable warmth and 
beauty of genuine Walnut, aesthetical- 


ly blended with the clean line crispness 
of metal. 


The Metal-Wood series is now avail- 
able in desks, chairs and multiple seat- 
ing . . . creating a complete office 
correlation of style and functional at- 
tainment, not usually found in this price 
range. 


#6179 Approximately $110.00 retail 


MURPH Y- MILLER, Inc. 


OWENSBORO. KENTUCKY 


ICE DESIGN SECTION 





: ————— 
ek a ei: Kaiti ; 


| 





Two words of good advice 
from the successful new president ,, 7 " 
of a successful old company: SIELIL S$ IEIELGASIE. ° 
This is Mr. Albert G. Howell, the new president and general manager of Bank 
and Office Interiors, Seattle, Washington. Mr. Howell, his firm and Steelcase 
are old friends. He has been selling Steelcase for the past eleven years, and his 
company has represented Steelcase in the greater Seattle area since 1933. Mr. 
Howell’s prescription for success in the office furniture field is colorfully terse. 
He says, “Sell Steelcase! It keeps pace with modern trends, it’s priced right — 


and it sells. No dealer can do better than to tie in with Steelcase!” Steelcase 
Inc., Grand Rapids, Michigan; Canadian Steelcase Co., Ltd., Don Mills, Ontario. 


Want to join the team? 
Write for our fully illustrated, complete line catalog — 
and for details on how you can become a Steelcase dealer. 


Address Department O. 


STEELCASE INC 
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7109 Merchandise Mart e Chicago 54. Illinois 
Ke Featuring installation of Johnson Chairs 1930F and 1740 at Metropolitan State Bank. 


hicago made by Kendrick Furniture Company. Chicago 
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DESIGN NOTES 


SIX DECADES LATER .. . The 
quintescence of office design at the 
extremes of 60 years has just been 
given a showing at the National 
Design Center in New York City. 
The Leather in Decoration Show, 
which closed at the end of April, 
presented two rooms illustrating the 
striking changes in design that have 
taken place since 1900 

Sponsored by the W. H. Gunlocke 
Chair Co. and the Upholstery Leath- 
er Group, today’s design of the of- 
fice was crystalized in “Fanfare,” a 
Madison Ave. art director's office 
created by William Pahlmann, F.A. 
I.D.; and the quaintness of an earlier 
era recreated in “Turn of the Cen- 
tury,’ a Wall St. broker's stall by 
Tom Lee, A.I.D 

The changes in decoration, ob- 
vious in the cuts, are purely the re- 
sult of changing fashion. Changes in 
color, too, are for the most part 
fashion but with a mixture of to- 
day's psychological research. The 
lightness of line and reduction of 
bulk is almost exclusively the result 
of materials and production im- 
provements. Changes in lighting are 
all tec hnological 

As was clearly pointed out at the 
show, one common denominator in 
the two offices is leather used 
then as now a comfortable, prac- 
tical upholstery material. However, 
today’s full top grain leather in a 
wide range of colors is a far cry 
from the sober black so popular at 
the turn of the century. 

The cold orange-oak furniture in 
the old room is a stern contrast to 
the warm, smooth walnut in the 
modern office. Streamlined for com- 
fort and efficiency, chairs in vibrant 
shades of lemon, green and orange 
leather from Gunlocke’s Galaxie line 
differ from the stiff, hard-bottomed 
models produced early in the history 
of the company, as today’s sports 
cars differ from the “tin Lizzie.” 

The old roll-top desk with meager 


working area and stubborn drawers, 
is replaced by a large round “‘spread- 
out” table with long, low filing and 
storage space within easy reach. 
Table and cabinet are from The 
Leopold Co. of Burlington, Iowa. 

A free-standing panel of Amtico 
vinyl in stripes of parrot green, 
lemon yellow and Siamese orange 
extends to the floor in a circular pat- 
tern which allows free wheeling for 
the orange leather executive chair. 
A dark grey carpet from James Lees 
& Sons covers the rest of the floor. 

Walls in the modern office are 
off-white textured wallpaper which 
gives an added feeling of space and 
light. In ‘Turn of the Century,”’ the 
back wall is wood panel with stained 
glass windows. The other walls are 
papered and decorated with an 
antique wallpaper frieze. 

Modern concealed lighting fix- 
tures in “Fanfare” give an overall 
brightness to the room, supplanting 
the dim glow of gas fixtures and a 
Tiffany lamp in “Turn of the Cen- 
tury 

Mr. PahImann has chosen modern 
paintings by Howard Pedersen to 
add bright, clear color to the walls 
of the modern office. Mr. Lee, with 
nostalgic sentiment, has _ selected 
framed lodge “membership certifi- 
cates,’ family photographs, and a 
hand painted marriage certificate 
dated 1902. An added note of 
whimsy is the use of an antique 
black leather ‘chamber horse,” early 
version of an exercise machine. 


NEW BLOOD FOR NOFA 
Richard (Dick) Murphy has taken 
the post of assistant executive director 
of the National Office Furniture As- 
sociation. He will help John Gray, 
executive director, in the fulfillment 
of plans to build up the association. 
His big job will be concerned pri- 
marily with developing of member- 
ship and programs within the local 
chapters 


Fantare 
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Turn of the Century 





OWENS-CORNING 


FIBERGLAS 


plont enager’s office 
mater > 
personnel monoger 
Owens-Corning Fiberglas Corporation selected G/W 
ECHELON for all echelons at their new textile yarn 
plant in Aiken, S.C. ECHELON, with its unlimited 
flexibility, creates complete unity of design throughout 
all administrative and factory offices. Walnut-finish lam- 
inated desk tops and smart extruded aluminum “H” 
legs complement the architecture of their contemporary Pe 
new building. This installation is typical of the larger, s ‘ prserecg 
more profitable sales you can make offering ECHELON P 
and the complete line of G/W metal business equip- 
ment, filing supplies, systems, and office accessories. 
Get the facts today on how you can increase your profit 
as a G/W dealer. Write Dept. DO-5 


THE GLOBE -WERNICKE Co. 


ae G eee Ciaetanati 12 Ohio 
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THE COMMANDER 


As the name implies, this new series by BOLING 
deserves attention. The straight simple lines of the 
basic design are accentuated by interesting 
shaping of the angled arms and posts. Dimensions 
of seat and back have been engineered for 
maximum comfort, and cushioned with latex and 
polyfoam. Fabric seats with top grain leather or 
Elastic Naugahyde trim in a wide selection of 
colors enhance the beauty and comfort of the 
Commander series. Cane backs are available on all 
chairs. Lacquer or oil walnut finishes are standard. 


Our 


57th 
W Year 


NO. 1711UB 


NO. 1714UB 
NO. 1713UB 


NO. 1710UB 
NO. 1758UB 
NO. 1711CB 


Chairs for all business 


BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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is specified 


supported viny! ipholstery fabric 


c%e Begin with Boltaflex, and let your imagination soar from there. This is the vinyl 
— $e fabric that gives you inspirations to design around ...with patterns developed 
7% by General Plastics’ own industry-acclaimed Central Styling Studio. Whether you 
choose conventional Boltaflex, breathable Boltaflex, or glove-soft Vinelle, the most luxurious 
vinyl of all, you gain durability, washability and a range of colors that includes not just 
the basics, but the dramatic and daring as well. Now, too, the Boltaflex Color Coordi- 
nation Program points out how to combine Boltaflex with complementary fabrics on 
specific pieces of furniture for refreshing originality and stay-fresh practicality. Write for 
free swatches of Boltaflex, the vinyl upholstery fabric that inspires trend-setting interiors. 


THE GENERAL TIRE & RUBBER COMPANY / Textileather Division . 








Coated Fabric Leadership 


TEXTILEATHER 


Toledo 3, Ohio 
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The Key to Office Furniture 
and Equipment Security 








The unique, round key to a Chicago ACE® Lock is a symbol 
of the best in lock security. Whether for top secret files, 
strong boxes, computers, supply cabinets or desks, there’s a 
Chicago Lock designed to deliver maximum protection at 
a minimum cost. 


Write or call for a consultation with a 
Chicago Lock engineer to determine the 
best way to meet your locking problem. 
There is no cost or obligation for engi- 
neering to recommend or adapt a lock to 
exactly fit your requirements. For gen- 
eral information on the Chicago Lock 
line, write for our catalog and bulletins. 

















CHICAGO LOCK CO. 
2026 North Racine Avenue « Chicago 14, Illinois 





4150 
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Republic Open Shelf Filing gives you all these 


SALES-BUILDING FEATURES 


Speed, efficiency, economy ... key factors in modern office procedures. 
Republic answers all three requirements, gives you all these sales- 
building, profitmaking features. 


@ Increases filing capacity of active file rooms as much as 50% 

@ Saves up to 40% in time required to remove and replace file folders 
e@ Permits narrower aisles—no space needed to open drawers 

@ Speeds file identification with handy, easy to locate index tabs 

@ Reduces maintenance costs—no moving parts to wear out 

@ Costs much less than other types of filing equipment 


@ Remains attractive and new-looking for years—Bonderizing plus 
baked-on enamel in choice of three popular colors 


@ Offers exceptional strength and durability—backed by Republic’s 
reputation for quality. 


Compare features. Compare values and you'll see why it will pay 
poenestl you to stock and sell customer-preferred Republic Open Shelf 
iadiams Filing. Send today for price lists, specifications, and dealer discounts. 

Dependable Profitmaking dealerships available. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION + DEPT. A-2178 
1058 BELDEN AVENUE + CANTON 5, OHIO 


C] I want to learn more about the advantages and 
economies of Republic Open Shelf Filing. 
(— I am interested in an attractive dealership. 


REPUBLIC STEEL |: .«.._ rs 


Firm 
BERGER DIVISION oatieae ed _ 
CANTON Ss, OHIO Ci nnctsentintiiien ED cna 





@ All models have Stainless Steel Top and Trim 


@ Full Five-Year Warranty on Compressor Units 














REFRIGERATOR- COOLERS 


Gatlin Woplalily for he Modern Gfx! 


An infinitely dependable electric re- 
frigerator that fills a little space and 
a big need. The SOCIABLE is de- 
signed to complement any office 
decor; and built to the most rigid 
commercial specifications. Just 
imagine how many prospects you 
have for the SOCIABLE within your 
sales area! Take advantage of this 
special sample offer (with advertis- 
ing and freight allowances) right 
now. Your customers are waiting! 


Beverage-Air Supplies 
Free Dealer Aids . 


WRITE OR WIRE TODAY 


Less Advertising Allowance of $50.94! 


Here’s what you get for $4454: oun cost suc. retan 
NYL-CLAD FABRIC TEXTURE MODEL WITH CASTER LEGS $155.00 $232.50 
NYL-CLAD WOODGRAIN MODEL WITH CASTER LEGS 155.00 232.50 

1 BAKED ENAMEL FINISH MODEL WITH STRAIGHT LEGS 135.94 187.50 





INVOICE PRICE, F.0.B. YOUR CiTy * $445.94 $652.50 
LESS ADVERTISING ALLOWANCE OF 50.94 
YOUR NET COST 395.00 —395.00 


A PROFIT FOR YOU OF........... $257.50! 


*West of Mississippi River, F.O.B. St. Louis 


THE BEVERAGE-AIR COMPANY 


BOX 1981 SPARTANBURG, SOUTH CAROLINA 

















quirements within the limitations of 
the compact Harter Seating Center 

e to you as it appears here or in the 
out the two outside pegboard 
play is 14 feet long. The smaller 


eft-hand central display board 


A customer can feel a Harter chair’s comfort. He 
can try the adjustments. Harter chairs give you 
tangible features to sell. So, concentrate on chair 
sales first. Orders for other office equipment will 
follow. Harter makes it easier for you to get 
started on the right track immediately with this 
special free Seating Center display. 

A Seating Center in your store is a tremendous 
help to you in selling chairs. It helps you “sell-up”’ 
by bringing all Harter chairs together in one 
central, organized spot for comparison. Chairs 
are arranged by price and type from the center 
out. You start in the center, pick the chair type, 
work out and down in price and then back up. The 
customer tries, sees, and buys. 

You have a choice of two displays. One combines 
a complete representative stock of 16 chairs and 
the full 14-foot display. The chairs are uphol- 
stered in a variety of colors and fabrics to empha- 
size breadth of choice. Harter also furnishes with 
this fine Seating Center display a valuable copy of 
our complete upholstery and color Visualizer at no 
additional charge. The complete display with 
chairs takes only an 8x16 foot section of floor space. 





HRHEH HARTER SEATING CENTER DISPLAY 


organizes chair selling — increases chair sales — takes minimum floor space 


» functions of the various types of chairs. The 

1 central display board shows individual Harter 

grouped by job functions. Shelf holds liter- 

ng free Vizualizer that contains samples of 

and finishes. Pegboard can be used to show 
tches of office layouts. 


SPECIALIZING IN HARTER CHAIRS HELPS YOU SELL OTHER OFFICE EQUIPMENT 


The smaller package, for dealers “‘pinched’”’ for 
space, consists of 13 chairs. The display is re- 
duced to its basic two central panels, sign and 
shelf, and the Visualizer. The result is a dominant 
floor display and demonstration center concen- 
trated in an area of only 8 x 12 feet. This is ideal 
for increasing sales in the small store. 

Dealers who have used the Seating Center plan 
have increased sales up to 25%, and so can you. 
You sell faster and easier. Your customers find 
exactly what they want for more complete satis- 
faction. You have fewer call-backs and you re- 
ceive larger, more immediate orders of chairs as 
well as other equipment. You'll sell more of every- 
thing by becoming a Harter chair specialist, now. 


Find out all the benefits of becoming a Harter dealer. There's 
no obligation. Also receive free literature on the entire Harter 
line by just mailing this coupon along with your name and 
letterhead to; 


JM HARTER CORPORATION 
425 Prairie Avenue, Sturgis, Michigan 
Harter Metal Furniture, 139 Cardigan St., 
Guelph, Ont 
Briones-Harter, S.A. Lago Isea, Mexico 17, O.F 





Robert Collins 


Robert Funk 


DESIGN NOTES 


THE BIG UPLIFT The office 
designer who hasn’t enough time to 
satisfy the demands for his talent can 
look forward to longer hours at his 
office in the near future. And, the 
office designer who finds himself say- 
ing amen to Wall St. statistician’s ref- 
erences to this day as one degree or 
another of recession can expect a 
more receptive market for his services 
before the year is out. To help the 
economy out of its present ditch, a 
ready bootstrap is evolving in the 
form of the building boom sweeping 
the country 

Commenting on the “Big Boom,” 
Chicago's building commissioner, 


George L. Ramsey, last month said 


March building permit figures showed 


a 113 per cent increase in proposed 
construction dollars over the same 
month last year; and that for the first 
quarter of the year, building permits 
rose 39.2 per cent over the same pe- 
riod of 1960. These substantial gains 

represented by proposed commer- 
cial and apartment buildings be- 
come overwhelming in light of a 27.5 
per cent drop in single-family dwell- 
ing construction 

Though definitely a big stride, Chi- 
cago placed third in dollar valuation 
of building permits issued. New 
York, with three times Chicago's dol- 
lar valuation, led the nation for the 
period. Los Angeles was second and 
Detroit the last of the big four 

True, the building permit picture 
only represents applications for con- 
struction and not necessarily construc- 
tion starts, but nevertheless is a good 
indication of business desires, inten- 
tions and needs 

Adding substance to these pro- 
phetic figures is an item in the current 
issue of Business Conditions, publica- 
tion of the Federal Reserve Bank in 
Chicago. A glaring characteristic of 
Chicago's office boom during postwar 
years, the item says, is the lack of con- 
struction on a speculative basis, i.e., 


in the hope that enough tenants could 
be found before completion to allow 
the building to function at a profita- 
ble level. 


DESIGNER APPOINTMENTS .. . 
Robert E. Collins, A.I.D., has been 
appointed manager of the James Hill 
& Co., Inc., E.O.I. (Executive Office 
Interiors) showroom in _ Jackson 
Square, San Francisco, Calif. Prom- 
inent in the interior design field in 
the Chicago area for the past 10 
years, Collins had most recently 
been associated with Business In- 
teriors, Inc., of Oak Park, IIl., as 
director of design 

Robert Funk, N.S.I.D., has joined 
the staff of Bennett's in Dallas, Tex., 
enabling the firm to now offer the 
special services of counselling, plan- 
ning and designing of interiors for 
executive suites, banks, restaurants 
and other commercial buildings 
throughout the Southwest. Funk was 
associated with the Land Depart- 
ment of the Atlantic Refining Co. 
before starting his own practice last 
year. 


CATALOGS AVAILABLE ...A 
new, expanded catalog showing 72 
exclusive drapery designs and describ- 
ing its complete contract drapery serv- 
ice, has been issued by the Edwin 
Raphael Co., 124 E. 6th St., Holland, 
Mich. 

Maison Gourmet, Ltd., 1170 
Broadway, New York 1, N. Y., has 
published a new catalog of contem- 
porary accessories. Bookends, smoking 
accessories, wastebaskets and umbrella 
stands are among the items shown as 
are imports from the Scandinavian 
countries and Italy 

A catalog and price list for its new 
line of accessory tables has been re- 
leased bv B. L. Marble Furniture, 
Inc., Bedford, Ohio. The series com- 
prises thirty-three models in a variety 
of shapes, sizes and woods, with wal- 
nut or aluminum bases. 


OFFICE DESIGN SECTION 





TOTAL BUSINESS INTERIORS 


DESIGNED FOR YOoOouR CUSTOMERS 


by Alam A oes comenn 





























TREND PROGRAM 


Start today to build greater sales around the complete “pac kage” offered by 
Alma in the fabulous concept called “The Trend Program.” 

Sell, by offering personally styled office interiors featuring one complete 
source for the entire job. From the idea. to drawing boards of our competent 
specialized planners: Interior Designers: and Fashion Co-ordinators you are 
assured of a well rounded best-for-your-necds suggestive plan. 

One source for all accessories and a complete interior design service are at 
your command when you choose the Alma Trend Program to fit your every 
selling wish. Write today for further information and see how you can take 
advantage of this — now. 





alma 
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Union Carbide Corporation, New York, New York. GF 100 


Series Desks, 1000 Series Consoles and GF Filing Cabinet Atlantic City Electric Company, Atlantic City, New Jersey. GF 1000 Series 
Desks, Goodform 300 Chairs, GF Institutional Tables and GF Stacking Chairs. 








OFFICE OF 
THE YEAR AWARD 








GEYER'S OFFICE 
INSTALLATION AWARD 


FOR THE SECOND 
STRAIGHT YEAR 


GF FURNISHED OFFICES WIN THE TWO 
TOP “OFFICE OF THE YEAR” AWARDS 


Again in 1960, GF-furnished offices won the two top “Office of 
the Year” honors. These awards are made annually by OFFICE 
MANAGEMENT MAGAZINE with the cooperation of members of the 
American Institute of Architects and the Association of Consult- 
ing and Management Engineers. 


1. “Office of the Year” Award 
First Place, for offices of 300 or more employees 
won by Union Carbide Corporation, New York, N. Y. 


2. “Office of the Year” Award 
First Place, for offices of up to 300 employees 
won by Atlantic City Electric Company, 
Atlantic City, New Jersey 


In 1959, these two awards were won by the Southland Life 
Insurance Company, Dallas, and Louisiana Companies, Baton 
Rouge. Both buildings were furnished with General Fireproofing 
business furniture. 

Charney’s, GF’s Atlantic City dealer, won the first place 
Silver plaque in Geyer’s Office Installation Award for 1960. This, 
too, was for the GF installation at Atlantic City Electric Company 

the first time that one installation has been honored as both 
“Office of the Year” and “Best Dealer Installation”. 


Dept. OA-14, The General Fireproofing Co., Youngstown 1, O, 


BUSINESS FURNITURE 








MOVABLE 


OFFICE 
PARTITIONS 


© Easily Erected Without Tools 

@ Positive interlocked Construction 
@ Unlimited Versatility 

e MARLITE Honeycomb Panels 

@ Modern Decorative Styling 


SCREENS AND 
ROOM DIVIDERS 


Aluminum frames are custom 
fabricated to fit flat or corru- 
gated plastic panels. May be 
floor anchored or ceiling braced. 


Send for color portfolio of 
“SCREENS AND PARTITIONS” 


COUNTER 
PARTITIONS 


Universal extruded aluminum 
post fits all positions: Atend, 
center or corner. 

Takes 1/4” piate or 7/32” pat- 
tern glass. 

Easy to install. 

No visible flanges or screws 
Quick service in all sizes. 


In anodized aluminum or gold 
finish 


STELZER MOLDINGS INC. 


23184 Keller Street * South Bend 28, Indiana 


Please send information on 

CL] MOVABLE OFFICE PARTITIONS 
[] ROOM DIVIDERS 

CL) COUNTER PARTITIONS 





lhiemann 


presents 


CREST 


Stylized Seating - Compact 
in Size but Big in Comfort 


CREST fits the Total Office Design concept of 
selling — function-wise and stylized. Available 
with 88” matching sofa, also sectional pieces. 
Upholstered in top grain leather, fabrics and 


Naugahyde products. 


Complete line of fine 

byl , 1 foseenrt f 
upholstered furniture for the 
l unge, lobby 


execulive office 


and reception area... home 
A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 


Chicago Showroom Dallas Showroom 
available to our Geo. L. Steinfeld Inc. 
dealers and their 360 Decorative Center 


clients Dallas, Texas 


niemann inc. 








FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 
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OTE COTTE PUTIN 


AN OFFICE IS DESIGN 


... planned or happenstance, pleasing or irritating, 
exciting or dull, functional or impractical. 


TO SELL THE OFFICE, SELL PRACTICAL DESIGN... 
colors that are coordinated, fabrics, carpets and 
draperies that lend interest and texture, equipment 
that is organized to get the job done easier. 


You do it easily through the Y&E Design and Dec- 
orator Service. We'll draw up floor plans, coordinate 
and supply everything in the office from furniture 
down tc knickknacks. Every office becomes carefully 
fitted to individual needs and personalities. Once it is 
planned on paper, we can furnish you with a complete 


visual presentation of swatches and renderings that 
help you sell your customers. (Many dealers have 
also found that a Y&E decorated showroom does won- 
ders for their own sales curves.) 


The Y&E Design and Decorator Service is one of the 
ways you benefit when you carry the Y&E /ine 


to it by calling or writing V. W. McCann today 


YAWMAN & ERBE 


STERLING PRE 


1024 Jay Street, Rochester 3, New York 


151 





NEW DRAPERY DESIGNS 


“Evensong” — exclusive Raphael 
drapery design is shown below. At 
the right it appears in use in an at- 
tractive office. “Evensong” is one 
example of seventy-two designs illus- 
trated in Raphael’s new catalog. 


WRITE FOR CATALOG find 
out how Raphael produced and in- 
stalled this drapery for the dealer. 
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Join the leaders who 
RELY ON 


laphael 


INFINITY FABRICS 


Edwin Raphael Co., Inc. 


HOLLAND, MICHIGAN 
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cult REFRIGERATED FURNITUR 
wa 


Exquisite and versatile...custom-built cabinets to hold ali the necessities for gracious entertaining. 
Refrigerated compartment. Luxurious hand-rubbed hardwoods. No installation required. Just plug 
into any. outlet in office or home. Nine individual models. Write for new illustrated catalog. 


SPRINGER-PENGUIN, inc. Pa 9-07 34TH AVE., LONG ISLAND CITY 6, N.Y. 
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DESIGN NOTES 


RESOURCES COUNCIL of the 
American Institute of Decorators, 
which enjoyed a successful “Day’’ at 
last month’s National A.I.D. Confer- 
ence in New Orleans, will take its 
staged presentations of the latest in 
interior furnishings to four big mar- 
ket areas before the winter season. To 
be held in co-operation with regional 
meetings, the program will be pre- 
sented at Miami’s Design Derby this 
month; at the Chicago Markets in 
June; at the Detroit A.I.D. Show in 
September; and at the Northeastern 
Regional Conference of the A.I.D. in 
New York City in October. 

This traveling show-symposium will 
adhere to the format established at 
New Orleans in which nine national- 
ly recognized designers or editors in 
the design field each reviewed, orally 
and visually, the following subjects 

- furniture, lighting, soft surface 
flooring, hard surface flooring, wall- 
coverings, fabrics and windows, syn- 
thetic vs. natural fibers, and accesso- 
ries. As each subject was discussed, 
the latest products representing Coun 
cil members’ developments and inno- 
vations were added to staged rooms 

Essentially the same program will 
be presented, without benefit of the 
staged examples, in co-operation with 
the Southern California A.I.D. Show 
to be held this month in Los Angeles 


NEW SHOWROOM ... ODI, the 
furniture division of Office Design, 
Inc., recently opened its sales show- 
room at 315 E. 62nd St. in New 
York City with a cocktail party at- 
tended by representatives of the 
press, Wall St. firms and commercial 
banking institutions. The enthu- 
siastic reception for the firm’s line 

- which combines wood, laminates, 
aluminum and steel in well-balanced 
proportions was seconded a week 
later when architects, designers and 
representatives of decorative firms 
were exposed to the new showroom 
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J OFFICE EQUIPMENT 


THE MILLION LINE 


Modular Styling 


@ Dramatic, sculptured styling: square corners, 
three modern leg styles, and vinyl covered steel 
drawer fronts. Wide color choice, too! 3 body, 3 


top, 7 vinyl fronts. 


@ Modular flexibility for the design of work cen- 
ter arrangements from three pedestal depths, eight 


top sizes, three credenza options. 


@ Saleable utility and design features include 
over-all locking center drawer; sound deadening 
throughout; nylon rollers; spring action dictation 
slides; leveling glides on legs; snap-in drawer 


tracks to allow easy drawer re-arrangement. 


H-O-N BOOKCASES 


Now in three sizes 30”, 42”, 48” 
heights and 1134” or 18” depths 
Wide selection of models in open 
front, steel or glass doors. Im- 
proved roller track in base 


MODEL 488 
H-O-N STORAGE 


A wide selection of substantial 
heavy gauge steel cabinets for 
the ordinary storage needs 


MODEL 66B 
H-O-N UNIFILES 


Combination filing and storage in 
seventeen models of various draw- 
er arrangements and sizes. Nylon 
rollers. Strongly made — hand- 
somely finished 


MODEL 38ADU 
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Modular or Conventional — H-O-N has both! 


Sales gains are jumping for H-O-N desks! Whatever your customer's preference, an H-O-N unit will 


meet his style requirements as well as his budget. H-O-N desks offer solid value through improved construction 


and saleable utility features. For literature, address The H-O-N Company, Muscatine, lowa. 


tt E 
THE CONVAIRE LINE 


Conventional Styling 


@ Smooth new Convaire Models fit the big 
volume market. Durable honeycomb core, 
steel enclosed tops available with Linoleum 
or Textolite plastic surface. Extruded alumi- 
num top edging contains stylish vinyl insert. 





@ Full depth box drawers and suspension 
letter drawers whisper on nylon rollers. In- 
terchangeable pedestals are sound deadened, 
available in four styles, including typing 
elevator. 





@ Other features: over-all center drawer 
locking; spring action dictation slides; 
anodized legs; adjustable height—29” to 
3015". 
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by CARROLL CIHLAR 


An Opportunity for Man to Achieve 
His Potential and for Management 
To Make Its Profit Lies in Design 


There are three forces working hand in glove 
today which are going to place man on the door- 
step of his true potential, which are going to 
drive man to further exploit his unique capability 

imaginative thought. These forces are the de- 
mand for economic efficiency, technology and de- 
sign. 

In rightfully demanding the highest return for 
its investment, modern business is becoming in- 
creasingly receptive to the thought that what hap- 
pened out in the shop can also happen in the 
office; indeed, must happen. 

With the growing white collar population in 
this country, the essence of the automatic screw 
machine is being, and will continue to be, re- 
evaluated into the office terms of computers. 
Primed by advances made by technicians, profit- 
minded management is in turn encouraging tech- 
nicians to refine automated equipment to sizes of 
greater and more flexible practicality. And, for 
the same profit-minded reasons, management 
which has been enlightened by designers is re- 
interpreting the essence of the production line in 
terms of a system geared to facilitate office op- 
erations; a system which concerns itself with man. 

Man, adaptable as he is, is capable of construc- 
tive actions under the most adverse conditions. 
Though nerves may become strained, he can per- 
form within environments of poor light, blaring 
noise, color schemes nonconducive to work, and 
uncomfortable ventilation and temperature. He 
will continue to act, with varying degrees of cheer- 
fulness, when beset with communications and 
transportation stumbling blocks that thwart a 








rapid and effortless execution of his tasks. He will 
make do with equipment not intended for the use to 
which he must put it. And, he has adjusted himself 
to work in a machine-oriented shop. 

Man can work under such conditions; a surpris- 
ingly high percentage of men do. But, that man does 
in no way suggests that he operates remotely near his 
potential efficiency. 

Because of these forces in the economy today, a 
professional vacuum has been created. The need ex- 
ists for someone to create an environment suitable 
for man working alone and man working in groups, 
an environment that is conducive to imaginative 
thought. The person filling this void will, within the 
near future, be known as an office designer. He will 
have a thorough grasp of the contemporary American 
scene. He will know that business must have its 
profit, and he will know that because profit cannot 
be denied business, automation can only exert a 
greater influence on business. But, most important of 
all, the office designer will know that his responsi- 
bility is to create a human-oriented environment. For, 
after these thousands of years of society attending to 
basic needs, man in America has reached the point 
where it is now most profitable to think in terms of 
human requirements. Such a situation could never 
have come into being until there were food surpluses 
nor until the machine was made to operate by itself. 


Turning Chaos Into Order 


Simply stated, to design this environment is to 
bring order to the office within the realm of given 
limitations. 

In a way, this process is similar to that carried out 
by the artist; elements are selected and then organ- 
ized into an integrated whole. This is essentially the 
function of the designer, but differs in that he carries 
the burden of limitations, while the artist is free to 
select what he will, combine these elements in any 
way he will, for whatever result he will. 

The techniques of design are nothing really new. 
They are the legacy of inventive and creative minds 
dating back to that of the fellow who saw the wheel 
inherent in the log. They are the methods which man 
has developed to satisfy a need. These techniques 
involve an analysis of the need from the standpoint 
of objective, an analysis of those elements which can 
best be employed in fulfilling the objective, and the 
integration of these elements to form an orderly 
solution to the problem. 
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How, then, does all of this talk apply to total 
design in the office? Management has a need to 
maintain or increase profits in the face of rising costs. 
At this particular stage of our economy, an efficient 
office is management's panacea. The efficient office 
is a rare thing today because all emphasis in the past 
has been directed to production, a term which only 
half-heartedly has been considered applicable to the 


office. 


Call in an Expert 


Management, honoring its own specialty and that 
of others, is turning, or will turn, this need for an 
efficient office over to the specialist who has made it 
his business to create such an environment the 
office designer, a person known variously today as 
furniture dealer, space planner, decorator or archi- 
tect 

Designing this environment begins with an analy- 
sis of the work to be performed, the space available, 
what equipment is needed to carry out this perform- 
ance, how these tasks relate to activities of other de- 
partments, human considerations, and the size of the 
budget available 

The designer's first limitation is the objective. 
What type of work is to be performed? Though such 
a question may seem elementary and foolish, a look 
at the number of lawyers’ offices in this country that 
would make a passable typing station warrants the 
question at least be asked again. Also, the answer to 
this question entails more than a statement of pro- 
fession. For example, law firm? Yes. But, which law 
firm? Dealing with which type of law? With which 
type of client? Comprised of what kind of lawyers? 
Needing what kind of general office procedures? 
This is the first requirement of the designer, to han- 
dle each office on its own terms, to sift through the 
clichés of what a lawyer's office should be and dis- 
cover what his lawyer-client in fact is. 

This fresh approach and disregard for the thrown- 
together answers that worked yesterday is illustrated 
in Raymond Loewy’s train of thought when recently 
asked to design a book. Though the questioner was 
concerned with the graphic design (type style, col- 
umn measure, the placement of text on the page, 
type of paper, etc.), Loewy answered by questioning 
the idea of “book.” Is the book really the best way to 
preserve and communicate ideas and facts? Is all of 
the bulk and weight necessary? He even questioned 


whether paper was the right material to use. 

If aluminum or another metal, which he suggested 
for pages, were used, would this then be a book? 
Public relations men would probably give it a new 
name that would catch the fancy of the public, but 
this whatever-you-want-to-call-it might be ‘‘book’’ 
more than book ever has been. 

With the objective well defined, the designer 
should then analyze what he has to work with. He 
must know how many people do what, and whether 
any of them do something else only sometimes. It is 
not the designer's function to change the client's 
system, but to create an environment to enhance the 
system. And, though he cannot be expected to be a 
management consultant, his knowledge of office pro- 
cedures can, at times, lead him to suggest minor 
changes in a client's operation that will take some of 
the fat out of it. This, at times, can involve person- 
nel. For instance, an outsider might see that the two- 
hour job done on Tuesdays by one clerk could be 
performed more logically by another if she had the 
proper equipment. Whether or not the client accepts 
the suggestion is his business, but by not making the 
suggestion, the inefficiency is only perpetuated and 
the design that less total. 


Too Much or Too Little Space 


With the company objective clearly in mind and 
the specific operations and number of personnel 
needed to carry them out, the next consideration in- 
volved in the design is twofold; how much space is 
available and what equipment is needed. Since space 
is bought or rented with specific square footage in 
mind, the amount of space is rarely a problem to the 
designer. There are two exceptions, however, each 
dealing with expansion. The first is seen in the case 
of a company that is cramped for space and plans to 
expand. Often, the office designer who is aware of 
this in time can make space-saving suggestions based 
on the proper use of equipment that would make ex- 
pansion unnecessary. The other exception is more 
prevalent. In this case, room for normal expansion is 
not accounted for. 

The shape of the space causes the designer the 
most concern. Aside from structural changes, which 
in some cases are accounted for in a budget, the only 
recourse is partitions and/or the use of modular 
equipment to fit the space. 

Selecting the proper equipment is the crux of any 
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office design, and is also the basis of the office design 
specialty. Every work station in every company poses 
an individual problem when selecting equipment 
With the wealth of components available today 
through modular units, nearly any work station con- 
ceivable can be created. To select the right combina- 
tion, however, is dependent upon a knowledge of the 
full range available and the potentials of each com- 
ponent. To select the best from a field of 10 is 
hardly adequate if, in truth, the field contains 100 


Conservationist for the Office 


Selecting equipment will also be inadequate if the 
designer ignores the client's existing equipment. A 
true designer is by nature a conservationist. This is 
not to say that a design should be distorted just to 
make use of old equipment. In most cases it would 
be impossible to use such equipment in the creation 
of today’s human environment, for a sound design 
fits the material to the function. Most old equipment 
is no longer suited to the demands of a human en- 
vironment simply because it was made at a time 
when human factors and human engineering weré 
unknown. 

In addition to the furniture selected for the indi- 
vidual work station, human factors play their part in 
the selection of lighting, color schemes, noise levels, 
draperies, carpeting and accessories. Though surface 
elements — desk top, paneling, color, draperies, ac- 
cessories, etc. — are selected for their decorative 
values, they play a definite functional role in the 
design of an office. 

In retrospect of an oe office design, 
each of these areas of analysis and selection can bs 
isolated, but in practice they must be considered 
relationship to a germinal end result. This is neces- 
sary because the second function of a designer, the 
integrating of elements into an organized whole, 
would be impossible to fulfill if the elements were 
not compatible with each other. 

When each element is meaningful in itself, no 
more no less, and when the combined elements form 
an integrated whole greater than the sum of the 
parts, then there is design. When the surface design 
is based on a sound functional design, then there is 
total design. In such a case, man has an environment 


designed for him. 


For fast service contact the “Fabrilite”® 
distributor nearest you listed below: 


CALIFORNIA 
Compton Urethane ne a ue of Calif 
025 E. Victoria St. 
Los Angeles 15 y-- Leather Corp. 
1139 Santee Street 
Los Angeles 15..Lindsey & Hall, 1036 —_ Hope Street 
Attn: Mr. C. Hall 
San Diego Foam Rubber Supply, 2210 Kettner Bivd. 
San Francisco 9......Scovel & Sons Co., 1122 Post Street 
Attn: Mr. Paul Scovel 

CONNECTICUT 

Hartford 5 New England yoy Supply Co 
Albany Avenue 


Attn: Mr. Robert Warner 
DISTRICT OF COLUMBIA 
Washington ..€. E. Briddell Co., Inc 
3726 Tenth Street, N.E. 
FLORIDA 


Miami 37 Jules & Jules, 3300 North Miami Avenue 
Attn: Mr. Julian Cohen 
Miami W. Valentine, 618 W. Eighth St. 
Tampa Gulf Fabrics, Inc., 105 East Park Avenue 
Attn: Mr. Russel! Gist 
GEORGIA 


Atlanta 2....J. R. Erikson Co., Inc., 364 Nelson St., S.W. 
Attn: Mr. J. M. Coffee 
ILLINOIS 
Chicago 6......A womens; 123 North Wacker Drive 
Attn: Mr. H. L. Hoenigsberger 
KENTUCKY 
Louisville 2..Herman A. Schildt Co., 323 East Market St. 
Attn: Mr. F. J. Berning 
LOUISIANA 
Baton Rouge 9....Tupper Supply, inc., 2117 North Street 
Attn: Mr. Howard Billings 
MARYLAND 
Baltimore 11..C. E. Briddel! Co., inc., 2800 Hampden Ave 
Attn: Mr. H. W. Beckman 
MICHIGAN 
Detroit 8 ..Foam Rubber Products 
5301 Grand River Avenue 
Attn: Mr. Sy Lichter 
Grand Rapids 3 es Supply Co. of G. R 
Fuller Avenue, N.E 
Attn: Mr. Arnoid Bjork 
MINNESOTA 
Minneapolis..New York Fabrics, Inc., 2938 Nicollet Ave. 
Attn: Mr. H. Becker 
MISSISSIPPI 


Jackson Woolley Brothers, oe Palmyra Street 
Attn: Mr. R. E. Woolley 

MISSOURI 

St. Louis 8 Hinsman Co., 4507 Olive St 


NEW JERSEY 
Union Krupnick Brothers, Inc., 909 Rahway Avenue 


NEW YORK 
Kingston Viny! Leather Co., 34 Ferry Street 
A 


n: Mr. A. J. P. Seitz 

New York 1..Fabric Leather Corp., 16 West 32nd Street 
Attn: Mr. W. Wilson 

Rochester 14 H. R. Howard & Sons, Inc. 
60 North Washington St 


Attn: Mr. W. S. Howard 
NORTH CAROLINA 
High Point American Supply Co. of N. C., Inc. 
308 West Broad Street 
Attn: Mr. Dewey Smith 
OHIO 


Akron John Showalter Co., P.O. Box 968 
Cincinnati King Bag Company, 127 East Front Street 
Attn: Mr. Walter King 
Cleveland 13 Earl K. Koch & Son 
2100 West Superior Viaduct 
Attn: Mr. Eari Koch 

OKLAHOMA 


Tulsa 8 Oklahoma Upholstery Supply 
Whittier Station, P.O. Box #3185 
Attn: Mr. F. W. Graff 

OREGON 


Portiand 14 .....McDonald & Co., Inc. 
930 South East Oak Street 
Attn: Mr. James D. Roddy 
PENNSYLVANIA 


Philadelphia 6 Maen Line Majestic Fabrics 
217 Chestnut Street 
Attn: Mr. Maurice G. Maen 
Pittsburgh 22 J. J. Peiger Co., 101-103 Market Street 
Attn: Mr. J. Williams 
Wilkes-Barre. The Smith Co., Inc., 568 Hazle Street 
Attn: Mr. Harold Smith 

RHODE ISLAND 


Providence 3....Providence Textile Co., 243 North Main 
Attn: Mr. Harlan Espo 

TENNESSEE 
Memphis 2 Southern Textile & Supply Co. 
894 Eastmoreland Avenue 
Attn: Mr. J. T. Hogan 


TEXAS 
Dallas 26......A. F. Schmalzried & Co., 2650 Main Street 
Attn: Mr. Chas. W. Schmaizried 
Fort Worth..Reese B. Davis & Co., 316-20 South Lake St 
Attn: Mr. Reese B. Davis 
Houston....A. F. Schmalzried & Co., 1930 Oakdale Street 


WASHINGTON 

Seattle McDonald & Co., Inc., 414 Boren North 
Attn: Mr. Leonard McDonald 

WISCONSIN 


Milwaukee 2 Gebhardt, Inc., 213 North Broadway 
Attn: Mr. C. Pushkash 
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DR BETTER LIVING... THROUGH CHEMISTRY 
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Looks like fine old tapestry ... yet the softly muted beauty 
of this “Fabrilite™ vinyl upholstery lasts for years. Picture it 
gracing an elaborate §lobby, a successful office. This rich, em- 
bossed, breathable texture was selected by a special consumer sur- 
vey. The colors? Straight from the imagination of Dorothy Liebes. 
THIS IS FLANDERS... NEWS IN 
teed pial VENTE UPHOLSTERY 
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the planning of right-angled 


business methods within the new circular 
Hospitality Center in Philadelphia 
is a striking example 


of the office designer's worth 








Office in the Round 
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Hardwick & Magee sets off 


On a triangular plot facing Philadelphia § Massive 
Hall, 


circular, 


and ornate City stands—figuratively, floats 


the city’s new glass-walled Hospitality 
Center. Though a seemingly verbal incongruity, the 
juxtaposition of circle to triangle, old to new, massive 
to light in reality is a continuing variety of harmony 
and interest 

This imaginative use of space devoted primarily 
to office functions is thoroughly in keeping with the 
purpose of the building, for the Philadelphia Con 

ntion and Visitors Bureau which it houses has been 
job of selling the new Philadel 


ntrusted with th 


reception 


area 


Philadelphia's Hospitality Cen 
ter, a circular building that 
could have a strong effect on 
what is considered appropri 


ate office space 
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Seating is by Laverne. 


phia along with its historic past to conventioners 

That the Hospitality Center is consistent with its 
location and purpose is important, but its true sig 
nificance lies in the fact that the interior space is 
efficiently correct as well as aesthetically correct. To 
fulfill its promotional task, the bureau staff neces 
sarily is involved with extensive correspondence, 
record-keeping and conferences. The fitting of thes« 
regimented, right-angled and routine business meth 
ods within the circular building without an apparent, 
or actual, forcing and distorting could have a strong 
effect upon what is considered proper and adequate 
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the Lightolier fixtures stops abruptly when 
yf Robert John desks and chairs 


The continuum of glass wall accentuated by 
the eve meets the business-like, squared oft placement « 


>E DESIGN SECTION 


OFFI( c 











ey ert 





eee ee 


UMS, eames =. 


maiedl ee eee 
"IRT SS 


‘oe 


we 
wit 


4 
PW os 


In keeping with the inviting intent of the Hospitality 
Center's purpose, partitioning of the managers’ “‘offices’’ 
is accomplished with nothing more than slim railings 


use of office space by the designer of tomorrow. 

Elisabeth Fraser, interior designer with Harbeson, 
Hough, Livingston & Larson, the Philadelphia ar- 
chitectural firm that designed the building, explored 
the potentials of the interior space as the conception 
of the building was being drawn by Roy F. Larson, 
chief architect on the project. Her challenge was es- 
tablished when Larson chose to make the building 


circular, a shape which has the distinct advantage of 


having no front or back. This was an important con 
sideration since the site is bounded by three busy 
streets in the center of the city near most hotels and 
transportation facilities. Then, to suggest the open 
friendliness awaiting the visitor who seeks informa- 
tion, it was decided to enclose the building entirely 
in glass. 

To these limitations were added the requirement 
that accommodations be provided for office functions, 
conferences, and the servicing of 500 visitors a day 

all in keeping with the elegantly modern building. 

The desk arrangement was handled in such a way 
that it capitalizes on the round building. Rather than 
cut the circle on its form-giving measure—the radius 
or diameter—Miss Fraser took as her axis for align- 
ment of the 90° desks a line off center. The result is 
that with every step in any direction there is a totally 
new view; there is continual interest and never the 
same slice of pie. The use of open railings to separate 
managerial stations makes further use of the glass 
perimeter by allowing the eye to grasp this con- 
tinually changing relationship between the straight 
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xecutive director's office 4 f which seems incorrect 


se of the apparent lack of p acy is contiguous to 
conference area. Desk and cabin from Robert John Ultra 


is black enamel with polished chrome legs and walnut 
top. Hardwick & Magee carpeting is off-white 





Rosewood free-standing wall takes on a decorative func 


tion 


in 


as well 
conference area from the reception-lobby 


line and the curve. This play of line never becomes 
nauseating because the mass of the desks squared off 
on their axis gives the eye something to focus upon; 
this focal point rightfully is the business aspect of 
the building's activities 

For this business end of the design, the Business 
Furniture Co. and Charles Stecker of the B.F. affili- 
ate, Contract Interiors, collaborated with Miss Fraser. 


Stecker fashioned each work station with desks from 


the Robert John Ultra group, using those modular 
fulfilled needs. These needs were 


units which best 
determined by interviews with each member of the 
staff. In all cases but one, standard units were used. 
The one exception was the reception desk. Stecker's 
design for this piece, approved by the architect, pro 


vided for the receptionist, compartments along the 


monochromatic 


as separate 


scheme of Center's first floor 
Knoll table and Laverne chairs of 


front edge for brochures, and a covering for an air 
conditioning unit. 

The desks are black with walnut tops. The floor- 
ing in the office areas is Amtico’s Large Mosaic vinyl 
tile in beige. The fishnet curtains from Stapler Fab- 
rics is also neutral and acts as a breaker of the out- 
side view through the gray, heat-absorbing glass. 
Accent for this monochromatic scheme is introduced 
in the Robert John swivel chairs of blue. 

A second accent is present in the olive hexagonal 
carpet from Hardwick & Magee. The new geometric 
shape sets off the lobby-reception area. Black-tufted 
leather seating from Laverne is grouped around the 
Frederick Lunning glass-top table in this setting. 

A further play with line and shape is found in the 


free-standing walls which separate the conference 





Office in the Round . . . continued 
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area is aligned perpendicular to the managerial desks 
166, 167; and parallel to the stairway leading to 

el. Robert John modular units are from the Ultra 
Amtico Large Mosaic tile. Door at rear leads to 


ors oftice. Files are black 








area and director's office from the rest of the floor. 
The rich-grained rosewood veneer of these walls pro 
vides a third accent 

The conference area every grouping is an area 
which “becomes” from another through the deft us« 
of line, shape, texture or accent color has white 
deep-pile carpeting from Hardwick & Magee which 
is contiguous with the director's area; the separation 
this time being the change in character of furniture 
The conference table in white is Knoll’s and the 
leather hung chairs are Laverne. 

Radiating from the center column of the building, 
from which is cantilevered the roof, are Lightolier 
fixtures which provides a high level of evenly dis 
tributed illumination and at the same time accentu 
ates the unusual form of the structure. 

On the lower level of the building, convention 
planning and numerous visitors’ requests are prov 
essed. Stecker here used Robert John’s Steelwood 
desks. To bring color to this level and to provide 
contrast to the white walls, the Robert John autumn 
color was specified. File cases, which the Bureau had 
from its old location, were repainted with this sam¢ 
color; the paint furnished by Business Furniture 

In this area, the desks line the circular wall in a 
fan. Only half of the area is used for oftice purposes, 
the remainder housing a small kitchen and the 
maintenance-boiler room. 


Though it’s only natural that a building of these 


proportions will receive more than its due of com 


ment (Though the public likes it and so do visitors, 
some have said “It looks like a flying saucer just 
landed,” or “It's the most inhospitable-looking 
building in Philadelphia ), the exacting design 
answers given the demands of these proportions 
serve as a definite statement of the oftice designer s 


worth OF 


Convention planning and the postal handling of visitors requests 
are conducted in the lower level of the Hospitality Center. Color 
is introduced in this area by the butterscotch desks from the 
Robert John Steelwood line, modified with Ultra group modesty 
panels which are raised beyond the machine height of returns to 
desk height. The remaining half of the lower level is devoted to 
a small kitchen and maintenance-boiler room 
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Every work station in the general ac 
counts and disbursements department 
at Tidewater Oil was individually fash- 
ioned from standard units in the Steel- 
case line to meet specific needs 


Flexibility of furnishings to meet changing job 
requirements was the prime office design need when 
the Tidewater Oil Co. world headquarters were 
moved from San Francisco to a gleaming $10,000,- 
000 structure in white Vermont marble, black gran- 
ite and stainless steel spandrels along famed Wil- 
shire Boulevard in Los Angeles. Executives of Tide- 
water liked the design prescription of the Schwab- 
acher-Frey Co., San Francisco, which provided for 
adaptability of the office furniture in easing adjust- 
ment to future needs. 

Ultimately, 42 different desk sizes and arrange- 
ments in the Steelcase line were worked out to meet 
the work requirements in the 46 Tidewater depart- 
ments involved, thus utilizing the inherent flexibility 
of the manufacturer's products. 

This story of office design goes beyond the mere 
equipping of offices for it involves the integrating 
of the installation into the physical transfer of the 
oil company’s world headquarters from San Fran- 
cisco to Los Angeles in just one week-end, Friday 
to Sunday. Achievement of this exact deadline took 
months of planning. 

When Schwabacher-Frey gained acceptance of its 
design proposal a survey team, headed by Manager 
James Galletly, went into immediate conference with 
the Tidewater executives for the selection and in- 
stallation of modern office furniture. To simplify the 
planning it was resolved to break the whole job into 


TIDEWATER logical segments. In fact, the efficient planning of 
the most minute details within a six weeks’ period 
through this break-down method proved of tremen- 

dous value. 

“When the Tidewater committee gave us the 
green light for a complete installation job, we quick- 
ly formulated plans for surveying the needs of the 
different departments,’ Galletly explained. Taken 
into account was the varying work load for the ma- 
rine, treasury, transportation, production, explora- 
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The office of the manager of the general services department was furnished with Steelcase 


2200 line, as was other department heads 
has been designed to fulfill work needs with the 


tion and land, auditing, marketing, tax and other 
departments. Working on this survey were Walter 
D. Mollison as sales representative, Allen Clark, 
Robert Ferrier and Galletly. 

Explaining the method employed by the survey 
team, Mollison said, “Initially, we were first called 
in to consult with Tidewater executives and had a 
proposal prepared for their planning committee. Our 
local designer, Russ Wilson, did a lay-out and th 
scale drawing for the complete office furniture in 
stallation. Through the quarter-inch scale floor plan 
for each department and with the use of symbols we 
indicated which units would require intercom, tele 
phone or other electrical equipment and showed just 


where the floor should be drilled.” 


on accounting department, right 


To prepare an exact layout required visiting of the 
building site by the survey team for talks with the 
representatives of Tidewater Oil, the contractor and 
Claud Beelman & Associates, architects for the new 
building. Resulting talks familiarized the team with 
the equipment to be installed and permitted a color 
selection acceptable to Tidewater as well as working 
out the basic furniture arrangements to tie in with 
installation of floor conduits. 

In making our final submission we had previ- 
ously presented a color rendering of one of the firm’s 
major departments,” explained Galletly. ‘This ren- 
dering showed just how we thought it should be 
organized for efficient work flow and also suggested 
color combinations. It was an efficient basis for 











evolving the final layouts which were, indeed, far 
more complicated 

The power of decision was then put into a few 
hands at this point by Tidewater to avoid any delays 
or confusion—since a six-month deadline had to be 
faced. Byron Johnson, manager of the General Serv- 
ice Department, co-ordinated the entire move and 
installation, directing which departments to survey 
first—to coincide with the schedule of contractors 
who were wiring the building. 

‘Promptly, we asked these department heads about 
their needs,’ explained Sales Representative Mol- 
lison. “After a discussion of their basic problems we 
submitted a layout showing suggested arrangement 


of equipment. The layout was then reviewed in a 


group department meeting and any necessary revi 
sions were made. Outside of junior executives want 
ing bigger desktops than the department budget al 
lowed, very few problems emerged. When the final 
layout was submitted, this including an itemized list 
of the Steelcase equipment involved, it was initialed 
by both Tidewater's Johnson and the department 
head. Six copies of the approved layout were then 
rushed to the various contractors, so they could keep 
on schedule with their phases of building construc- 
tion.” 

As a control center, the new world headquarters 
of the oil company covers petroleum exploration, 
production, transportation, manufacturing and mar- 
keting world-wide activities. Thus, a very complex 
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continued 


office furniture installation problem emerged that 
precluded a single blanket order. Schwabacher-Frey 
surmounted this problem by ordering the equipment 
for each department after it was surveyed and ap 
proved. 

"This order plan by Tidewater had several tre 
mendous advantages,’’ Galletly observed. ‘By placing 
orders over a period of approximately six weeks we 
could give each layout greater care in both the actual 
preparation and final approval. Tidewater had im 
plicit trust that we could do the job they wanted, 
and this proved a tremendous factor in reaching im 
mediate decisions.”’ 

The limitations under which Schwabacher-Frey 
Lad to work were manifest in the fact that the entire 
order in July had to be installed by December. Sinc« 
layouts required at least two months preparation, 
getting the equipment ordered and installed d 
manded around-the-clock work by the survey team 
Floor coverings, wall hangings, etc. being supplied 
by other firms had to be co-ordinated into the actual 


installation dates. 


Major Logistics and One Elevator 


About the only bottleneck that developed was that 
of physically getting the merchandise into the build 
ing. To Schwabacher-Frey’s surprise it was discovered 
that only one freight elevator would be available and 
then only after the contractors had finished for the 
day. This meant that as soon as the local Steelcase 
warehouse had each department's order ready to roll, 
installation must begin. The vans arrived after 4 
p.m. and all during November and December nightly 
Mollison physically supervised the entire installation 

An amazing development of this installation was 
the fact that few minutes were lost in setting up 
modern offices right on the heels of the contractors 
In fact, in some instances the paint had not dried of 
a lingering workman hadn't finished. 

Desert Sage was the dominant color selected, this 


chosen from the dunes of Tanalea mixed with the 
umber of the desert. Desk tops were in blond tan 
Textolite and chairs in Desert Sage frames with 
persimmon Naugahyde with brown gros point com- 
bination upholstery on the executive level. For the 
general offices the same color scheme was used with 
the chairs done in coral Naugahyde. These color 
selections were made because they blended in with 
the architect's use of a nutmeg color for the movable 
walls 

A typical installation was that in the employment 
reception room where special Steelcase files formed a 
convenient typewriter shelf for the central desk. The 
same desert sage color scheme was used with Flight 


Line chairs upholstered in coral 


Flexible Use of Standard Units 

Flexibility of installation was highlighted in the 
central typing department where space-saving L 
arrangements were formed by combining convertible 
tambour units and desks, these units equipped with 
pull-out slope pocket stationery trays. The 230 cabi- 
nets in the rear hold statistical typist supplies 

Top management was interested in keeping the 
new equipment as standard as possible. Schwabacher- 
Frey met this policy with just a few basic units uti- 
lizing Steelcase features such as left or right single 
pedestal, RAC drawers, C pedestals, DA pedestals, 
DC pedestals, No. 52 and No. 53 drawers and over- 
hang adjustments in various combinations. This 
flexibility paves the way for any future revisions 
where changes in personnel and procedures call for 
desk set-up changes. 

Even though this was a brand new building, we 
immediately encountered limitations,” points out 
Galletly. “Interior partitions were discovered where 
plans showed wide open spaces, and windows swung 
inside for easy washing. This might be fine for 
window washers, but it raised headaches as to where 
to relocate apportioned desks. Rewiring had to be 
done to the unhappiness of the contractors and every 
re-arranged piece again installed. The increasing au- 
tomation of offices certainly makes it necessary for 
salesmen to be as familiar with blueprints as con- 
tractors are 

But, these obstacles were all met, one by one, and 
furniture flowed in for each department, all to the 
slow stream of one single freight elevator. 

The 400-mile move from one city to another in 
just one weekend came to pass and 427,000 square 
feet of space was occupied in a massive structure 
where the familiar ‘Flying A’ symbolizes Tide- 


water's 100 octaine gasoline 
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The Many Faces of Office Design... 








Modern Complements Period 


Styling in Horder-Elkay Design 


There is a reason behind every office and every depart 
ment in that office. There is a definite function to be per- 
formed, be it billing, typing, the greeting of clients, the 
holding of conferences, or managing. Providing the most 
efficient tools in the most efficient arrangement to enable 
personnel of a given office to perform their functions 
most efficiently is the responsibility of the office designer 

It is right that on the surface this definition of the de 
signer’s function concerns itself with tools of the office 
the desk and the variety of forms it may take, credenzas, 
hutches or cabinets, chairs, files, partitions, et for 
they are what permit an office to fulfill its reason for be 
ing. And, it is also proper that the definition openly spe 
ify an efficient arrangement of these tools, for without 
such an arrangement the value of the tools drops dras 
tically. If either or each of these operations are ignored 
in the creation of an office, it is impossible to say the of 
fice has been designed. 

Not specifically stated but inherent in the thought that 
personnel be able to perform their tasks efficiently is the 
demand for surface design. Personnel are human. Humans 
react to their environment. If office workers are continual- 
ly reacting to their environment, they are not working 
And if office workers are not working for this reason, it 
is impossible to say their office has been designed. This 
thought is implied rather than stated because it defies gen 


eralization. In application, surface design in the office is 























The lobby of the Elkay Mfg. Co. in 
Broadview, Ill., is a natural restatement 
of the exterior. William Gordon, Hord 
er's director of design, suggested dome 
to receive Old English chandelier. Win- 
dow, aside vestibule, is draped with 
Schumacher “Fifty Grand” fabric in 
turquoise Slate floor 1s softened at 
seating area (above and page 177) 
with pie-shaped gold carpeting from 
Archibald Holmes. Tables and gold 
upholstered lounge are from the Kitten- 
ger Furniture Co. The Niemann side 
chairs are upholstered in the same ma- 
terial as the drapes. Bannister of stair- 
way (top) leading to second floor 
executive offices is white with gold 
trimming. Wall at landing is turquoise 
ot lobby accent 





Many Faces of Office Design 


the individual combination of client's likes and de 
signers imagination. 

An excellent example of the many faces of sound 
office design is seen in the new home of the Elkay 
Manufacturing Co. in Broadview, Ill. The two-story 


colonial front, serving as the general offices for the 
plant behind it, which this nationally-famous maker 


of stainless steel sinks recently erected sets the them 


for the interiors. However, William Gordon, 


N.S.LD., director of design for the furniture de part 


ment of Horder’s Stationery Stores, Inc., Chicago, 


created a number of offices which are contemporary 
and at the same time integrated within the period of 
the building. 

Essentially, and necessarily, designing offices of 
this scope was a collaborative effort. Horder’s was 
commissioned to plan the work stations and co-ordi 
nate the interiors. This being a new building, the 


Che conservative element of total 
design is seen in this office of 
one of the vice-presidents. The 
desk, chair and pull down lamp 
were salvaged from client's pre 
vious quarters and reconditioned 
by Horder’s. Unit on walnut 
paneled wall supplied by Nu 
Craft. Faint cocoa painted wall 
sets off ebony spear heads. Dra 
pery has brown and black hand 
print on beige ground from Leh- 
man-Connor collection. Bigelow 
carpeting is peppered brown 


offices were designed from blueprint, with specifica- 
tions being correlated with those of the builder, the 
Abeil-Howe Co. of Franklin Park, Ill. and Cedar 
Rapids, Iowa 

Gordon teamed up with Thomas Slotterbeck, sales 
man for the account and expert in the limitations 
and potentials of office furniture Following the 
mode of operation established by Arthur Poliquin, 
manager of Horder’s furniture department, the two 
started preliminary surveys 

Slotterbeck began his work by taking an inventory 
of all the existing equipment owned by the client. 
Each item was inspected to determine its value with- 
in the design of the new offices. If, by today’s stand- 
ards, it was judged a productive piece of equipment, 
it was so marked for use in its same function or in 


another department 


ntinued on page 184 











The most colortul and modern of | the 
executive offices at Elkay is that of the 
secretary-treasurer. Walnut paneled and 
white walls provide a neutral background 
for the vivid blues and greens. Draperies 
are blue and green handprinted linen from 
Patterson Fabrics. Carpeting is blue-green 
and black from Bigelow. The B. L. Marble 
pull up chairs are upholstered in Boris 
Kroll fabric; green for the two at the right 
in the photo below, and a bright orange 
on the one at left for accent. C-shape desk 
unit and swivel chair are from Robert 
John. Detail at left (on the fourth wall of 


this office) is a specially constructed con 
sole design by William Gordon. Blue and 
white tile top from Marshall Studios was 
combined with stainless steel brackets made 
in the Elkay shop 
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The office of the president is an excellent design statement 
within its period. Gordon specified the use of applied mold 
ing, highlighted in gold, on the white walls to establish 
the Williamsburg theme. Focal color is set in the multi-blue 
handprint overdrapes by Oken Fabrics. Horder-designed 
cornices are covered in Schumacher antique blue satin. Car- 
peting from Archibald-Holmes & Sons is multi-tone blue 
The two cane-back pull up chairs, from Beaver Furniture 
Corp., are upholstered in antique gold leather, the accent 
color. Desk and credenza are from the Standard Furniture 
Co.; swivel chair from B.L. Marble. Side chairs at top are 
from Beaver with Schumacher blue mesa cloth upholstering 
Three-light candle sconces and clock with antique gold 
finish are imported. The round table with marble top is 
from the Kittenger Furniture Co., as are the two side tables 
in bottom cut. Oxford Ltd. sofa is upholstered in gray-blue 
fabric from Rowen, Inc. 





Many faces of office design continued 





With this detailed information in har 
beck then held a conference with each 
manager. An analysis was made of the pre 
projected work load within each department 
number of employees involved. These broad 
ments were then augmented by an intet 
each employee. It was in these individual 
that the soundness of the final design was established 
for though the manager knows what is to be accom 
plished and how it is to be accomplished in view of 
the objective, only the employee knows whether sh« 
needs two file drawers rather than a box drawer and 
a file drawer in the right pede stal of her desk. Also 


only she knows that sometimes (six or seven 


day) she has to walk across the de partment 


an invoice number with another employe 
At the same time Slotterbeck was det 


realistic equipment requirement, Gordon was 


ing more about the manner in which he could co- 
ordinate the departmental and executive functions 
within the two-story building. He interviewed the 
xecutives regarding their color likes, style prefer 
nces and specific interests for purposes of accessoriz- 
ng. He learned whether the executives maintained 
laborate personal files, whether their functions re- 
quired extensive desk surface for checking blueprints, 
or whether they had many conferences or guests 
What did the normal board meeting entail? Visual 
presentations or mostly verbal? With this informa- 
tion, he worked out a scheme to co-ordinate these 
offices on the second floor with the lobby below. The 
treatment of all corridors and general office areas 
were then tied in with these locations 

After these initial surveys, Gordon and Slotterbeck 
got together and made their preliminary design. 


Slotterbeck planned the work flow in the general de 





Conference room at Elkay has a number of built 
in service units. Horder’s-specified walnut panel 
ing, in photo at left, conceals bookcases and other 
storage elements. Gold drapery from James Cun- 
ningham covers a cork presentation wall. The 
table is from the Robert John line, the chairs 
from that of B.L. Marble. Bigelow carpeting is 
brown, orange and gold. Vari-controlled lighting, 
specified by Horder's, utilizes Lightolier fixtures 
Wall adjacent to entrance (above and right) is 
»” walnut veneer doors on piano hinges which 
open to reveal refrigerator, sink and TV set. Sink 
is product of Elkay. This wall was a cooperative 
design by Horder's; Elkay; the builder, Abell 


Howe Co.; and Living magazine 


partments, incorporating extant equipment where 
possible within the work needs and the budget. New 
equipment was recommended when necessary. Lay- 


outs of these areas were made and correlated with 


Gordon's design for the building. Included in the 


layout were specifications for telephone and electri- 
cal outlets. This preliminary work was integrated 
with the builder's plans where applicable and ap- 
proved by the client. 

Upon this sound basis, Bill Gordon built his total 
design, the result of which provided an inobtrusive 
pleasantness, variety and a thorough integrity. Taking 
its natural theme from the portico with its four 
white columns the design begins in the lobby. Wal- 
nut paneling with applied molding and the slate 
floor in tones of gray, blue-green and umber carry 
the Williamsburg character into the interior. A 
gold pie-shape carpet from Archibald Holmes & Sons 


establishes the main seating area with a gold up- 
holstered Kittenger lounge and end tables. Two side 
chairs in the grouping are covered in Schumacher's 
Fifty Grand fabric, the same turquoise fabric that is 


used in the draperies. More central and under the 


large Old English brass chandelier hanging from the 
dome are two cockfight chairs in antique white 
leather. The outdoors and warmth are added to the 
lobby by the two groupings of green plants in natural 
clay pots. 

The lobby leads to a stairway to the second-floor 
executive offices. A white bannister with gold trim- 
ming takes the eye to the blue landing wall. This blue 
is the color of the Steelcase desks used throughout 
the general office areas and is a variation of the 
draperies in the lobby. 

The end point of this scheme is the office of El- 
kay’s president, which uses as its main color a variety 
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The short-legged C-shape modular ar- 
rangement for the president's secretary 
filled work surface needs through the 
use of a Steelcase 2200 60” x 30” sin- 
gle pedestal desk, a 30” x 19” machine 
height return, and a 78” x 19” side 
return along the wall with a box and 
file drawer pedestal and storage unit 


” 


with tambour 


A close examination of the variety of 
pedestals from the Steelcase 2200 line 
used in the desk arrangements in the 
accounting department illustrates how 
exactly the individual needs of each 
worker were analyzed and then satis- 
fied. Working from blueprints before 
ground for the building was broken, 
Tom Slotterbeck fashioned this layout 
and specified phone outlets 


of blues bordering on Wedgewood, dominant in the 
draperies from Oken and repeated in accessories. 
The walls of this office are plaster painted white 
with applied molding, the molding highlighted as 
was the bannister with gold. 

The desk and credenza from the Standard Furni- 
ture Co. and the swivel chair from B. L. Marble are 
the rightful focal point in this room, with secondary 
emphasis being placed on the two seating arrange- 
ments. The larger one, composed of a sofa from Ox- 
ford Ltd. and upholstered in a special gray-blue 
fabric from Rowen, Inc., faces the desk. Side tables 
from Kittenger are with lamps from Almco, the 
shades of which are trimmed with the gray-blue of 


The ladies lounge is a combination of happiness in black and the sofa. The other grouping centers on an imported 
white with accents of bold red. The seating is Steelcase upholstered 
with quilted Maslon Duran. The Peter Pepper clock has in its 


spokes the red of alternate seating units. 


gold clock flanked by two three-light candle sconces 


nN intique gold 


DESIGN SECTION 








It is from this office and the lobby that the color 
scheme of the interiors derives white and Nassau 








blue with accents in gold and black. These colors 
play in varying balance throughout all other areas of 
the building, excepting three executive offices and 
conference room, all of which are modern. They are 
treated solely to the demands of the individual man’s 


character. This is also the case of the conference 























room, where built-in units — sink and refrigerator, 


TV unit, presentation boards and storage units are 

itistying the work needs at one station in the pr 
tion control department, Tom Slotterbeck devised : : 
his E-shape unit from standard Steelcase 1400 modi character and function of the board 
rs. A right pedestal and left pedestal 55” x 30” desk 
re each joined with a 76” x 19” return. Off the ; é 
end of each desk he put 45” x 19” machine wishes, efficiently correct and yet, with a variety of 


concealed with draperies and paneling: to meet the 


The building is one consistent with the client's 


height returns. Since the majority of the pedestal appearance that satisfies the individual at each work 
wers are file drawers, a maximum of desk space 


f 


ing inches are kept to a minimum floor space station C.C. 





NOFA Round Table 


Specialty or Trade for All Jacks? 


On the premise that a panel of experts represent 
ing several points of view could discuss a subject of 
interest to office furniture dealers in a manner that 
would bring understanding and useful knowledge to 
listeners, Seymour Nathan, Ives Distributors, New 
York, N.Y., program chairman for the 1961 con 
vention of the National Office Furniture Association 
asked Walter Lennartson, editor of OFFicE AP- 
PLIANCES, to serve as moderator of such a panel and 
assist in selecting a subject and panel members 

The topic choice (Why Should a Large Con 
sumer Buy from an Office Furniture Dealer?) was 
a popular one, drawing a large crowd and in 
terested attention on the day of presentation 
Despite explanation that a round-table discussion 
differs from a forum which involves audience par 
ticipation, it was evident during the session that 
many of the dealers, designers and others presen 
were itching to give oral expression to their 
opinions. 

In order to be as representative as possible three 
of the six panelists were chosen from large con 
sumers and three from office furniture dealers. The 
consumer representatives were Arnold Koplik 
assistant manager, purchase and stores division, 
purchase and administration services department, 
The Port of New York Authority; Norman Lewis, 
Erwin Wasey, Ruthrauff & Ryan (Canada) Ltd., 
and William Dahl, office equipment advisor, Esso 
Standard. Dealers on the panel were Arthur Poli- 
quin, manager, furniture division, Horder’s Sta 
tionery Stores, Inc., Chicago; Larry Caldwell, man 
ager, contract furniture department, John Wana 
maker Company, Philadelphia, Pa., and Daniel 
Waldner, president, D. Waldner & Company 
Mineola, N.Y 

A group of eight questions (four directed 
large consumers and four to the dealers o1 
panel) was developed with the help of deal 
manufacturers, salesmen and others. Each question 
was directed to an individual member of the panel 





for a primary response. Subsequently, every other 
member of the panel was given opportunity for 
rebuttal or comment 

Following are the questions and the answers 
given by the panel members 

Lennartson: I will direct the first question to 
Mr. Dahl How do you feel about the designer 
and architect pitch that anyone who sells office 
equipment should not be allowed to plan the office 
because he will propose only what he stocks? 

Dahl: That hasn't been particularly our case in 
Esso Standard. We've had dealers who have al- 
ways worked with us. We've had long lasting rela- 
tionships with them. If we had any special prob- 
lems, they went out and shopped the field for us. 
Possibly if a consumer does not have standard sup- 
pliers with whom he has worked for years, dealers 
ire most inclined to promote their own material 
in hopes that it will pay out to them 

Lewis: I think it would hold true of a dealer if 
he stocks only certain brands. I think it falls back 
to the purchaser. It's the prerogative of the pur 
haser to decide whether the brand is that which 
will suit him best. If it isn’t, he shops another 
dealer or another designer. I don’t think it makes 
much difference whether he’s being sold by a de- 
signer or a dealer. 

Poliquin: I'd like to comment on Mr. Lewis's 
comment. I don’t feel that the architect is capable 
of making any recommendations because if any- 
body is narrowed down in his selections. it would 
be the architect. If he is a good architect, then all 
his waking hours will be devoted to being a good 
irchitect. If he tries to spill over into any knowl 
dve of the office furniture industry, then, because 

the lack of time, he could come to know only 

little bit about one line Progressive office furni 
ture dealers spend all their waking time acquiring 
knowledge of the industry and understanding of 
pecific needs of consumers in order to make in- 


S 


telligent recommendations as to what equipment 





would best fit those needs. Whose label is on the 
equipment doesn't make any difference. The main 
thing is what do you, as a consumer, need. I don’t 
think the architect knows enough about office 
furniture. If he knows as much as we do, then 
he’s not a good architect. He can't possibly be 
both. If he’s going to keep up on what's new in 
onstruction materials, know all the different for 
mations and things that he talks about and does 
know, believe me, he doesn’t have time to be a 
cood furniture man 

Dahl: May I comment on that? Some of thes« 
irchitectural firms do have a special design divi 
sion. I know in Rockefeller Center that Carson & 
Lundin were the architects. They have a staff that 
specializes in the equipment field. As a matter of 
fact, the late Bob Carson concentrated on office 
equipment. John Lundin and he worked as a team 


ind did some beautiful work. 


Poliquin: Aesthetically, they do good work 
Down at the level of daily functions, where the 
customer must live with what the architects have 
provided eight hours a day, five or six days a week, 
year in and year out, I am sure that it would be 
evident that the architects’ grasp of function and 
needs would not be as detailed, or as good, as the 
interested furniture dealer whose entire reason for 
being is wrapped up in this. 

Dahl: Both sides have points in their favor. It's 
neither black nor white. It depends upon the com 
bination of the people that you work with and their 
grasp of your particular problems. 

Waldner: I'd like to comment specifically on 
what Arthur was trying to bring out. I was sent 
by one of my customers to see a new installation 
in a bank. It was a beautiful job. On the officers 
platform were swivel chairs without casters. Yes, 
it was beautiful, but as to function, it was terrible 


“IT would frown upon an 
architect who wasn't 
interested in a dealer's 
services. I would think 
that he would be narrow- 


ing himself.” 
Norman 


‘I think continuing 

service and relationship over the 
years is probably the most important 
feature of a dealer organization. 


It is something on which we 


have always relied.” 
William Dahil 


The officers, who have to get up and down all day, 
were very much annoyed. We in the office fur 
niture business feel that we have a greater knowl 
edge of office furniture than any designer or any 
architect has. We don't know anything about 
buildings, we don’t know much about color, but 
we feel we do know something about the office 
furniture industry. 

Lennartson: We have not exhausted this subject, 
any more than we will any subject on our agenda, 
but we hope that this will start some thinking, at 
least 

The next question, for a dealer, I will direct to 
Mr. Poliquin. Are you training your salesmen to 
be able to plan and decorate offices as well as to 
sell office equipment? How and what is involved? 

Poliquin: No, we are not, so there is nothing 
involved 

Lennartson: Perhaps the question should have 
been, How do you do the planning and decorating of 
oftices for which your salesmen open the lead? 

Poliquin: Our salesmen are strictly furniture 
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“One of the big services 

we offer as dealers 

is liability... . If we do a job that 

is not satisfactory, there is a 
come-back on the established dealer 


and it is made right.” 


“What dealers have to 
offer exclusively is 
knowledge of the of 
fice furniture busi 
ness.” 


NOFA Round Table. . . continued 


specialists. They are able to recognize functional 
requirements because they have a knowledg 
the over-all equipment in the industry and 
ommend the tools that will best fit that functional 
need. When it comes to the aesthetics, and putting 
them around the perfect function, we leave that 
to our design people. They devote their time to 
knowing all about color, co-ordination, the right 
kind of materials in terms of carpeting, drapery, 
floor covering, wall covering, and so on, that will 
go with the functional equipment and also fit in 
with what the client feels he would like to see 
Caldwell: The highly trained salesman is a 
planner and he will undoubtedly, over a period of 
years, pick up a color sense. It's normal. However, 
in our case, too, he is not set up as a decorator. | 
think there's a split here between design and dec 
oration. There are lots of decorators. There are 
not too many designers that are full-fledged de 
signers. I think that should be understood definite 





ly because a true designer is a very experienced 
and a very technical person. A decorator can have 
a good color sense, which a good many women 
seem to have naturally. However, on the question 
under discussion, I think it’s very necessary that 
salesmen be trained in the essentials. They must 
know planning and use of merchandise. We train 
our people. We haven't a decorating staff but 
rather a design staff composed of interior designers 
with architectural backgrounds so that they can 
work on architectural features, tying them in with 
the merchandise 

Waldner: We operate the same way. Our sales 
men are office furniture specialists. Our designers 
stick to design. We expect our office furniture 
salesmen to have enough knowledge to help our 
design people in making and planning a functional 
office 

Lewis: I'd like to comment on both Mr. Cald 
well’s and Mr. Waldner’s comments. As a con- 
sumer, in choosing a dealer I think I would ex- 
pect from a dealer the combined services of which 
these two gentlemen speak. If I were buying a 
hair or a desk, with nothing else in mind, it 
wouldn’t make much difference. I would then look 
for a furniture salesman. But if I were setting up 
a new office, a new floor of offices, I would expect 
the dealer to have the services referred to by Mr. 
Caldwell and Mr. Waldner. 

Lennartson: Those two services are designing 
and decorating? 

Lewis: Right. And perhaps even get into such 
things as space planning, which many dealers offer. 

Dahl: I would more or less go along on that 
basis that all three services are helpful, although 
we don’t avail ourselves of all these services be 
cause we do have our own staff people doing that 
type of work 

Koplik: I am fully in accord with the comments 
made by Norman Lewis. There are instances where 
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We set up our contract 
on a fee basis, which 
enables the client to take 
what we present render- 
ings, layout, everything —— and 
put the job up for bids.... 

If the client decides to place 
the order with us, we waive the 


designing service fee.” 


‘It seems to me that the dealer 


irthur Poliquin 


who wants to be in the most com- 
petitive position, should be 


able to provide full services.” 


we have found that it is essential to call upon the 
dealer to do the entire job plan space, make 
layouts, create designs, co-ordinate function. We 
look to the dealer in those instances and expect 
him to provide the entire service. It seems to me 
that the dealer who wants to be in the most com- 
petitive position, should be able to provide full 
services. 

I wanted to make a comment in relation to 
your salesman, who, you say, is not trained in any 
sense for design. How do you find then that he 
somebody who 


handles the small purchase 
wants just a desk or a couple of desks and a chair? 
Don't the customers look to the salesman for some 
guidance and advice not only as to the functional 
use of the furniture, but how it fits the decor of 
the office? 

Poliquin: Mr. Koplik, when it’s a small job 
say a one-man office and he wants a color co- 
ordination as nice as in a big installation, our de- 
sign people can do it relatively much faster than a 
salesman 

Koplik: It would still come back to your design 
people ? 

Poliquin: That's right. If the one-man office has 
ilready been decorated it would be easy for our 
design people to recommend the furnishings that 
would be correct from the standpoint of color 
harmony. Our position is that to the one-man 
office operator his order is every bit as important 
to him as the big order is to the big business man. 
We put ourselves into a small order just as much 
as we do a large one. 

Lennartson: The next question will be directed 
first to the consumer panelists. Mr. Koplik 
Would you be willing to entrust a major interior 
construction job to a dealer if he offered to use 
an architect's services in co-ordination with his in- 
terior design department? Why or why not? 

Koplik: I believe I would, in certain instances 


Arnold Koplik 


where we did not use our own consultant, dec 
orator or design service. I wouldn't hesitate with 
many of the dealers I know in entrusting that type 
of job to them. I think that’s as simple as the an- 
swer could be from my standpoint. 

Lewis: I would feel the same way. Our organiza- 
tion isn't big enough to have its own design de- 
partment. We are specialists in our own field of 
advertising. Therefore, if we're looking to pur 
chase something in the way of office furniture or 
files, or are re-designing a department, we would 
not be adverse to having a dealer do a complete 
job, including architectural consultant services, if 
he so desired, providing we felt that we would be 
getting the proper service in the end. Our business, 
itself, is service, so we are very cognizant of the 
service aspect of any purchase. 

Lennartson: This is presuming that you have no 
architect's service. If, however, you were going 
into a new building or a new office and you had 
already hired the services of an architect, and then 
a dealer says he is willing to work with the archi- 
tect, would that make a difference in your answer? 

Lewis: I don’t think so. 

Lennartson: You have no objection to the dealer 
coming in to participate, even though the architect 
might not be interested in the dealer's services? 

Lewis: I would frown upon an architect who 
wasn't interested in a dealer's services. I would 
think that he would be narrowing himself. 

Dahl: We haven't faced the problem, as I said 
a few moments ago. We have had architectural 
service attached to the company and, of course, 
my thinking is somewhat slanted by being in 
Rockefeller Center, which pretty much governs 
what you can do. In the installations that we've 
built outside New York, we've had the architects 
do the interior design for us. That was true down 
in Baton Rouge and it’s true out in Elizabeth. We 
have not used dealers. Whether we would or not, 





I wouldn't be in a position to say, but 
I don’t think we'd have any great feel- 
ing about it. 

Lennartson: In other words, the 
situation of the moment would de- 
termine your decision. If a dealer 
were available and made his ap- 
proaches, there would be no objec- 
tion from your standpoint ? 

Dahl: That's right. 

Caldwell: Recently, 
past two years, a major company in 
the country with a fine architectural 
setup, the Campbell Soup Company, 


within the 


erected a new general office build- 
ing. There was some question as to 
who 
were fortunate enough to get the job 
The sum and 
architect was strictly trained in the 


would do the interiors. We 


substance was the 


modern or contemporary architectur- 
al design and gave up control of the 
interior because the company wanted 
traditional styling, with which he 
had no experience. We designed the 
interiors completely, working with 
the architect. We no attempt 
to tell the architect where to buy or 


made 


ME 
THE BRIGHT LINE ...0f upholstered furniture 
inspired by imagination. devoted to comfort, 


realistically priced. Result: a vitally impressire 


office geared to produce maximum working 


efficiency=—plus enjoyable relaxation that may 


well make the difference in a profitable oper- 


ation. Contract work is a specialty at BRIGHT. 


545 W 


write 








for we 


how to obtain and put in the interior 
we designed walls, woodwork, 
etc. We developed the design from 
the aesthetic point of view and he 
adapted it to his building design. It 
was a very fine arrangement. He was 
happy, we were happy and the con- 
sumer got the advantage of two firms 
working together for his benefit. A 
lot depends on whether the dealer is 
actually qualified. Many of us think 
we're qualified when we are not 
This is also true among architects 
Some are qualified to do interiors 
and some are not. There can be no 
set rule 

Poliquin: When I think about a 
major interior construction job, | 
envision one that is actually beyond 
the scope of our design department 
as it now exists. In such cases I see 
a new concept of co-operation of a 
dealer joining forces with a recog 
nized architect and for the period of 
a particular job both functioning as 
consumer's _ staff 
Presently, we are working on a job 


members of the 


of this proportion and we are analyz- 
ing it on the basis of co-operating 
closely with the architect. 


Conditional Teamwork 


Lennartson: We are discovering 
that there are more and more areas 
where there is value in, perhaps a 
necessity for, co-operative activity. It 
isn't a case of one competing with 
another but rather of finding ways 
to supplement the work of each 
other and get the total job don« 
through co-operative endeavor. 

Poliquin: I can’t subscribe cate 
gorically to that statement. 

Lennartson: Will you give your 
reasons for non-subscription ? 

Poliquin: I would agree to the 
statement if the architect involved 
sticks to his architecting and doesn’t 
spill over into our area of operation 
If he sticks with his architecting, 
yes, we can work very harmoniously 
with him. But, if he spills over into 
our area, we would get just as upset 
as he would if we spilled over into 
his specialized field of knowledge. 
So long as the line is clearly defined 
and understood we can work har- 
moniously with the architect. If 
either one of us crosses the line, there 
is no harmony 

Lennartson: Moving on to the 
next question, we'll start with our 


Mr. Caldwell - 


dealer contingent 
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Do you feel that architects and de- 
signers have better planning and 
color ability than your staff of dec- 
orators and designers? On what do 


you base your opinion? 
Certainly Not! 
Caldwell: My firm has had 100 
years’ background in this type of 
thing. Interior 


new. We're proud of the fact that 


design is nothing 
we were the first in the country to 
offer it in connection with so-called 
contract work. We are the only or- 
ganization in this country that has 
service in this 
With that back- 
ground of experience, I must appear 


offered continuous 


field for a century 


to be cocky at this point and say that 
we do not feel that anyone is any 
better than we are. Concerning the 
matter of architects and designers, 
according to our observations, they 
are staffed with only one key person 
who is reasonably good. The balance 
of the staff is composed of school 


children. We 


dren because none of them has been 


look on them as chil- 


out of design schools for more than 


three or four years. We find that 


these youngsters go out into the 
field, gather the materials, take them 
to their superior, who submits them 
takes one 
| don t 


Put another desk in there, 


to the top architect. He 
look and says, “I like that 
like that 
etc I've seen it 


happen. Putting 


that against the planning, the co 


operation, the experience that we 
can offer, I think we're very right in 
saying that in a good many instances 
we feel we are better equipped than 
they are. Our staff is more expert 
particularly in the field of 
which I'm 


enced 
pure merchandising, 
afraid is forgotten along the way 


Another 


ind designer must, of necessity, be 


factor is that the architect 


limited as to time for study and 
knowledge of sources of supply. On 
a job several years ago the largest 
architect in Philadelphia admitted 
that he had information on only 
four or five sources of supply and 
that he had never heard of the thou 
sand or so we have on our records 
He was pleased when we went over 


our information with him 


Lewis: At this point, my only 


comment is that I never realized 


that there was this much of a prob 


lem between architects, designers, of- 


fice planners and office furniture 


dealers. I just have not been aware 
of the problem 

Caldwell: It is an increasing prob- 
lem. Almost invariably the dealer 
gets is on an installation or a job 
late. The architect is there when the 
client starts thinking. It’s a twinkle 
in the boss's eye, so to speak. The 
architect tries to tie up that job com- 
pletely two years before building 
starts. He wants the finished product 
to reflect his abilities inside and 
out. The dealer comes in late and is 


naturally chagrined because he does- 


n't have an opportunity to partict- 
pate. The architect is in at the be- 
ginning and a lot of the customers 
sign a contract at that point without 
realizing they've signed for an all- 
inclusive job. 

Koplik: In connection with your 
remarks, Mr. Caldwell, you say the 
architect gets in on the job early and 
by the time the dealer gets into it, 
there isn’t room for him to do much. 
The question that I would ask is 
this: When the architect starts to 
design a job, doesn’t he go to a 
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beautiful metals make the Smith 
Metal Arts desk accessory group 
ings the halimark of the industry 


UNUSUAL 


prestige accompanies these lux 
uriously handcrafted pieces which 
are cherished for years by all 
who receive them 


PREFERRED 


by America’s top executives, a 
grouping of Smith Metal acces- 
sories offers you the opportunity 
to create more sales, more profits 


SMITH METAL ARTS CO., INC. 
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dealer for assistance? Where does he 
get his information? Where does he 
get his knowledge as to what he can 
use and what he should suggest and 
design for the job? 

Caldwell: My answer to that is 
that in Philadelphia the architects 
refuse to talk to any dealer or any 
dealer salesman. Their reaction is 
very definitely that if they want us 
they will call us. They will listen to 
nothing, unfortunately. That might 
or might not be true country-wide. 

Poliquin: What has been said is 


an indictment of our industry, be- 
cause if we were doing our job, Mr 
Koplik, Mr. Lewis, Mr. Dahl, and 
all large consumers across the coun- 


try would be aware of the major 


contributions we are capable of mak- 


ing. Had we done a good educational 
job, at the time the architect is con 
sulted, the consumer 
“Now, in conjunction with you, Mr 
Architect, I'm bringing in the XYZ 
organization, which I know from 
long contact is capable of handling 


this interior area better than you. 
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FOLDING CONFERENCE 


In Convention Hall 
or Limited Space 
Barricks’ ‘‘Director’’ 
Tables Know 

Their Place 


TABLES 


An outstanding piece of fine furniture smartly designed to 
grace the finest office or conference room, built for years of 
service. Ready to travel at the call of a conference, they fold 
in a flash to convert for commuting. Proven in structural 
strength and stability—preferred for utility, function, facility. 


* Light Weight, Rugged 
Steel Monorail Construc- 
tion 
Tops are in Beautiful 
Satin Finish Walnut For- 
mica or Pionite Plastics 
with 1% Self Edge or 
“Safe Guard” Hardwood 
Edge 
Barricks Automatic Leg 
Locks, with Safety Latch 
‘ Unconditionally 
Guaranteed 


Write for Catalog Showing the 
Complete Line of Barricks’ Rec- 
tangular, Round, and Square 
Folding Tables, Room Dividers, 
Chair and Table Trucks 





* Legs Open In One Motion 
and Lock Securely and 
Automatically . . . release 
at the touch of a finger 


*Dual, Rigid Type, 
Non Folding “’Glide-o- 
Matic’ Leg Braces Assure 
Complete Rigidity 

*A Complete Range of 
Sizes Up to 4 Feet by 10 
Feet 
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manufacturing company 
Standards of Excellence 


134 West 54th Street 
Chicago 9, Illinois 


would say, 


We've got to make large consumers 
aware of what we can do. 

Waldner: We feel there’s no dis 
tinction between the experience or 
the education of the man that we 
hire as a designer and the man who 
is hired by an architectural firm 
They went to similar schools and 
about the 
amount of experience. Consequent 


probably have same 
ly, we don’t feel in any way that our 
man should take a back seat or 
should consider that an architectural 
better 
equipped to do a job than he is 
I think that the dealer must 


or a design firm is any 
However, 
consider very carefully whether or 
not he is able, with the organization 
that he has, to do the job that is 
made available to him by the con 
sumer 

Dahl: We've had no particular 
problems in this area. We've used 
both architects and furniture dealers 
inter-changeably, without any great 
problems developing. 

Lennartson: Let’s move on to an 
other subject, aiming the question 
first at our consumer group. Mr 
Koplik 


“decorated 


If your company recently 

a top executive's office, 
did a dealer get a chance to bid? If 
so, what used in 


standards were 


awarding the order? 


Individual’s World 


Koplik: That would be our nor 
mal practice. If we decorate an of 
fice, or to use the quotes, either 
furnish or decorate, yes, a dealer 
would get an opportunity to quote 
In fact, in most instances, we would 
go to dealers to get a quote for the 
job. About the standards, I don’t 
know. Decorating is a pretty hard 
word to define. I suppose the stand 
ard would be personal taste. We are 
appealing to the individual taste of 
the person who is going to use the 
office, modified to the extent of the 
buyer’s knowledge of practicability, 
or for that matter the price of the 
line being offered. I would say that 
the standard would be the personal 
satisfaction of the person for whom 
you are decorating the office. 

Dahl: I know in our company we 
had dealers do several of our top 
offices. We've used in- 
terior decorators 


executives 
We've used archi- 
tects. All three of them have done 
good jobs. In some cases it’s the in- 
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dividual whose office is being done 
who decides who is going to do it. 
He may have a friend who's an 
architect or decorator. More than 
likely, he’s had a decorator do his 
home apartment, has liked the work 
of that decorator and has brought 
him in to do his office 

Lennartson: You have never at- 
tempted to establish any standards 
as to what would be the best of the 
better ? 

Dahl: No, we have not. One of 
the key policies of our company ts to 
build individuals. Naturally, they be- 
lieve in exercising every prerogative 


that is given them 


What About the Office Boy? 


Poliquin: At what point, starting 
with the chairman-of-the-board in 
your organization chart, do you cut 
off this 
don’t think you have an office clerk 


Look, I ve 


coming in to- 


individual prerogative? | 
come to you and say, 
got my own friends 
day 


Dahl: No, not 


down. But it’s amazing how far 


quite that far 


down it can go. If the office boy 
happens to be a bosom buddy of a 
director, it’s surprising how much 
influence he has. We've 


where it’s gotten 


actually had 
some experience 
lown pretty low in the scheme of 
things 

Lennartson: Evidently there is ad- 
vantage in having dealers’ salesmen 


contact anyone from the bottom up 


specific problems that we run into 
when we get to the vice-president 
level, or president, or executive vice- 
president, or what have you 

Lennartson: Turning to the next 
question, I'll direct it to the dealers. 
Mr. Poliquin What service or 
services do you offer that are not 
generally available from designers 
and architects ? 

Poliquin: We have a long list of 
things but I think probably the most 
important would be a trained crew 


of furniture specialists who are 


equipped to go into an office as it is 
presently laid out, analyze the spe 
cific needs of each work station and 
while doing that, compile for the 
client a detailed inventory of the 
equipment being used by his people 
and its present used market value 
We have a complete factory trained 
service organization that will follow- 
up the installation of the equipment 
recommended to make sure that 
everything is operating exactly as 
promised. These people will adjust 
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No. 2180 
15” high 
“SPACE -SAVER” Rubber cush- 


No. 34 PANELLED No. 2900 
high 15” high 
“EXECUTIVE” 


ind the top down 
Dahl: 


pany the size of ours, it’s astonish- 


ing how often something like that 


. joned top edge. Easy slide feet 
Unfortunately, in a com 14% 
(also other sizes) 


when the 


“pow- 7~)\, Of course, Lawson Steel Waste 

Baskets are sturdy. Raised bottom 

for fire protection. They'll give 

years of handsome service in 

schools, offices, banks, stores. 

Made from finest quality steel, fin- 

ished in baked enamel in popular office colors. 

Lawson — ‘‘Waste Basket Headquarters’’... 
A style for every purpose. 


can go astray. Of course, 
economy is a little rough the 
ers that be clamp down 
Lewis: A specific answer to the 
question in our case, is that our only 
source of supply is the dealer. One 
of the problems that we have is 
standardization of offices based on, 
well, for a lack of any other word, 
based on title. We try to budget 
No. 110 
29” high “HIGH BOY”’ 


THE F. H. LAWSON company 
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certain expenditure of money for a 
title called ‘account executive.” We 
have another type of budget for a 
vice-president Our offices are 


planned with that in mind. Our 
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dealers have done a fine job in 
working with us in the major prob 
lem of standardization of offices. 


Also, they have helped us in the 
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The design and construction of office furniture 
has received a thorough re-evaluation as one of the 
first projects in United States Steel's current 
Study in Steel campaign to capture the attention 
of the design world. Resultant of more than two 
years of research and design development is a group 
of desks, tables, lounges and chairs which strikingly 
combine the weldability, formability and strength ot 
steel with the structural principles of tension, com 
pression and cantilever action 

The new design ideas were developed by Peter 
Muller-Munk Associates, industrial design firm com 
missioned by U.S. Steel to demonstrate the potential 


Gregson Chairs are design engineered to 
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compliment and accentuate the architec- signer first made an intensive study of steel at work 
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pleasingly smooth flow to its lines. With supporting unit which derives its strength from steel 
either cane or upholstered backs, it is 
flexible enough to add basic harmony to 
any office. And, important to you, Greg- 


son Chairs are priced to meet the stiffest 


members welded together while under tension, 
making it far stronger than a simple bar bent into a 
( shape 

Commenting on U.S. Steel's activity in the design 
field, James F. Traa, sales manager for the firm's 


competition — at @ profit. Chicago district, Says his company is not in the 


design business and has no intention of going into 





the furniture business We want anyone who is 
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Peter Muller-Munk 
(above), pioneer 
in the profession 
of industrial design 
and head partner 
of the firm which 
bears his name, di 
rected a design 
team in two years 
of research and de 
sign development 
which resulted in 
the “C” leg shown 
at left. The leg 
combines tension, 
compression and 
cantilever action to 
give strength with 


out bulk 
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All furniture and accessories in this executive office 
ind business area of the Eau Gallie (Fla.) First 
National Bank were s hed hundreds of miles away 
by the Alma Desk Co. design department 
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alll feature the luxury found only , . one of them may be yours! SEND TODAY for full information! 





in weed office furniture! 
Fine Wood Office Furniture... 








JASPER OFFICE FURNITURE CO. 
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Ghost Design for Small Dealers 


The office furniture dealer who does not have a designer 
on his staff, nor ready access to a designer, need not be 
denied the possibility of providing good office design for 
his clients. One* of the small dealer's biggest merchandis 
ing aids in today’s market is the design services available 
from many suppliers. 

An example of the mutual satisfaction to be gained by 
co-ordinating dealer, client and manufacturer effort is 
illustrated in the interiors shown here of the Eau Gallie 
First National Bank in Eau Gallie, Fla. The contact for 
this installation was the Provost Office Equipment Co. of 
Cocoa, Fla.; the “ghost designer,” Alma Desk Co.'s inte- 
rior design department. 

Provost sent to its supplier's design department blue- 
prints of the proposed new bank building before construc- 
tion had begun. When preliminary layouts had been made, 
the dealer and the bank's president and chairman of the 
board traveled to Alma’s headquarters in High Point, 
N.C., where they spent two days studying furniture and 
the first plan that had been made. Upon approval of the 
study, plans were drawn up indicating furniture placement 
and work flow, color schemes were selected and all deco- 
rative details were specified. 





A complelel y neu line hice seating 
SOLID introduces 7 i AP si 
and cccastonal freeces 


A NEW INNOVATION IN STORAGE designed by J. Charles Gorgins 
CABINETS! 


A truly versatile cabinet — 
an exclusive reversible hinge 
which can be changed in 
seconds permits use of door 
ON right or left side of cab- 
inet — 


Truly a terrific selling point 
for you! 


Made of heavy gauge steel 
electrically welded through- 
out — 2 adjustable shelves. 





Available from stock in solid 
grey, mist green, olive green 
and desert sand. 


No. 20 Sizes: 30)/,'"H., 20°°W.. 16°°D. 
$25.95 list 


Only one of a complete line of steel office equipment. Send 
for our 16-page illustrated catalog. It's FREE! 


SOLID INDUSTRIES CORP. — 7 = brochure 


on 
221 West 17th St., New York 11, N.Y. CHelsea 2-5200 holland Cu request 














Executive Swive/ Mode/ 2200 and 
Matching Mode/ 2250 Straight Chair 


The years-ahead features built into all Rest-All chairs 
only make them the most-comfortable, best-looking 

and institutional chairs, but also eliminate maintenance 
costs during long periods of initial use. When reupholster 
ing and repairs finally become necessary, they are anticipated 
in the chair design and may be accomplished at mini 


mum cost. 


Fitted to the exact physical characteristics of the user through 
five-point adjustability, Rest-All chairs provide the most 
comfortable, healthful support imaginable. All have exclu 
sive Nylon base sleeve plus unmatched beauty in genuine 
leathers, full selection of luxurious fabrics; full color range 
of plastic-finished, simulated leathers or shiny black, per 
forated or plain; or special. Aluminum parts are natural 
satin or color anodized. Seat, back and armrests have thick 
foam rubber cushioning. Write for new catalog 


FINE CHAIR SPECIALISTS 


410% MERIDIAN 8D ~YTOUNGSTOWN OMI 


NEW YORK SHOWROOM: 440 FOURTH AVE 
EXPORT DEPT.: 44 BEAVER ST., NEW YORK 4, N.Y 





Who should provide the furniture and 


design services for office interiors? The 


fice furniture dealer? The architect? Space 
planner? Or, the independent decorator? 


Because the stakes in this squabble are high, 


ach as been taking pokes at the other with 
reat alacrity. Seymour Nathan, a one-time 
dealer and currently a partner in Ives 
Distribut ew York City wholesale office 
furniture firm egests that the dealer turn 
s back thi é all and develop the 
g profits from an exislin market that is 
deally suited f him 


The Mantle of the Dealer 


by SEYMOUR NATHAN 


There has been a great deal of wailing among of- 
fice furniture dealers about their inability to get the 
big orders or to sell to the architect-designer who 
does get the contract for big office installations. 
However, the dealer can make a substantial profit - 
and won't have to make himself unhappy by com- 
plaining by accepting his proper role in the office 
furniture market 

During recent years, meetings have been held, pan- 
el discussions arranged and strong efforts made to 
find some solution to the architect-designer threat to 
the dealers’ “‘undisputed’’ market. Dealers, especially 
big city dealers, have seen their old customers fall 
one by one into the hands of the architect-designer. 
No matter how long or how well the customer has 
been serviced, the end of the story is often the same. 
When the old customer moves to a new and impor- 
tant location, it is a 10 to. one bet that he has con- 
tracted with a space planner soon after the lease is 
signed and months before the dealer has found 
out about it 

This situation has caused much aggravation. It has 
stirred some dealers to do ‘something,’ not nec- 
essarily successful. The ‘‘something’’ has taken the 
form of separate space-planning organizations, show- 
room activity, expanded decorating and design de- 
partments, and contact work among real estate owners 
and design firms 

All of this varied activity has caused some confu- 
sion in dealers’ and dealer-salesmen’s minds. What 
can be done to “‘fight’’ the architect-designer? is one 
Why don't the old- 
line office furniture manufacturers design furniture 


major question. Another is 


to compete with the newer products that have cap- 
tured the architectural market ? 

This viewpoint avoids the nub of the problem. It 
must be granted that the architect-designer has cre- 
ated a new concept of office furnishing, radically 
different from the traditional office furniture dealer 
ideas. In a surrounding of professionalism, the cus- 
tomer (now called a ‘‘client’’) is persuaded to view 





the operation as a whole. The emphasis is not on a 
desk or a chair, but on the client’s needs and goals. 
This is the modern marketing approach. 

As stated by Theodore Levitt, a lecturer in busi- 
ness administration at the Harvard Business School in 
the July-August issue of the Harvard Business Re- 
view: 

[he railroads did not stop growing because the need 

for passenger and freight transportation declined. That 
The railroads are in trouble today not because 
was filled by others (cars, trucks, airplanes, 
was not filled by the 
take 
assumed themselves to be 


grew 
the need 
even telephones) but 
railroads themselves. They let 
away fror ther because they 
railroad business rather than in the transportation 
were product oriented rather than 


because it 


others customers 


in the 
they 
1 


business 
customer orrentes 

The dealers are much like the railroads. While 
they were looking the other way, the architect-design- 
er was busy signing contracts with the biggest cor- 
porations in the country, to plan their offices from the 
very construction blueprints. They sold the ideas of 
convenience, time-and-motion, work-flow, lighting 
and air conditioning comfort, modular walls all 
filling consumer needs, rather than the products re- 
quired for the completion of the project. 

What then is left for the retailer to do if he wants 
state of his balance sheet 


to improve the dismal 


Conducting his business in the conventional way 
with a warehouse, shop, store display, salesmen and 
the added weight and expense of a decorating de- 
that he is a 


and not a design firm or 


dealer must 


furniture, 


rtment, th« 
omice 


pa recognize 

tiler of 
an architectural organization. 

Certainly, in line with filling consumer needs in 
today’s market, he must promote and use his decora 
tors who can make layouts, renderings, color schemes 
and handle the drapery, upholstery and carpet prob 


lems related to modern office furnishing 


Differences of Kind and Degree 
to point out that the retail dealer's 


customers ar¢ the same kind of buyers as the 


architect-designer’s clients. The needs, although sim 
ilar in their nature, are different in degree. The major 
difference generally is that the retailer's customer is 
using smaller space and less equipment than the 
irchitect-designer’s client. Another significant factor 
is the lack of a need on the part of the customer for 
i corporate image or special atmosphere. A third im- 
portant difference is the fact that the customer's new 
5 


pace usually doesn't require interior construction 


The needs remaining to be filled are layout, dec 


oration and furnishing all within the scope of the 
dealer's ability, and, in fact, valuable functions that 
he can perform better than any other source. 

There is no doubt that the big installations stand 


out. They get the publicity. But for every big one, 


there are 100 smaller ones just right for a dealer to 


handle. However, many medium and small size firms 


Dents, scuff marks and 
scratches can't mar the beauty 
of the Wood Desk reinforced 


wih DENSIWOOD®* 


... Nor can jagged edges ruin 
the nylons — and disposition — 
of its occupant! 


| 
| ai nintieiteisninsanditinee 


fine wood 








For beauty and serviceability that last, oraer 
desks guarded at vital wear points by tough, compressed 
Densiwood. Write for details, and list of manufacturers 


using this outstanding “‘lifetime’’ feature 


DEN *y iwoopD Lundstrom Laboratories 
200 Smith St., Herkimer, N.Y 


See our exhibit at Designer Displaycase, 1 Park Avenue, New York City 


GET MORE FOR YOUR MONEY 


With the SKYLINER "K" SERIES 


Each model is a /ot of desk at a low low price! 





‘ 
' 
' 

’ 


®@ Available in 18 
different sizes 

®@ Durable, non-glare, 
mar-resistant Arm- 
strong Linoleum top 

®@ Adjustable glides for 
perfect leveling 

@ Multiple coats baked 
enamel finish 

® Available with G.E. 
textolite top 

®@ Brushed chrome 
handles and trim 

@ Lock, standard equipment 

© Compressor in file drawer, oe’ Model K-1 about 


Uses penaflex or hanging file -°* 
ee ae 
- Meets competition like a Champion—Quality - 
at a budget price insures greater turnover! 
1 WRITE, WIRE OR PHONE 


TODAY FOR CATALOGS 
AND PRICES. 


Be sure to inquire about special 
carload and quantity discounts 


NEWSPAPER MATS ARE 
AVAILABLE, TOO! 


Rr ORNA-METAL INC. 


" 2412 So. 7th St. PRospect 3-0169 St. Louis 4, Mo. 


Model K-15 
30” x 60” Py 

















CATALOG ON REQUEST 


9 
4 want personalized attention and service down to the 
last detail and continued maintenance after installa- 





tion. There is only one place to get all of this — 


from a retail office furniture deales 
Here, then, are consumer needs that the dealer 
ah | with his extensive experience can readily fulfill. Too 
| much time and thought have been wasted on trying 
ca buck the architect-designers. If the dealer main- 
tains the sort of organization and retail establishment 
400 LINE typical in the industry, he must cater to the trade that 


needs and can use his wares. He cannot be all things 





to all men. However, there are several paths open to 





him even within the area described. 
As a retailer, he can profitably advertise either 








specific prices or items, or promote on an institutional 
basis. This kind of effort pushes store business and 
the accumulation of leads. He can depend on loca- 
tion, or on bargain style activity. Aggressive sales- 








aa men combined with extensive contacts provide an- 
Upholstered Furniture of § other avenue of profitable business in the traditional 
Distinction For Offices, [a7 mold of the dealer. In all of these, he is a retailer of 


Hotels, Institutions office equipment made by standard production fac- 
y tories, with an overlay of decorating functions, aimed 
_ Write For New : 


saa 


at satisfying the needs of a particular segment of the 
total market 


oe In the Long Run, the Dealer Wins 


166 Lake Shore Drive 


— INC. Chicago 1° an This is neither second-rate nor downgraded busi- 


sctortes’ Pontotoc, Mississippi 
ness. The market served by the retail dealer is a 


ee steady one and will exist long after the massive in- 


un d am en t al s stallations are gone and forgotten In fact, the pur- 
er FURNITURE DIVISION OF EISEN BROTHERS INC. chasers of these installations will again become reg- 


ular customers for the dealers. 


Moreover there are some purchasers who remember 
service, quality and value when they expand. Busi- 
nessmen aren't all unappreciative and disloyal. The 
best evidence lies in the loyalty of many dealers to 
their suppliers. This is often the case in dealer-cus- 
tomer relationships, and as such it is the basic bread- 
ind-butter business that many dealers enjoy. 

The alert dealer will continue to fill consumer 
needs in the area where his services are most valu- 
able. His emphasis will be on w/ those customers 

imenable to his sales story; on how he performs his 
Witte fer out nen See function to satisfy the current desire for quality and 
+ service; and to a lesser extent on w/at he chooses to 
display and offer for sale 
everybody’s talking about It pays to think of the railroads struggling to keep 
+1 ”" outmoded facilities alive while others sell transporta- 
600 tion. Too much concern about the kind of furniture 
THE LINE available for sale is detrimental, since the more vital 
issue is the market suitable for the dealer’s organiza- 
MILWAUKEE’S METAL CHAIR VALUE TRIUMPH tion and the ways appropriate for filling its needs. 
For 10 or more years the dealers have been wan- 
if you haven't seen it dering in the forest, unable to see the trees. There 
write today is a solid and steady market ready and waiting. Mar- 
keting has become a more open field of study, and 
MILWAUKEE METAL FURNITURE CO. Not Ir the results point the way for a profitable operation, 


wi GR Giknebel Ave. Citenge 12, = ven in the retailing of office furniture! 
. 7" , ° 


DFFICE DESIGN SECTION 








ECONOMY GRADE SUSPENSION 
FILES 


Full cradle suspension, 26-!/," 
deep, low — LOW prices. 


bigger and better 
PROFITS in 1961 


CONFERENCE TABLES 


Complete range of sizes and 
colors at amazingly low 


prices. 


MODULAR DESKS AND ACCESSORIES 


The only bona-fide modular line avail- 


able at economy prices! 


Shatiebone STEEL DESK & FILE CO. 


4718 WEST FIFTH AVENUE - - CHICAGO 44, ILLINOIS 
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FURNISHINGS GUIDE 


Simplicity is “In” so, in keeping with today’s tastes, 
Art METAL, INC., Jamestown, N. Y., has developed the 
500 Group (1), a completely coordinated line of metal 
desks, chairs, cabinets and files. Designed by Knoll 
Associates to reflect the clean, functional lines of new 
buildings, the basic units are interchangeable to fit any 
type of office requirement, from secretarial to executive. 
Desk pedestals, single or double, are finished in subtle, 
muted shades of grey, beige or black, with matching 
tops. Cabinets and files can be chosen in colors to con- 
trast or match the desk units. A wide variety of up- 
holstery fabrics and colors are available for the swivel 
arm chairs, side arm chairs and secretarial chairs. Inquiry 
card number 34 


Sitting on a star is this apparently delicate armchair (2) 
from BurKE, INc., 4056 Trade Mart, Dallas, Tex. A 
brightly-colored deep foam cushion nestles in a shell 
moulded in opaque finished fiberglass and plastic for 
the light look with strength. The star base is aluminum 
fitted with an automatic return swivel. Inquiry card 
number 35 


An impression of form and color suspended in space 
is created by a new chair (3) designed by the TAYLOR 
Cuair Co., Bedford, Ohio. The pedestal base tub chairs, 
shown in use around a conference table, provide more 
seating comfort than the usual side chairs. The pedestals 
are available in either satin or mirror polish aluminum 
alloy, stationary or rotating for ease of movement when 
used with a table in conference setting. Inquiry card 
number 36 


Occasional tables with tops that appear to float over 
the legs (4) are a recent addition to the comprehensive 
Group II table series of the Ropert JOHN Co., 821 
N. 2nd St., Philadelphia, Pa. Offered in a wide range 
of sizes, shapes and heights, the floating top group of 
tables will fill almost any decorative need. The legs are a 
solid bar of steel in a choice of several luxurious finishes 
Tops are of selected woods or veneer-edged plastic In 
quiry card number 37 


A new company has recently placed a new line of fur 
niture on the market. Forest WiILson ASSOCIATES, IN¢ 

1515 N. Harlem Ave., Oak Park, IIl., has designed 
contemporary, economically-priced wood furniture. The 
single pedestal Series 15 desk (5) has a floating top 
that fastens to the pedestal with no visible hardware 
Series 15 has 35 components for maximum flexibility. 
The different series can be matched as shown here (6) 
A Series 12 desk has mirror chrome legs that frame the 
side. The credenza, from Series 14, is distinguished by 
recessed chrome legs and both units are oil finished 
hardwood. Inquiry card number 38 


An inner office conference area is the perfect setting 
for this unusual table (7) from the MARDEN Mrc. Co 
1015 N. Halsted St., Chicago 22, Ill. Robert Balonick 
designed the table with a top available in marble, wood 
or plastic. The chair, designed in its turn by Dick Trem 
ulis, has casters for easy mobility yet is constructed for 
comfort. Inquiry card number 39 


With the special decorative requirements of the execu 
tive office in mind, Jens Risom DesiGn, INc., 49 E 
53 St., New York, N. Y., has added storage cabinets 
(8) to its Group Nine collection of executive office fur- 
niture. The natural walnut units, in two drawer sizes 
can be stacked or mounted on black plastic bases. The 
unique drawer pulls are of black cast aluminum, sepa 
rated from the walnut by thin, elliptical natural alumi- 
num shields. Inquiry card number 40 


Inquiry card on page 35 














FURNISHINGS GUIDE 


Prestige Appeal” has been built into 
the new ‘Linear’ collection of con- 
temporary walnut office furniture (1) 
from the MyrtLe Desk Co., High 
Point, N. C. The light-scale, thin-line 
grouping was designed by Luther 
Draper and consists of 31 pieces. Dan- 
ish silver legs add dramatic highlights 
to the new series. They are available 
in two versions. One 1s outset, engi- 
neered so that the legs integrate on the 
outside of the panels. The other version 
is underset with seven-inch high legs 
There is a choice of tops in handrubbed 
oil walnut or parkwood. The hanging 
wall units are matching accessory pieces. 
Of special note is a new pedestal (2), 
161." wide by 19” deep, with a sliding 
tray for a dictation machine. An un- 
u large storage area has six sec- 
tions for stationery, two for envelopes, 
plus an adjustable and removable ver- 
tical divider. The pedestal comes in 
executive or secretarial treatment. In- 


quiry card number 41 


In step with today’ is a new line of 
oftice chairs called Group X, designed 
by the Domore Cuair Co., INC., Elk- 
hart, Ind. Representative of the collec- 
tion is this secretarial chair (3), the 
110." Like all other models in this 
group, the chair incorporates foam-rub- 
ber seat and backrest construction, a 
ustom-fabricated base in polished 
chrome, patented dual-spring mecha- 
nism and a wide choice of upholstery 
fabrics and colors. Inquiry card number 


Ilo keep pace with the ever-changing 
functional and design needs of con- 
temporary offices, the Mitts Co., 965 
Wayside Rd ( leveland, Ohio has de- 
I Forecast Series’’ of mov- 

walls (4). Forecast permits 12 
basic design variations and the selection 
of panel finishes and coverings is al- 
most unlimited. This flexibility affords 
a customer a wide variety of appear- 
ances in his office while the basic sys- 
tem remains constant, and the various 
styles are tied together. Inquiry card 
number 43 

Inquiry card on page 
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Inside the new Chase Manhattan Bank building...the big story is Royalchrome! 


The Royalchrome 100 office chair offers a successful new point of view and a proven means of reaching the high style design 


market. Royalchrome 100 has a trim, light line accented by Mirror Chrome bases. Royalchrome 100 offers the restrained elegance 


that is so 


important to customers who want comfort without bulk in their offices. The Royalchrome 100 line is available in a 


wide range of models to satisfy every requirement of designer and client alike. The market is rich. The market is yours, if you 


have something it wants and it wants Royalchrome 100. You'll understand why when you get 


the full Royalchrome story! Write for complete promotion kit today! Royal Metal Manufacturing 
Company, Department 11-E, One Park Avenue, New York 16, New York. In Canada—Galt, Ontario. 


SHOWROOMS: New York, Chicago, Los Angeles, San Francisco, Seattie; Gait, Ontario * LICENSEES: France, Engiand, Australia, Venezuela 
FACTORIES: Plainfield, Conn.; Michigan City, Ind.; Los Angeles, Cal.; Warren, Pa.; Jamestown, N.Y.; Gait and Smiths Falis, Ontario 


® 
OFFICE FURNITURE 
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FURNISHINGS GUIDE 


Bright colors, polished wood and 
brushed aluminum were combined by 
designer J. Charles Dergins to create 
a line of office chairs (1) that reflects 
the popular Scandinavian influence. 
Manufactured by the WorDEN Co., 200 
E. 17th St., Holland, Mich., the chairs 
can be used with the “Tempo-Scandia’”’ 
desk and cabinet group introduced by 
the company in 1960. All exposed 
wood is genuine walnut in a choice of 
three finishes. The swivel bases are 
equipped with a brush aluminum scuff 
strip and ball bearing casters. Any ex- 
isting or projected decorating scheme 
can be matched by the wide range of 
leather, vinyl or fabric upholstery col- 
ors available. Inquiry card number 44 


For the ‘‘airy look” in office furniture, 
the SrurRGIS PosTURE CHAIR Co., 154 
E. Erie St., Chicago, Ill., has developed 
this upholstered fiber glass chair (2) 
in five different models. Molded foam 
pads are bonded to fiberglass seats and 
covered with upholstery that is replace 
able to suit a designing whim. Unusual 
decorative effects can be obtained by 
using two-tone upholsteries made up 
of a vinyl on the backrest and a con- 
trasting color of vinyl or fabric on the 
seat. Inquiry card number 45. 


Translating necessity into an actuality, 
the WILLIAMS OFFICE FURNITURE Co., 
175 Sth Ave., New York, N. Y., has 
created a line of office furniture (3) to 
meet the needs of a busy executive. The 
modular grouping consists of pedestals, 
tops, legs, center drawers, bookcases 
files and credenzas in possible combina- 
tions limited only by the user’s imagina- 
tion. The free form plastic top shown is 
available for either right or lefthand in- 
stallations. Files accommodate letter or 
legal size hanging folders; suspension 
and locking devices are standard equip- 
ment. The companion chairs are de- 
signed for comfort with deep cushioning 
and a form-fitting back. The walnut 
frames have a lacquer or hand rubber oil 
finish to match the desk units. Inquiry 


card number 4¢ 


A beautiful solution to the perennial 
storage problem is found in a new line 
of receding door credenzas (4) from 
DESIGNCRAFT Woop Propucts, INC 
155 27th St., Brooklyn 32, N. Y. These 
recent additions to the company’s “Di 
mensional” group of office furniture 
are oiled walnut units of desk height 
ind various widths to accommodate a 
particular problem. Inquiry card num- 
ber 47 

Inquiry card on page 35 
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Crisp, architectural, and modular in appearance, the 14 Series 
is a new line of completely assembled office furniture. 


14 SERIES 


EXTERIOR CONSTRUCTION Select flat cut genuine walnut with oak interiors. 
METAL LEG TRIM Brushed aluminum or brushed brass finish. 
DRAWER PULLS Bru: 


with circular mounting plates 


DRAWER CONSTRUCTION All drawers have side guides, and all regular desk 


} ; 1? 
qrawers are grooved for adjustabie partitioning 


TOPS Available wood, walnut grain plastic, or white plastic. Walnut 
plastic bands are used on all tops except that wood veneer bands are used 


. } ~ in o 
on oil finish tops 


Sh 


FINISHES Lacquer 
MISCELLANEOUS Ad ing glides — Locks in each desk pedestal 


, } 7 _ e oe*: me? o -— ] re | TT o ] 
ll drawers—No lo e on wing pedestal——-Full suspension file 


LA 


rwers—Modesty shield is integral part of both desk and typewriter return 


r brushed brass finish anchor type pulls 


CK A 


Conference desk—72” 
x 36” — Full suspen 
sion file drawer in 
right pedestal 


The 


Jasper 


Executive desk — 60” 
x 30” — Full suspen- 
sion file drawer in 
right pedestal. 


Desk 


T 
] 
| 


Desk 60”x 30” — Full 
suspension file draw- 
er—3 drawer pedestal 
optional. 


Company, 


wien 
| 


? 


ie ate 


L-Shaped unit return 
top 42”x 18” — Desk 
60”x 30”. 


Jasper, 


i 


Credenza 66”x 18” — 
Door compartment at 
left— File drawer and 
storage drawer at 
right. 


/ndiana 























FURNISHINGS GUIDE 


Dividing one office into many is done, 
not with a mathematical formula, but 
with partitions. These particular parti- 
tions (1) from ODI, 315 E. 62nd St., 
New York 21, N. Y., are not only func- 
tional but are architecturally pleasing as 
well. The uniquely designed aluminum 
extrusion provides for extra large wiring 
hannels, has no visible screws on the 
ertical posts and its simplicity of de- 
sign and ease of maintainence makes in 
terchange of glass or plastic panels easy 

p a dull room, variously 
colored s can be used or strikingly 
} 


different binations of glass, lami 


nates or woods. Inquiry card number 


economy, and in 
following that general rule the JASPER 
Desk Co., Jasper, Ind., has designed 
the 14 sseries of preassembled office 
furniture. The desk illustrated (2) is 


one of five styles available. Designed 
by Louis J. Frederick Associates, the 
units are constructed of genuine wal 
nut with oak interiors and are trimmed 
in brushed aluminum or brass with 
matching drawer pulls. All drawers 


have 5 


ide guides and are grooved for 
idjustable 


partitioning. Tops are avail- 
ible in wood, walnut grain plastic or 
white plastic. Inquiry card number 49. 


A room with a view needs draperies to 
set off that view and the Eowin RAPHA- 
EL Co., INc., 157 Central Ave., Holland, 
Mich., offers these design suggestions 
Mace” (3) uses a stylized rendering of 

that tool in solid form and in tracings 
It is printed on self-lined rayon-backed 
linen in color schemes of turquois and 
brown on natural, pink and ruby on 
french blue or mustard and navy on 
white r-Squares” (4) is a clean-lined 
and distinctive design by Kenneth 
Brozen. Available in standard and cus- 
tom colors, it is appropriate for many 
uses, including schools, colleges and 
architect and engineering offices. The 
)-inch pattern, with 24-inch repeat, is 

printed on rayon-backed linen. In 





DURABLE and SMART 


furniture 
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Conference Table Group 
TABLE NO. 8210 
CHAIR NO. 8127 


Wide assortment of chairs and tables. See your Dealer or write us for our distributor's name. 


AMERICAN CHAIR COMPANY 
MANUFACTURERS + SHEBOYGAN, WISCONSIN ka 
ermanent Bisplays:Chicago * New York © Miami © Boston ° Son Fronci 


Egat 


Sete we eS way 


QUALITY CRAFTSMANSHIP WRITE FOR CATALOG 
SINCE 1892 


LEATHER LAMPS DESK SETS & ACCESSORIES DESK PADS 
5 EXCLUSIVE 16 COMPLETE OPEN STOCK SERIES STIFF —— FLEXIBLE 
STYLES FOR HOME & OFFICE LINOLEUM 
ALSO, COMPLETE DESK SETS PANELS or CORNERS 
LEATHER, NAUGAHYDE 
OR SIMULATED LEATHER 
IN ALL PRICE RANGES 








A. 
oe .. 
Es - Pee. 


LEATHER WALL PLAQUES — CONTOUR DESK PADS — SOLVING YOUR SPECIAL PROBLEMS IN LEATHER IS OUR 
SPECIALTY —- HUNDREDS OF LEATHER & SIMULATED LEATHER COLORS IN OUR STOCK 


FOR TOTAL OFFICE ACCESSORY DESIGN 


SAINBERG and Co., Inc. 37 WEST 26" ST., NEW YORK 10, N.Y. MU 4-3424 








FURNISHINGS GUIDE 


Engineered specifically to meet the de- 
ands of today’s expanding offices, a 
new desk series (1) has been introduced 
by ScaANpix DesiGns, INc., 432 Park 
Ave. S., New York 16, N. Y., which 
eliminates the problem of static desks 
while emphasizing good design features 
The ‘Series 5”’ is built around a free 
standing wood and steel shell which is 
engineered so that a variety of pedestals, 
side attachments and tops can be put in- 
to place or removed without complex 
tools, technical skill on great expendi 
ture of time. A combination of oil fin 
ished walnut or teak and mirror polished 
steel enhances the basic design. One of 
the distinctive features of the desk is its 
practical pedestal case (2), which is con- 
structed with six pairs of drawer run- 
ners, designed to accept numerous com- 
binations of drawers, all of which are 
equipped with a central locking mecha- 
nism. Inquiry card number 51 


For a different look in office chairs, try 
pleating. This armchair with pleated up- 
holstery (3) is from the LEHIGH FURNI 
TURE Corp., 16 E. 53rd St., New York 
22, N. Y. To sustain the ‘floating look,’ 
the upholstered arm rests are set on 
cantilevered aluminum arms and the 
chair itself is poised on a “Column X” 
aluminum base with a satin or mirror 
polish. A swivel base is also available 
Besides pleated, the chair can be had 
with plain or tufted upholstery, all in 
a choice of fabric, plastic or leather. A 
storage cabinet in a classically simple 
design (4) is offered by the same com- 
pany. The unit consists of three sections 
a file cabinet, a four-drawer cabinet and 
an open section with two hinged doors 
Each component is furnished with 
chrome legs and so can be arranged in 
single or multiple units of any desired 
combination. Inquiry card number 52 

Inquiry card on page 35 





A new office begins with furniture... 








the 4000 line, of course, >Y All-Steel 


ALL-STEEL EQUIPMENT INC 


The distinctive, smart styling of the new 4000 Line becomes a vital 


part of today’s modern offices. You are limited only by your imagina- 


blocks 


tion in planning new offices. The component units are like 
which makes office planning easier .. . simpler. Write for more infor- 
mation. There may be a franchise open in your area. It’s profitable, too! 
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Che results of research into what makes 
an office chair comfortable, beautiful 
sturdy and economic are all incorpo 
rated into eight new chairs (1) by the 
GENERAL FIREPROOFING Co., Youngs 
town 1, Ohio. With these additions 
the Goodtort 300 series now con 
sists of nineteen models; six side 
chairs, five standard swivel and the re 
cently introduced eight adjustable cler 
duction and executive chairs 
upholstered panel on the new 

chairs provides conformity of styling 
line. The standard finish 1s 

optional color an 

finishes are ebony 

and antique bronze. In 

ber 53 

lirection of the Poy 

group (2) is definite 

top executives Office 

Desk Merc Co 

St.. Chicago 22 
strictly modular in 

executive and se 

th L-shaped — units 
(3), credenzas, book- 

baskets are of the sar 


achieve an integrated 


pieces are of walnut 
dovetailed 
and the exposed hard 


d. Inquiry card n 


1 yet conforming 
the populk fic ating look Is this 
Sento! KeCu swivel arm chair (4) 
being manufactured by the CoLtuM 
BIA-HALLOWELI Div STANDARD 
PRESSED STEFI Box 643, Jenkin- 

Part of a new line of “Con 
ftice furniture, the chair ts 


cast aluminum base witl 


hnish. Comfort extras in 


a seat cushion and 

pholstery materials are 

m fabric in eight 
atched with color 
vinyl. The compan 
Contemporar 

rics selected or sup- 


er. Inquiry card 


of modern Scan 

a new series off 

airs (5) introduced b 

HAIR Co., 301 Oak St 

V ike if con 

s in the medium to low 

conventional swivel, ex 

ecuti\ | e, side chair with of 
without art and a deluxe secretarial 
posture chair. Seventy-five different up 
holstery colors and fabrics are avail 
able and frames and bases can be fin 


ished in any color desired. Inquiry 





LIFETIME ACCESSORIES 


‘ HOOSE 
COMPARE THEM ALL... YOU uc a 


No. 204-GM 
Garment Master 
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No. 1300 | No. 1400 No. 1500 No. 25 No. 17-C No. 408 
Scotsman || Budgeteer Nobility Torchier Monarch Statesman 
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“ 23 os COMPLETE LINE FOLDER 

Standard AVAILABLE AT NO COST 
Write today for the complete folder 
that contains all specifications and 
price data of the complete VALCO 
Line. It’s designed to fit a standard 
file and includes separate reproduc- 
tions of each item. 


No. 504-WGM 
Wall Garment 
Master 
No. 75-S No. 1900 — WGR 
Modurn Bel Air Wall 
Sand Urn Garment Rack 


ned sce MAIL THIS COUPON NOW 
samme FOR FOLDER of ENTIRE LINE 


Stand 
— Valco Company, Dept. 361 
Y 1311 Ann Ave. 
St. Louis 4, Mo. 


No. 60-G 
Please rush file folder that contains spec. sheets and price infor- 
mation of your entire line. | understand | am under no obligation. 








LIFETIME 


OFFICE ACCESSORIES ® |... TITLE 


COMPANY 


ADDRESS 
1311 ANN AVE., ST. LOUIS 4, MO. phone PRospect 6-2660 CITY .. 
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Updating a classic design, the STANLEY 
Merc. Co 2310 N. Main St., Fort 
Worth, Tex., has adapted the styling of 
an early 17th century ‘“Biedermeier” in- 
to a chair for today’s offices (1) 
Although designed primarily for the 
traditional or transitional office, the 
chair's simplicity makes it equally at 
home in a modern room. The series, 
called ‘‘Courtier,” also includes an arm- 
less chair, an executive swivel chair, a 
sofa and a lounge chair. Inquiry card 
number 57 


A_ kaleidoscopical variety of arrange 
ments can be created with a new group 
of modular furniture (2) from EISEN 
Bros., INe¢ 1601 Willow Ave., Ho 
boken, N. J. Executive desks, secretary 
receptionist units or general area work 
stations can be made with interchange 
ible units on engineered angle steel 
frames, tops and drawer fronts. A con 
servative atmosphere can be obtained 
with walnut tops and drawer fronts; 
a high fashion look through the use 
of colored tops. These same basic com- 
ponents may be added to for the cre- 
ation of L-units, conference areas, or 
other special uses. Existing space can 
be used to maximum advantage because 
the standardized units can be arranged 
in any pattern required. Special book- 
cases and file units, dictating machine 
and secretarial units with tambour doors 
as well as storage cabinets are all stand 
ard parts. Inquiry card number 58 


The compact look comes to office seat 
ing represented by this chair-and-table 
combination (3) from the I. V. CHAIR 
Corp., 100 Jewel St., Brooklyn 22 
N. Y. The chairs swivel and the table’s 
position can be changed to suit the 
shape of the room, from left, right or 
center of the chairs. Inquiry card num 
ber 59. 


Comfort is heavily emphasized in this 
chair (4) designed by NIEMANN, IN¢ 

i69 E. Ohio St., Chicago 11, IIl., as 
part of its ‘Crest series of upholstered 


furniture which includes an 88” sofa 


ind sectional pieces. This particular 
lounge chair is so styled as to give the 
impression of compactness in size with- 
out sacrificing any of its comfort-giving 
qualities. All the pieces are available 
with top grain leather, fabric or Nauga- 
hyde upholstery. Inquiry card number 


60 
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DESIGN SECTION 














HURTING 
YOUR 
PROFITS? 


STEEL LOCKERS 


STORAGE CaBinets 
BOOKCASES 


*$.U.U.C” 


(SET-UP UNCRATED) 


and SAVE! 


IT’S NEW—S.U.U.C." SERVICE (set-up uncrated) 
NOW AVAILABLE TO DEALERS ON ALL AURORA 
STEEL LOCKERS, STORAGE CABINETS AND 
BOOKCASES. BIG LABOR SAVINGS FOR YOU! 


Factory trained experts using electric nut-setters will 





set up your lockers in 3 and 4 wide sections in our 
plant at no extra charge! Lockers can easily be 





pushed together at job site to form continuous rows. 
Lockers protected in shipment with furniture pads. 


e No possibility of missing parts (lockers are 
shipped fully assembled). 


e Drop shipments direct to your customers— 
reduces your handling costs, inventory and 
storage space. 


WE SELL ONLY THROUGH DEALERS! 


WRITE TODAY FOR’S.U.U.C."DETAILS 














AURORA STEEL PRODUCTS 
COMPANY 


153 3rd ST., AURORA, ILL. 








hor soplisticated offices 


BEAUTIFUL 


OF 5 0A 8 ate 
by 


JASPER CHAIR COMPANY 


contact 
JASPER CHAIR COMPANY, JASPER, INDIANA 


fot dese uptic e literatwe 


$21 UBS 
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If silence is golden, it deservese to be 
preserved so NEw CASTLE PRODUCTS 
ING New Castle, Ind., has developed 
a folding partition (1) that will do 
just that. It is claimed to have the 
sound insulating characteristics of a 
solid masonry wall. To achieve this 
sound reduction, the “Soundmaser 240 
has twelve layers of material, two of 
which are steel. Where partition se 
tions join, foam rubber is used as an 
insulator. Almost any interior space can 
9€ partitioned due to the wide variety 
f sizes available. Almost any decor 
can be matched since there is equal 
variety lors and fabrics. Inquiry 


Expanding a popular line, the H-O-N 
Co., Third & Oak Sts., Muscatine 
Iowa, has announced the addition of 
an executive conference-type desk (2) 
Convaire”’ series. Also being 
re attached typing conversion 
units, extended typing platforms and 
extra-size tables. Inquiry card number 
62. 
Mix or match the upholstery coverings 
on this new chair (3) for a wide range 
of decidedly different effects. From 
the JOHNSON CHAIR Co., 7109 Mer- 
chandise Mart, Chicago 54, IIl., it is 


representative of the new “Continental” 
group of office chairs. Besides affording 

comprehensive selection of fabrics, 
the chairs can also be chosen with a 
brushed aluminum base. In 


juiry card number 63. 


walnut oO 


al 


Created especially for a bank’s seating 
needs yet adaptable for any office use 
is the ‘““Royalchrome 100” chair series 
announced by the RoyAL METAL MFc. 
Co., One Park Ave., New York 16, 
N. Y. The chair illustrated (4) is the 
executive posture back chair, and, like 
the nine other models, it is styled as a 
slim, non-overstuffed silhouette, exe 
cuted with mirror chrome finished steel 
frames and contrasting rounded corners 
of seats, backs and armrests. Seat and 
back contours are cushioned with foan 
rubber and specially pitched to reduce 
sitting fatigue. Upholstery choices are 
offered in vinyl, plain weave and 
boucle frieze weave fabrics. Inquiry 
card number 64 


The Space Age come to office seating 
with the “Space Chair’’ executive swiv 
el seating line (5) from CARLTON- 
SURREY, INC., 1516 Blaine Ave., S. E., 
Grand Rapids, Mich. The name is de- 
rived from the design illustion that the 
back and seat are suspended from the 
frame of the chair itself. Six models are 
available, all of which have a special 
torsion bar mechanism making them 
almost “‘tip-proof.”’ Inquiry card num 
ber 65 


Inquiry card on page 35 





SELL MORE, EASIER 


with the enormous 


FILING CABINETS — 347 Models 


$ tigi — 8 Gabe Shaw-Walker franchise 


Shaw-Walker’s enormous franchise is the trade’s 
most profitable. The exclusive Shaw-Walker dealer 
offers his customers 5000 items matched in appear- 
ance, matched for results. 

Among the 5000 items in this enormous franchise 
are many exclusive products that cannot be pur- 
chased from anyone but the Shaw-Walker dealer. 


ae “ homey peg Pag No Other Franchise Gives You 
All 9 Profit Making Features 


(1) All 5000 items from one factory. (2) Most complete 
franchise. (3) 252-page Office Guide to simplify selling. 
(4) Many exclusive fast-selling items. (5) Flow of sales 
helps. (6) Best known trade-mark. (7) Intensive, order- 
producing national advertising. (8) Fourteen Panoramic 
Stores to help close big jobs. (9) Warehouses stra- 
tegically located throughout the nation. 

RIGHT NOW there are a few cities in which we are 


willing to make a change. Yours may be one of them. 
Write today. 





DESKS — 139 Models —6 Styles 


“Built Like a 
scraper 








GHAW-WALKER 


Factories and Home Office — Muskegon 3, Michigan 





FILING SUPPLIES for Every Office Need 
! 
4 


(anes! ExCLutive 


ALL 5000 ITEMS are pictured, described and priced in 
Shaw-Walker’s 252-page Office Guide, the biggest order- 
producing catalog in the industry. All bear the best known 
trade-mark in office equipment, ‘Built Like a Skyscraper." 


























FURNISHINGS GUIDE 


Keeping secretaries happy is a fine art 
and providing comfortable seating is 
one way to do it. This deluxe secretar 
ial posture chair (1), offered by the 
Fritz-Cross Co., 300 E. Fourth St 

St. Paul, Mich., will certainly help. One 
chair provides both perfect posture and 
relaxation by means of a patented “I 

lock spring, adjustable by the occupant 
[The base is aluminum, the cushioning 
is foam rubber and the colors are the 
newest. Inquiry card number 66 


Claustrophobia need no longer be a 


corrollary of privacy in partitioned of 
fices. Flexible fiberglass has found an 
other use and now such offices can lit 
erally be partitioned with light. Screens 
of this translucent material (2) admit 
light then diffuse it so the area behind 
cannot be clearly distinguished. De 
signed by STELZER MOLDINGS, IN« 
23184 Keller St., South Bend, Ind., the 
thin, cross-corrugated panels fit into 
plastic inserts. The adjustable, ceiling 
braced units are adaptable to almost 
any office use by virtue of the wide 
range of sizes available. Inquiry card 
number 67 

The confines of “inner space’’ are ex 
panded by means of a new modular 
line of office furniture (3) which puts 
every square inch of floor space to 
work. THE WESTERN Mpc. Co., 532 
{4 N. Highland Ave., Aurora, IIl 
calls this the ‘‘Fashion-Aire’’ series 
Within it, versatility is the keynote as 
individual components can be arranged 
as desired and additional units used 
whenever necessary, while maintaining 
an overall custom look. Inquiry card 
number 6 


This graceful cane-backed chair (4) is 
a star in the “Galaxie” group of of 
fice seating by the W. H. GUNLOCK! 
CuHarr Co., Wayland, N. Y. The nun 
ber of stars’ in this series totals 
twenty-eight; a chair for nearly every 
business use. All seat and back units 
are cradled in beautifully proportioned 
genuine walnut frames devised to keep 
the chair backs clear of walls. Inquiry 
card number 69 


The theme is flexibility in a new lin 
of chairs (5) being manufactured by 
the HARTER Corp., Sturgis, Mich 
Suitable for job functions in the execu 
tive or general office, the chairs feature 
a unique cantilevered arm and bridge 
strong steel construction. Inquiry card 
number 70 


Inquiry card on page 35 
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Dept. OF-561 
company 
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ACCESSORIES GUIDE 


A rosewood column shaped into a triangle has been used 
by Designer Elizabeth Kaufer as a base for this new lamp 
(1) from Nessen Stupios, INc., 317 E. 34th St., New 
York, N. Y. The shade is white linen and, combined 
with the 18” column, makes the lamp’s overall height 
38”. Teak wood is used for another lamp (2) which, 
like the first mentioned, is made in Denmark. Here, the 
teak column has softly rounded corners that flow into a 
slight concave shape. This shade is also linen, Inquiry 
card number 71 


A taste for the unusual will find gratification in these 
reproductions of museum pieces chosen by MopDECRAFT, 
960 E. 10 Mile, Hazel Park, Mich., for their compatibility 
with contemporary design. The “Fish Woman” (3) is 
fashioned of gray hydrastone on an oil finish walnut 
base. It is 1414” high. The “Bird Man” (4) is also of 
gray hydrastone on an oil finish walnut base. Inquiry card 


79> 


number 


A waste paper basket (5), designed in the modern man 
ner, has been announced by the Artistic Desk Pap & 
Novetty Co., 721-731 E. 133rd St.. New York 54, 
N. Y. Both the inside and outside of the basket are made 
of selected walnut with a Danish finish. All exposed 
edges are trimmed in brushed anodized aluminum to 
match contemporary desks. Inquiry card number 73 


The “400” line (6) is a coordinated set of desk acces 
sories that was created to be consistent with the very 
latest in contemporary office furnishings. The line was 
designed by the firm of Melvin Best-Fujioka and is be- 
ing distributed by Matson Gourmet, Ltp., 1170 
Broadway, New York 1, N. Y. The significant design 
features of this grouping are a pedestal base and the 
tasteful combination of solid California walnut and satin 
glazed white ceramic. Shown from the “400” are the 
desk pad trimmed in walnut; a memo holder of solid 
walnut with inset ceramic retainers and a ceramic pedes- 
tal base; a covered utility cup and walnut cigarette cup 
both with a ceramic base and cover. A matching pair of 
small ash trays (7) have ceramic ash receptacle with a 
single notched bridge, walnut body and ceramic pedestal 
base. The standard size letter tray (8) is of solid walnut; 
the ceramic touches are found in the retainer and pedes 
tal base. Inquiry card number 74. 


Inquiry card on page 35 





CONFERENCE TABLES 


DESKS AND SEATING 


SHOWROOMS: 

LOS ANGELES: Furniture Mart 
SAN FRANCISCO: Western Merchandise Mart 
SEATTLE: Harmon Matin Associates 
CHICAGO: Jack Phillips, inc. 

NEW YORK: California Contemporary 


COSTA MESA 


an affiliate of VISTA Furniture Company 
1040 NORTH OLIVE AVENUE, ANAHEIM 5, CALIFORNIA 


Catalog inquiries invited 
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NESSEN STUDIO, INC. « 317 EAST 34TH STREET, NEW YORK 16, N.Y. 


TABLE LAMP -~ 33” OVERALL 
7” SQUARE BRASS BASE, 
2” SQUARE O/LED WALNUT 


COLUMN (8S INLAID WITH 


NESSEN 
NS 983) 


BRASS (OR CHROME) STRIP 
THE TOP OF THE COLUMN 

1S CAPPED OFF WITH 

A SQUARE BRASS PLATE 

TWO PULL CHAIN SOCKETS 

a MADE OF BRASS AVAILABLE 
INMEROICE OF 3 FINISHES 
BRUS O BRASS, POL/S+ 


BRASS, OR SATIN 


PLATE OVER 





ACCESSORIES GUIDE 


A sculptured vertical flow of light (1) can be created by 
joining George Nelson-designed bubbles and net lights with 
an accessory called the “Stack Ring Connection” being dis 
tributed by RICHARDS MORGENTHAU, 225 Fifth Ave., New 
York, N. Y. This walnut ring permits easy joining and may 
be used to fashion any number of dramatic lighting arrange 
nents. Inquiry card number 75 


For small plants or large trees and any size plant in be 
tween, the ARCHITECTURAL Pottery Co., 2020 S. Robert 
son Blvd., Los Angeles, Calif., offers a wide variety of 
planter solutions. This unglazed, off-white bowl (2) holds 
an indoor garden or a single tree with equal grace. It is set 
in a walnut or metal frame, to harmonize with the different 
types of office furniture. One cone balanced on another 
becomes the right size planter for palm trees or related 
plants (3). It comes with an unglazed off-white, glazed 
matte white or glazed matte black finish. Custom finishes 
and colors can be had on special order. Inquiry card number 


6 


An ashtray (4) and a cigarette box (5) of stainless steel 
with a contemporary mirror finish are coordinated for use 
n directors’ or conference areas. They are two examples 
from a new line of office accessories recently introduced by 
the SmirH Meta. Arts Co., INc., 1721 Elmwood Ave 
Buffalo 7, N. Y. Inquiry card number 77 

Inquiry card on page 35 


HAS THE CASE 
for ANY office! 


Receding door cases Three sections with 
sliding glass doors 


THE M 0 d CINacRouP 


Confidential cabinet 
with ‘‘shoji’’ doors 


Hanging as wall cases 


i 


WRITE FOR CATALOG HERKIMER, NEW YORK 





“sec’sappeal” 


DEFINITION: Smooth, efficient—eye-popping appear- 
ance with graceful lines—adds sparkle to any office 
or environment. Always in vogue . . . never tiring. 
And continues to serve you year after year after year. 
That’s Bentson secretarial steel office furniture. 


Scores of leading dealers now agree: Bentson has 
“sec’sappeal” and attracts buyers, as well! All across 
the country, however, new and profitable markets are 
opening up. 


Now is the time to write for full information 
regarding sales opportunities for the complete 
line of Bentson top quality steel office furniture. 


BENTSON MFG. CO. 


650 Highland Ave. Aurora, Ill. 
TWinooks 7-9237 
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An early French Provincial book press repro- 
duced in maple and mahogany forms the base 
of this lamp (1) from the BRACH-ALLEN 
Studio, 1323 S. Michigan Ave., Chicago 5, 
Ill. The antique distressed finish base is com- 
plete with book. The shade is handmade of 
imported bookpaper with a feather motif in 
shades of red, umber and beige. Inquiry card 
number 78 


A golden willow, symbol of serenity, is com- 
bined with “quiet greens” on this wall hang- 
ing (2) from PeTeR Pepper PRODUCTS, 26357 
S. Western Ave., Lomita, Calif. The natural 
linen background and solid walnut frame make 
this design ideal for both contemporary and 
transitional interiors. Inquiry card number 79. 

Inquiry card on page 35. 
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SMART...STURDY...SUPERIOR 
Hardware by NATIONAL LOCK 


Feature Nationa! Lock standard and custom-designed pulls, locks, 


casters, catches, hinges, screws and bolts on your quality office 
furniture and equipment. Experience in manufacturing hardware 
for nearly 60 years... engineering abilities and diversified facilities 
in furnishing products to more than 40 different O.E.M. markets... 
these are the qualifications that make National Lock a leading 
supplier of hardware to American industry. If you are an Original 


Equipment Manufacturer, write today for more detailed information. 


NATIONAL LOCK 


INDUSTRIAL HARDWARE DIVISION ° NATIONAL LOCK COMPANY ROCKFORD, ILLINOIS 
INTERNATIONAL DIVISION 13 &. 40TH ST., NEW YORK, N. Y. CABLE: ARLAB 


e LOCKS e LATCHES @ PULLS e KNOBS e HINGES « FASTENERS . . « ALL FROM ONE SOURCE 





DEALER 
PROTECTION 


. guardian of the dealer pro- 
tection policy presents an_ invincible wer larke, Houston dealership 
shield to the consumer .. . . price, serv- » vesult in amicable and 
ice, and precision quality that direct TO I a OES 
sellers find difficult to pierce 
As manufacturers and designers of shop 
and material handling equipment with top 
notch dealers as close as your phone... 

Edsal can meet all your requirements with 


a minimum of delay, a maximum of savings. Forget That You Sell Furniture 


DEALERS: WRITE TODAY FOR FREE CATA- 
LOG AND PRICING INFORMATION EDSAL : by GEORGE SHAW 
SELLS ONLY THROUGH DEALERS. : 


bination of a 
i and an open mind, 
Shaw, vice pre sident 


7¢7 


Forgetting that you sell furniture can be one of 
the greatest sales assets you as a dealer can have 
when selling to designers. At least, that’s the way 
we feel at Maverick-Clarke, where we've seen our 
designer-inspired business increase 44% in 1960 over 

= 1959 by adopting this attitude 
TOOL STANDS, WORK BENCHES, SHELVING, the BIG By my overly simplifying our approach to selling 
SHELF TRUCKS, individual or end- line, either KWIK- furniture through designers, please don’t get the im 
STOCK CARTS, of less, durable, always KLIP or standard 
heavy gauge steel, level, have exclusive nut and bolt. All , 
finest casters, many ribbed decks and sizes, open or closed ers by selling in a backhanded manner. We don't 
combinations. presdwood tops. or bin type. Our approach is the result of many of us lying awake 


Best...by Design at night trying to figure out a successful pattern that 


3817 S. Racine Ave will increase our percentage of designer sales. 
Chicago 9, lil. When we say ‘forget that you're selling furni- 


pression that we treat it lightly of appeal to design 


ture,’ when dealing with designers, we are actually 
pointing up the fact that you must meet these highly 
creative people in the same area in which they are 
operating. 

This means that you must change your perspec- 
tive somewhat. You must be as creative as they are 
and look at their problems from their point of view. 
Onec you have a grasp of what they are trying to 


create, you can then bring into play your superior 
the b ‘ knowledge of the furniture fis you carry. Pointing 
644 ° out to designers, that their creative objective can be 


met or improved with your particular chair, desk or 
As your employees learn more about your business and lamp, you will be far more readily accepted by them. 
the office supply and equipment industry as a whole, they Naturally, in taking this approach, it means that you 
become more valuable to your organization. You can have to work with designers far more closely than 
speed up this self-improvement process dramatically by . 
exposing them to OFFICE APPLIANCES every month. 
The best method is to give each key staff member an in- 
expensive OA group subscription, which includes the : 
annual OA BUYERS INDEX at no additional cost. Over tatives. Each of these people have had many years of 
200 dealers have taken advantage of OA's special experience in slightly different phases of designer 
group rate of only $2.00 per year per subscription, when sales. Dick Rembrandt, a well-known local artist, has 
five or more subscriptions are entered. years of experience in the purely aesthetic side of the 
It's sound business practice to keep your employees well- de signer s needs while Avis Cutler leans toward lay- 
informed on industry developments: Take advantage of out, functional design and space planning. 
this low-cost way of doing it today. Just send us a list Though the initial day-to-day contact may be car- 
of your employees (five or more) and we'll enter their ried on separately by each of the three men, all 
subscriptions at once. projects with designe rs are team activities. This 


means we offer designers the thinking from three 


= 
on rat cose OF fi <_ Sed highly creative people to supplement their own ideas 


The activities of these men generally follow one of 


perhaps you normally would 
In our furniture department, which is managed by 
Robert Rohrs, we have two highly trained represen- 


two different avenues of emphasis one, participat- 


APPli | | 
PP ic nice sS ing with designers in their basic planning; and two, 


600 West Jackson Boulevard, 
Chicago 6. Illinois 








keeping the designers sold on our ability to aid them 


their d sign efforts 


An illustration of 


th the desig 


how we co-ordinate our efforts 


in the early planning stage 1s 


situation where a designer con 


he had a client who wanted a 


done. The designer brought his 


us for functional evaluation and 


es of furniture. He designed the 
nain executive office, the plans for 
which he 


d to us for suggestions. The plan 
modifiec 


rhtly and we then had the furniture 
stom-built for him 
We also found. 


lan, that 


in appraising the over-all office 
stock furniture could be used in the recep- 
room ai general office area. This suggestion 
1 his client money but in no way de- 
the original plan. To complete the de 
we suggested he have the filing cabi 
n walnut with sliding doors 
the designer was saved many hours of 
nt not a little money because, work 
him, we were able to suggest the 
many standard items unknown to him 
ol supply 
ward kee ping designers sold on our 
in their projects by making regu 
wide them with literature on new 
ting them to use our showroom, by 
calls with them when requested and by 
rintaining a wide variety of carpeting, drapery and 
ssory samples to loan them. And, of course, any 
our knowledge is always available for them to 
ser on 
(ne 


concret 


xample of how we promote our 
rvices Can be scen 


in an exhibit we recently staged 


the annual designers’ in Houston which is open 


the publi ill of the designers in the metro 
in area. Sin we 


to both 


t knew we would have to ap 


iudiences, we made our booth an ap 


1 problem lesign 


Borrowing a page from 

history, we did the same thing that Thomas Gains 
rough did when he painted ‘The Blue Boy.” It 
was his popular and memorable success with large 


asses of the san 


color that led us to try the same 


hnique. Only we used red 


Imagine a 10 by 24 foot area that is carpeted in 


1, has red wall covering, red pictures, red ash trays, 


cigarettes, red potted plants, red lights and a red 


mannequin. The mannequin’s skin, hair and dress 


all complementary shades of red. All told, there 
a total of shades of red used in our exhibit 
only color accents in the Maverick-Clarke booth 
the black and silver of the office furniture 

Frankly, the results Months 


iter, we are still receiving designer calls for our 


were astounding. 


rviceS aS a dir 


‘ t result of our showing that we 
ould handle 


the most difficult design problem 


RITE . 


Vike series by Riteform ... Rite enough 
to cause a market upheaval .. . Rite styl- 
ing (just look)... Rite comfort (solid)... 
Rite construction (superb) .. . Rite price 
(low) .. . RITE TODAY FOR DETAILS. 


99900000 


CHAIR COMPANY 
Box 528, Quincy, Ill., Phone BA 3-5114 
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continued from page 195 


chairs to the particular seating re 

quirements of each individual. 

They ll be sure that all drawers in 

desks and files are working perfect- 

ly. They'll bolt files together in bat 

teries, shim them for easy operation 

and good appearance. We do that 

wherever there are two or more files 

together. THese are probably the 

most important functions that we 

can perform. We have many other 

things, like large warehouses where 

we keep in stock the equipment 

standardized on by the customer, so 

that he can have immediate deliv 

ery if he wants to add to this in- 

stallation months or even years later 

element | I think this is the major service that 
appropriate for the executive office... we have to offer that is beyond the 
scope and understanding of design 


The Template Group combines the high-styling and individuality ers and architects. 


of fine, custom-built furniture with moderate cost and durability to ; ; 
Specialty Knowledge 
make it a practical choice for all offices. See this crisp, new 

Waldner: To summarize what 
dealers have to offer exclusively, it 
is knowledge of the office furniture 
The Leopold Company, Burlington, lowa. business. We're aware of the prob- 


design in wood office furniture soon. For free brochure, 
contact your nearest Leopold dealer or write 


(This ad appearing in Management Methods and Wall Street Journal) lems in our business and we're aware 
of what’s available to our customers 


I think that a dealer can better clas- 


ai = | sity and describe to his client stand- 
THEMPLATE ard items both from a space conser- 


| vation point of view and from the 
GROUP | decor point of view. Up to now we 
have discussed ourselves, the archi- 

| tect and designer in relation to the 

by Leopold executive office. The designer and 
the architect also get into the gen- 
eral office field. Many times they de- 
sign special items that are very cost 
ly to the client, whereas the office 
furniture dealer could come close to 
meeting the specifications of the 
architect with standard, stock mer- 
chandise. I think, too, that our fac- 
tory trained servicemen are a big 


practical for all offices... 


asset to the consumer. 

Caldwell: I would like to mention 
two things I believe haven't been 
covered. I concur with all that has 
been said. We go one step further. 
First, we are not interested in selling 
any corporation a job and forgetting 
it. We face the fact that on the 
original installation, we do not make 
money. We like to obtain customers 
that way and for the next 20, 30, or 
50 year period have that customer 
on a good repeat business basis. Sec- 

continued on page 235 
First National 
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NEW MOSLER FRANCHISES 


Please send me complete information on the Mosler lines checked below. 







Mosie’ 
Revo File 





NAME 


NAME OF BUSINESS 


ADDRESS 


DO IT NOW! 


Fill out and mail the attached card... 


get complete information on any one 


or all three of the profitable Mosler 


lines described in this advertisement. 





Postage 8 one 
Will be Paid rer ry 

by if Mailed in the 

Addressee United States 


BUSINESS REPLY CARD 


The Mosler Safe Company 
320 PARK AVENUE 
NEW YORK 22, NEW YORK 





NEW FRANCHISES 
FROM MOSLER ON 3 
PROFITABLE LINES! 


REVO-FILE—This unique rotary file by 
Mosler puts you into the fast-growing field 
of systems sales. Businesses of all sizes — not 
just large organizations—are becoming more 
and more dependent on automated record 
keeping. Here’s your chance to supply them. 
Revo-File capacities: 2,500 to 12,000 data 
cards. Cards are held in without rings. Drop 
them in, lift out. Revo-File is mounted on 
casters. Push-button, electric models avail- 
able. Mark space #1. 


SCTE ESET EEE OEE EEE EEE 


INSULATED FILE—Exclusive fea- 
tures make this the line to sell. You 
start with the Mosler name and repu- 
tation for leadership in the field of 
protection. The Mosler Insulated 
File cuts seconds off filing, finding 
and reference; full-opening drawer 
(no hidden space) ; individually lock- 
ing drawers; each drawer fully in- 
sulated ; push-button drawer control. 
For particulars, mark space #2. 


MOSLER HOME SAFE — 
A successful new line. These 
new, Underwriters’ Labora- 
tories-approved high-quality 
chests are economy-priced to 
appeal both to home owners 
and small businessmen... 
excellent items to round out 
your line of protective equip- 
ment. Mark space #3 on re- 
turncard for full particulars. 


THE MOSLER SAFE COMPANY 


320 Park Avenue, New York 22, N.Y. 
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ond, I think that one of the big 
services that we offer as a dealer is 
liability. Sometimes we think it’s un- 
fortunate, but we are liable for what 
we do. If do a job that is satis 
factory, that’s fine. If it is not satis 
factory there is a me-back on the 
established store or dealer and it is 
made right. In numerous instances 
in other fields, there doesn’t seem 
to be a liability. I'1 subject to cor 
rection on that, but I know of a case 
in point where a very large door in- 
stallation for a Philadelphia bank 
resulted in drafts so bad that fur 
coats had to be issued to all of the 
girls on the main floor. The architect 
admitted that correction of the error 
would cost the bank some $60,000 
All he said was that he was sorry 
I'm sure if made an error in an 
interior, no matter how large or 
small, we wouldn't iway with 


simply saying we were sorry. The 
customer would tell us to take it 
out and fix it. And we would. We'd 
take it on the chin and hope that 
from that point on, we wouldn't do 
such a thing again. We offer a li- 


ability that I think is good from a 


consumer iewpoint. I think we 
' 


might go one ste rther and per 
haps push for liabilities on the arch 
irect and engineer I I] phases | 
think the country would be better 
off if we had a little different setup 


on liabilities 


Service Is a Dealer 
Dahl: I think this continuing serv- 


ice and relationship through a coursé 





of years is probably the most im 

portant feature of the dealer, be 

cause that is something on which we 

have always relied CUCL. IN AUXILIARY SEATING 
Koplik: I don’t think there is any 

question in anybody's mind but that 

we get service from dealers and we 

expect service. In fact, those dealers Reserve Seating. 144 decorator combinations of highly styled 


+ 


Every one of your customers is a potential buyer of Clarin 


W 10 not provi idequat 
ho a provide a nylon and naugahyde—upholstered over Urethene. Fits per- 


isfactory service just fall by the way 
or. For sales meetings, pian- 


. > ; j > "de 
side. We seek out the dealer who fectly with your customers’ dec 
does do that because, I would say, ning sessions and wherever auxiliary seating is needed 
that is number one on the list of 
the reasons why a consumer should For complets prof { at 
' FOLDS FLAT! 
use a dealer rather than other out Reserve Seating, write Dept. 33RS 


side sery es 


Lennartson: This response leads 
right into the next question for con 
sumers Do you expect call-backs 


- Cl ARIA A wot att-it , 
> CLARIN MANUFA RIN( OMPANY 
4640 VA ; 
4640 W 








after delivery and installation to 
check on your satisfaction with the 
job? If so, do you actually get that 
sort of service from your suppliers? 

Lewis: The answer to both parts 
of the question is ““Yes.’’ We have 
had call-backs. We've had a planned 
system of review by our dealer. 
We've had a continuous service - 
minor maintenance and repairs. This 
is everything we look for in a rela 
tionship between our dealer and 
ourselves. 


Lennartson: Obviously, an ap- 


proved aspect of the dealer-consum 
er relationship is continuation of 
service after an installation has been 
made 

Dahl: From our experience in pur- 
chasing from architects and design- 
ers as well as from dealers, I would 
say we've had pretty good results 
from all of them. Dealers are prob 
ably a little bit better in follow-up 
service because they are service units 
themselves 

Lennartson: Now we come to the 
big question of the day. Mr. Poli- 








aly ’S 


TOP 
BRASS 


TOP BRASS the finest Walnut quality modular desk 


with the high-priced appearance and the compatible low-cost personality. 
Displays graceful style of a sleek thorobred and roominess plus comfort of 
an old time desk. TOP BRASS was designed for front office use for the 
executives on the go! It’s ideal for the office manager and junior executive 
with a low-budget—yet, who want the prestige or a high priced look. TOP 
BRASS will produce turn-over and profit dollars from many places which 
no other line can achieve. TOP BRASS has all the built-in natural warmth 
and beauty of Walnut, yet, has an amazingly low price. Every dealer who 
has seen TOP BRASS is amazed at the easy-to-afford low cost of this 
quality line. You will be too. It comes in either Walnut or Beige plastic 
top. All Walnut exterior. Highly polished brass hardware. Why not write 
today for the exciting details ? 


Please Note: TOP BRASS answers the in-home desk problem for the man 


who takes work home—or, has to keep records for Uncle Sam 


NEW STYLING—NEW QUALITY—NEW MANAGEMENT 


DESK MANUFACTURING COMPANY 
454-456 N. Armour Street Chicago 22, Illinois 











quin — What is your opinion about 
charging a fee for professional plan- 
ning services? 

Poliquin: My opinion is generally 
known. I am in favor of it. In our 
operation it is the only basis on 
which we work. We feel that we are 
professional enough to work on a 
fee basis. They way we do it takes a 
great deal of the time of many high 
priced people on our staff. I am defi- 
nitely for it, providing we can justi- 
fy the fee that we ask by the services 
we perform and the results that our 
clients get from our efforts. We have 
many letters on file from satisfied 
clients, affording tangible evidence 
that we are equipped to produce the 
results the client needs. 

Koplik: You were referring to a 
fee for the design? 

Poliquin: Yes, sir. 

Koplik: Then may I ask this ques- 
tion? If you do have a fee agreed 
upon for a design that you are going 
to submit, do you feel that the con- 
sumer has every reason to buy the 
design and not necessarily the equip- 
ment from you? 


Fee or Not a Fee 

Poliquin: Yes. We set up our con 
tract on a fee basis, which enables 
the client to take what we present 

renderings, layout, everything - 

and put the job up for bids in the 
market place. This would be a way 
of checking to see if we are com 
petitive in our proposal. If the client 
elects to have someone else fill the 
needs, we get our fee for our design 
ing service. If after going into the 
market place for competitive bids, 
the client decides to place the order 
with us, we will waive the designing 
fee. In that case we get our com- 
pensation from the legitimate busi- 
ness profit on the merchandise we 
install. 

Koplik: In other words, there is a 
contingent arrangement in your 
method. If the equipment is bought 
from you there is no fee for the de- 
sign. 

Poliquin: Right, because included 
in the order for equipment isa legiti- 
mate business profit for us. 

Koplik: When you submit a pro- 
posal, normally it includes every- 
thing design, equipment, mate- 
rial — from beginning to end. You 
believe, and I think you are right, 
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the race in office styling” 





P.S. TQ DEALERS: 
You'te bound to win — 
with GALAXIE 


“die p ogres s * aig | / 


W. HH. GUNLOCKE CHAIR COMPANY, WAYLAND NEW YORK 
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Equipto Book Shelving is easy to sell—a 
point by point comparison with any other 
brand will convince your customers of its 


Da AE SERS 


SSF FORE 


superior features. 


Here is one of the finest steel products to 
join the Equipto line—a new concept in book 
shelving. Studio designed and competitively 
priced. Equipto Book Shelving stock sizes 
are 9” and 12” depth. Heights are 42”, 84” 
and 90”. Width 36”. Don’t hesitate to get 
the complete story on Equipto Book Shelv- 
ing. Send for descriptive folder No. 487-S 
TODAY! 


Sold only thru you the Dealer — never direct. 
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BENCHES DRAWER UNITS LOCKERS 


guiplo 


SHELVING 


Equiplo” 
Shelving 








The 42°’ high unit 


themselves, stay put 





above is ideal for home or 
office use. Cornice top 
makes perfect working sur- 
face or aos counter top 


All shelves cre completely 
adjustable from front of 
unit. Shelves slide in, seat 


shown 
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EQUIPTO ROBE STOCK CARTS 


610 Prairie Avenue 
Aurora, Illinois 


EQUIPTO 
ANGLE 


that you're entitled to compensation 
for the time of the professional 
people you employ, and that you in- 
clude that time cost in your propos- 
al. If you don’t include the time cost, 
you ask for it as a separate fee for 
design. 

Poliquin: That's correct. 

Koplik: In either case, I'd be hap- 
py. Speaking for myself, if I asked 
for design service only and later 
found a preferable design submitted 
by another dealer, I would feel that 
the first dealer would be entitled to 
compensation for his design. On the 
other hand, if the first dealer had 
solicited my business on a specula- 
tive basis I would feel no obligation 
to pay for his design service. 


It’s Only Overhead 

Caldwell: We feel that the cus- 
tomer has a right to expect decorat- 
ing and design service with his mer- 
chandise, which he buys at reason- 
able, fair, competitive prices. We 
solicit design business. We do not 
sell design, as such. We do, how- 
ever, use caution in our presenta- 
tions. We know the firms with 
whom we are dealing. We offer pres- 
entations to some for their considera- 
tion. To others, we just talk. If we 
can develop their confidence in us, 
convincing them that we can do a 
particular type of job, then, designs 
are submitted, even on a competitive 
basis. But, we do not charge for de- 
sign work. Our design expense is 
spread to overhead. If it takes a per- 
son a certain number of hours or 
days to set up a design, that design 
expense is spread to an over-all over- 
head instead of being charged as a 
major portion of that particular job. 
It becomes a reasonable portion of 
the spread overhead. We sell mer- 
chandise, not design specifications. 
We don’t kid anyone that the design 
is free. It is not. But it is spread to a 
point where it is a reasonable charge. 
Waldner: I'm just a small dealer 
from suburban New York. In order 
to get started in the design field, we 
did a lot of pleading to give our- 
selves an opportunity to establish 
whatever little reputation we have in 
the field. Today we feel that we 
have enough design jobs out in the 
field, and enough people we have 
satisfied who will provide a recom- 
mendation to any client who might 
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be doubtful about our ability to do a 
job. We have done something that 
may be a little different. We have 
bound into folders for each of our 
men a series of floor plans of in- 
stallations so that they can show a 
prospective client what we can do. 
We are very cautious about spending 
a lot of money 
tion. We are convinced that a client 


on a large presenta- 


has a lot more respect for us if we 
treat him that way rather than try to 
give him something. He's naturally 
doubtful about getting anything for 
nothing 

Lewis: I have two divergent views 
I share the views of both Mr. Cald- 
well and Mr. Poliquin. As an em 
ployee of an advertising agency I'm 
We have 


to use it. We've long since run out 


afraid of the word “fee 


of the profit that used to be found 
in the basic 15% gross income of an 
advertising agency and we have had 
to sell our clients on fees for mer- 
chandising, public relations, research 
and for many of the collateral serv 
ices an agency offers. Many of these 
services are offered simply to main- 
tain a profit picture. On the other 
hand, as a buyer of services, one 
thing I look for is genuine value in 
exchange for payment. If I purchase 
office furniture, I’m fully aware that 
there is a percentage of profit in the 
price. There’s a difference, however, 
between the office furniture dealer 
and the accountant, the attorney or 
the doctor, who charges a fee for his 
There 


volved in those professions 


services is no product in- 


There 
is a product involved in office furni- 
ture selling. When I buy office fur 
niture and some special planning is 
involved, I hope that the price I pay 
will be in the office furniture itself 
and that it will include a profit to 


the dealer 


Means to Improvement? 


Dahl: I wouldn’t object to a fee if 
it meant that dealers were in a posi- 
tion to improve their services still 
further in decorating and design 
That kind of help does come high 
Or, if charging a fee would result 
in a reduced price on those items 
that don’t require decorator service, 
I wouldn't object 

Poliquin: Just before leaving for 
New York City I received from the 


American Management Association 


an invitation to lay out about $500 
in order to attend a meeting and 
learn about ways I can control costs 
in my office. They will talk about 
office cost problems. They're going 
to tell me about raising employee 
productivity. They're going to tell 
me how to develop cost conscious- 
ness. They're going to tell me how 
to employ time and motion study in 
my office. They are going to tell me 
how to get people to work. The 
problem is so acute that AMA says 
it's worth 500 bucks to talk about it. 


VERSATILITY 
IS THE 


KEYNOTE 


of 
WESCO’S NEW MODULARS 


As dealers, we have the knowledge 
and the tools that will help employ- 
ers to make their employees more 
productive. There is no profit to be 
gained in the mere act of purchasing 
office furniture. The only real profit 
comes from using it. If a piece of of- 
fice furniture is correctly selected it 
earns a little profit every day it is 
used. Multiply that little profit by 
the number of days the equipment 
is used and the total will be much 
more than the original cost of the 
equipment. & 


Wesco’s new Fashion-Aire Modular 


units are designed to sell, because 


they meet the consumers’ demands 


for efficiency, convenience, com- 


fort and beauty. 


Existing work areas are used more efficiently, and the work 


out-put is increased because a larger work surface and a 


closer proximity to files and records is provided. 


Offering an unlimited choice of 


arrangements, Wesco 


Modulars 


are equally adaptable to present 
or future requirements, while 
providing the beauty and dignity 
of custom-styled furniture at a 


realistic price. 


Available in Wesco’s standard decorator colors: 


Office Grey, Olive Green, Sea Mist Green and Desert Sage 


Write today for colorful new WESCO 


CATALOG NO. 15 


. see our complete line. 





WESTERN MFC Co 


Ha Fre 


WESTERN MANUFACTURING COMPANY 


AURORA, ILLINOIS 
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FIRST 
CHOICE 


TO 


It was Lyon by a landslide in a 1955 pref- 
erence survey conducted by an independent 
organization among key men in companies 
throughout the country. They gave Lyon 
5 times more first choice votes than the 
next highest manufacturer. 

In a comparable survey made in 1960, it’s 
an even greater landslide—7 to 1 is the latest 
margin—and Lyon received more exclusive 
mentions than the next twenty-two com- 
panies combined! 

Your nearest Lyon dealer offers the 
world’s most diversified and most preferred 
line of steel equipment —quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


General Offices: 528 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill_—York, Pa.—Los Angeles 


® 


- opUCTS 
THIS CATALOG ILLUSTRATES bal ET AL P R 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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, or tol 
a complete group this coupon will bring you our new catalog 


of fine functional furniture JASPER TABLE CO., JASPER, INDIANA 
ffi 7 Please send new catalog with complete details 
for the office _— 


by JASPER TABLE COMPANY ser i eo ADDRESS 


JASPER, INDIANA CITY STATE 











. 


- a ; tal . 
iMlustrated are (left to right): Desk made up of DL700 double leg end, CD700 center drawer, BP700C back panel, DP728 
drawer pedestal with DT66F top. DC720N and FD730N with MTSO top. 








For the Style You Want in Wood Office Chairs... 


JASPER SEATING HAS THE LINE! 


Strongly Built MODERN 
for Hard Use... SCANDINAVIAN 
Scores of TRADITIONAL 
Sales Possibilities w | FUNCTIONAL 


























This is a beautiful utility chair with countless sales opportunities. 
Sell it to schools, libraries, offices, restaurants, shops, or for gen- 
eral usage — wherever an economical, well-built chair is needed. 
Six-step process gives smooth, lustrous, hard-wearing finish that 
enhances the warm beauty of wood. Available in Imitation Walnut 
or Mahogany on Birch, Birch Tone, or Plain Oak. Steam-bent 
back posts. Deep saddle seat assures maximum seating comfort. 
Also available: Swivel Arm Chair, Guest Arm Chair and Swivel 
Armless Chair. 





One of 113 chairs WRITE FOR COMPLETE CATALOG! 
to meet every style 


and functional need 
ee RAFTSMAN CHAIRS 
airary, eateterin, by JASPER SEATING COMPANY 


and courtroom. 


Side Chair No. 95 


Jasper, indiana 














f an office revolves around 


ind placement of the proper equipment within the 


f space that work flow will allou 
unit, says Hugh Morgan director f the office 
ion of Eisen Bros. Inc., is the greatest tool the 


) 
if command ft whieve this goal. 


The Raison d’Etre of Modular Furniture 


by HUGH MORGAN 


Modular furniture should not be considered as a 
style-development. It is the natural outgrowth of a 
trend to bettering business production facilities which 
began prior to World War I when the man then 
called an efficiency expert went into factories and 
plants and did the first time and motion studies to 
increase production and reduce manufacturing costs 
The results of these studies are reflected in modular 
furniture which bring the work to the worker, al- 
lowing manual functions to be performed within 
easy reach in a natural, comfortable manner 

The historical developments leading to this point 
began taking form in those early days of the efficien 
cy expert, when the office was, in general, neglected 
It was looked upon as a necessary evil, and was 
treated as an inescapable item of overhead. During 
the period following World War I, we had some 
general upgrading of the office, particularly during 
the late Twenties. Posture seating came into use. The 
roll top desk gave way to the flat top desk, and of 
fice machines came into more general use. More 
women came into the office, and appearance received 
some consideration. 

The depression of the Thirties put a definite stop 
to development of new ideas in office equipment 
There was a huge surplus of desks, chairs, and files 
— and all the things that industry produces. Sales 
were at a minimum, and manufacturers lacked funds 
to develop and promote new goods. 

With World War II came a market ready and 
anxious to absorb all goods our plants could pro 
duce. There was no time nor any need to create new 
designs or new concepts of equipment, so we still 
remained static. 

With the post war boom and general business ex 
pansion, it was natural that the office finally cam 
in for a general overhauling. Federal regulations 
imposed tremendous record-keeping responsibilities 
on business, increasing office functions. Jobs were 
more than plentiful, so employees could be selective 
in their job seeking. Thus, employers had to com 


pete for prospective employees, and attractive, com- 
fortable surroundings were found to be good per- 
sonnel relations 

As business grew, the office grew even more. 
Rental office space was at a premium, as there had 
been practically no office building construction for 
a quarter of a century. Office rentals soared, and the 
natural outgrowth was an overall re-evaluation of 
the office and its functions 

All of this changing picture had to be faced by 
our industry with desks, to take one example, that 
had seen only one major change since the days of the 
stand-up desk, and that was the elimination of the 
roll top. Our standard desk size was 60” x 34”, and 
office workers in general were given a desk, wood 
or steel, of this size, regardless of the functions they 
performed. 

To combat the increased cost of office floor space, 
the best our industry could come up with was to 
reduce the standard desk size to 60” x 30”. Ex- 


ecutives, to maintain the status symbol, sat between 


ae LAA ” 


1 desk, usually x 36’, and a table of the same 
$1Z¢e. 

Into this picture stepped a methods man, or pro- 
edures expert, concerned with best performing the 
two basic office functions, posting to, and reading 
from records. Actually, some reflection will reveal 
that practically every function performed in an of- 
fice is concerned with these two basic things. Time 
studies were made of the various jobs, job evalua- 
tion programs were undertaken, with the end in 
view of making the office a productive part of an 
organization and not just an inescapable item of 
overhead 

These studies showed the need for equipment that 
would, in effect, bring the work to the worker in the 
smallest practical floor area. The first “L’’ desks, 
which were custom built, provided the first solution 
to this need. As management had accepted the fact 
that a well furnished, well decorated office promoted 
good customer relations as well as good employee 
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he new trim look plus 


clinch sales 

Here is office furniture with a distinctive styling. 
Browne-Morse Slimline is trim and graceful, yet 
astonishingly sturdy. And it gives offices an 
amazingly spacious appearance. 

Best of all, the extreme flexibility of the basic 
L-Unit desk allows you to custom-design it to the 
special needs of any office. Colors, too, are avail- 
able in a wide variety to complement any decorat- 
ing scheme. 

Desk top defies all but the most deliberate abuse. 
Drawers are interchangeable. Executive swivel 
chair of heavy gauge aluminum has restful foam- 
rubber seat and unique nylon sleeve hub (never 
needs lubricating, never binds). 


rowne 





FM-21 ARM CHAIR 


Manufacturers of steel office furniture, 
aluminum chairs, filing supplies, 
laboratory equipment, 


hospital case work, fume hoods 


- orse Browne-Morse Company Muskegon, Michigan 


COMPANY 


MUSKEGON, MICHIGAN Architects of efficiency for America’s offices more than half a century 











All-New Typewriter 


SLIDE-A-SHELF 


for standard and electric machines 


Converts = desk (wood or steel) into a secretarial desk. 
Does not eliminate drawer space—all drawers usable. 

* 3” casters for easy rolling—with brakes. 

* Height is adjustable—folds up for easy storage. 

Sturdy, dependable for electric machines. Top size 16” x 26”. 

Masonite rubber or Formica tops. Gray, Tan, and Mist Green 

frames. Packed single, can be mailed parcel post. Weight 11! Ibs. 


manufactured and guoranteed by 


eae: Tan WP > CD >D = Se @) 0 


822-824 Spruce St. © St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands. 














PRICED 
RIGHT! 


Storage 
Cabinet or 
Wardrobe 


Heavy gauge 
steel, baked-on 
office-grey 
enamel finish. 
Chrome handles 
with lock. Stor- 
age cabinet 
equipped with 
4 adjustable 
shelves. Ward- 
robe has shelf 
and hanging 
rod. 

Shipped K.D. 
One per carton. 


No. 2418 S 


CUBA 
MANUFACTURING CO. 
CUBA, MISSOURI 
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Using 42” chair clearance and $4.27 per sq. ft. rental 
modular savings in executive er Ips can be: 9 sq. ft 
or $38.43 per year from center odular grouping 
ither than old desk and back table shown at top 
Again with less but more usable desk space, botton 


p saves 13 sq. ft. or $‘ l per yeat 


relations, it was evident that furniture that was 
pleasing In appearance, functionally efficient, and de 
signe d to conserve floor spac e, was ne ede d. Modulars 
were planned to supply this need 

In planning modulars, it must be considered that 
time and motion studies reveal that in excess of 90% 
of desk work is performed on the front 23” of the 
desk top. Most desks, therefore, need actually be 
only 24” deep. In instances where greater depth is 
required, as for interviewing, a 23” pedestal with 
a 30” desk top can be used, providing an overhang 
at the back at which another person can sit 

In modular, all possible pedestal content should 
be used. Drawers should go clear to the back of the 
desk, affording the maximum of storage space. All 
pedestals should be equipped with writing slides for 


maximum efficiency 
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uit to last 
pice {0 se 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks 
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FILING EQUIPMENT 


Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
*“‘DURA-STYLED” 
Plastic Molding 
in matching 
rellela sn 





julars in secretarial areas: Based 
per sq. ft. and chair clearance of 
t adds 156” of desk area, saves 
$10.67 per year over old ar 
grouping saves 1.6 sq. ft 


idds 390 sq. in. and overhang 





| returns and credenzas must be designed for BLUEPRINT CABINETS 


efficient business use, and not just appearance. They 
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ust have provision for housing standard office Write for our attractive color 
wa 4 a ia < : ‘ Catalog Illustrating the com 
ecor« or good filing, for proper housing of plete line of Tables...Desks. 
Filing Equipment... Sectional 
= Desks...Bookcases and Sec 
poses, such as machine dictating. There must be suf tional Bookcase... Telephone 


ficient components to permit the imaginative office and Utility Equipment and Engi- 


: neering Blue Print cabinets. 


lesigner an easy opportunity to “tailor make” a work 


station for specific tasks PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


Ideally, modular should be completely flexible to DURABLE DESKS ARE CAREFULLY PACKED IN 
permit its use throughout an entire organization, STURDILY CONSTRUCTED WOODEN CRATES 


building different work stations with different func DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 
tions, with distinct status symbols, yet maintaining 

i. cohesive style pattern throughout. If changes in a DURABLE 
physical layout take place, or the company moves, DEPT. O-11 


t should be possible to re-assemble the modulars to 
38-42 REVIEW AVE., LONG ISLAND CITY |, NEW YORK 
RAvenswood 9-3580 


ssary working materials, and for special pur- 





the new space or work demands. Equipment 





should not become obsolete because conditions have 
changed. This is the true value of modular 

The charts on the preceeding pages shows how 
valuable floor space can be saved by use of modular 
unit, and also how the efficiency of the desk worker 
can be improved. Actual cash savings accrue to the 
user. The rental figure of $4.27 per square foot 
office space per year is the best obtainabl 
several real estate sources for 1960. It will 
different cities, but checking the rental sales 
eral representative buildings will give you th 
age in your locality. 

Savings of floor space as illustrated on the charts 
might well make unnecessary a costly move becaus« 
a company has outgrown its office space, or permit 
a company to take a smaller area than that require 
to house its pre-modular desks. 

Modulars can effect even more savings. By 
ping its personnel with efficient, time- and 
saving modulars, an employer gets a bett 
on the investment he must make in today’: 
worker. In hiring a new employee, th 
must anticipate equipping a work station 
equipment can be written off over a ten-year 
the employer must realize that he is making 
year investment 

The charts illustrate that a work statior 


created in less than 30 square feet of floor space. 
This does not include aisles, files and storage areas. 
The national average for floor space per office em- 
ployee is 126 square feet. Other estimated average 
costs, not including furniture, are: 

Salary $5,380.00 

Supplies 197.00 

Office Machines 78.00 

Rent 522.49 

(126 sq. ft.@ $4.27) 

Misc. Services 115.00 


Yearly Total $6,312.49 

This produces a ten year investment of $63,124.- 
90 which must be protected and on which the best 
possible return must be obtained 

We have seen that a modular “L’’ desk can save 
as much as 21/, square feet of floor space at a ten 
year saving of $106.80. If the improved efficiency 
of modular saves only 1% of the employee's time, 
that will be a return of $631.24, or a total of $738. 
04. This is more than the cost of many modular 
work stations 

The alert office designer, using these sales ap 
proaches, should have no difficulty in gaining ac- 
ceptance for modular office furniture, and creating 


new and highly profitable business for himself. 


$680 Yearly Sales from *57 Inventory! 


SENTRY* DEALERS’ AVERAGE GROSS 
IS 12 TIMES THEIR INVESTMENT! 


You don’t have to be big or tie up a lot of capital to make 
money with SENTRY SAFES. Last year the average 
Sentry dealer enjoyed once-a-month turnover... grossed 
$680... yet invested only $57. A floor model does the 
trick, because SENTRY drop ships to order. 


BEAT COMPETITION—MAKE FULL PROFIT 


SENTRYS sell for /ess than half as much as average com- 
petitive safes, yet return you full profit. That means vol- 


Model S-3 U.L. “C" Label Sentry. Big-safe 
features include Vermiculite insulation, 
heavy all-welded construction, built-in 3- 
number combination lock, heavy duty bank 
vault type lock bar, baked enamel finish. 
Dimensions: Outside—24'4"x174"x17'4"; . 
Inside—15"x12"x13” (2340 cu. in.) Weight: details. 


240 Ibs. 

. Suggested List $89.95 
Model S-8 Sentry —Same as above, but 15” 
x12”x 18)” (3330 cu. in.) Weight: 3301bs 

Suggested List $129.95 


Model S-C Safe-and-Cabinet Sentry. 
Exclusive! Mahogany, walnut or blond 
wood double door cabinet (25'4” x 20” x 


ume sales... 


a chance to cash in on the virtually un- 
tapped market of householders, farmers, professional 
men and small businessmen who need the fire and theft 
protection they can afford with a SENTRY. Write for 


New SENTRY 
IN-FLOOR SAFE 


Designed to be installed in 


Sess oncrete fi $ 
New SENTRY Theft-Resistive concrete foor or block. Steel 


protects safe from dust, traf- 


WALL SAFE fic. 3-number combination 


lock cannot be “punched.” 


Quickly and easily installed between 16” Dimensions: Outside— 162” 
studs (or in concrete wall or floor). New w dhe 


Inside—12” x 8”. 
65 Ibs. Solves over- 


20") conceals Model S-3 safe—makes 
handsome end table, night stand, TV base. 
Suggested List $129.95 
Model S-1 Sentry. New, budget - priced 
floor model with basic features and con- 
struction of S-3. Dimensions: Outside— 
2444" x 174%” x 13”; Inside—15” x 12” x 
9\4". 2-position shelf. Weight: 175 Ibs 


Suggested List $77. 50 
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3-number combination lock, “E-Z Read” 
dial. Dimensions: Outside—7” x 11” x 
14”; Inside—6” x 10” x 13”. Mounting 
panel—1642” x 11”. Asbestos lined in- 
terior. Weight: 26 Ibs. 


Suggested List $39.95 


night security problems of 
many businesses. Unmatched 


"Supgested tie $62.50 


Also available with inner 
key-lock compartment and 
deposit slot. 


‘ 
Gy JOHN D. BRUSH & CO., Inc, 563-A West Ave., Rochester 11, N.Y. 
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PERIPHERY 


Ideas and mments from area 


Looking for the Forest 


The office designer trying to bring 


, , y ’ 7 
order to 1s citent business environ- 
j y 
r more nobly stated, to the 
} } 
human environment should have 


an awareness of those activities influ- 


ment 


encing his specialty. Apropos the in- 
tent of this column, Stuart Chase, 


; 


economist and writer of social que 
tions, recently made this plea for a 
broader view in an article written for 
Think external house organ published 
by IBM 


A specialist has been defined as 
one who knows more and more about 
less and less, until he knows every- 
thing about nothing. A society com 
posed only of specialists would soon 
for nobody would be left 
with the over-all view 


collapse, 
nobody who 
could see the woods as well as the 
trees. 

A generalist possesses the over-all 
view. As life becomes more compli- 
cated, with new gadgets, new weap- 
ons, new inventions, generalists are 
increasingly needed to keep society 
in balance. To state the case more 


precisely, every specialist and we 
are all specialists these days, in some 
subject from stamp collecting to rock 
etry should also strive to be a 
generalist. He should save room in 


p 


his mind for looking all the way 
round a given preblem, determining 
relations, seeing where it fits into 
other problems A generalist, for in 
stance, does not stop with a hurrah 
for atomic power plants; he wants to 
know what is to be done with radio- 
Until they are safely 


taken care of it may be wiser, he 


active wastes 


thinks, to go easy on fission and con- 
centrate research on fusion power 

Up to the year 1800 it was not im 
possible for a Benjamin Franklin or 
an Alexander Humbolt to have a 
working knowledge of all the major 
fields of science and the humanities. 
There were no 
those days, biology was pre-Darwin- 
ian, and doctors still bled their pa- 
tients. But scientific knowledge grows 


“social sciences” in 


Reprinted ermission from Think magazine 


adjacent to 


the field of office design 

at an exponential rate, . . . a fear 
some thing. The late William F. Og 
burn, of Chicago University, found 
that it applied to many areas of tech 
nology, some of which he charted, 
from 1500 A.D. onward. After, say, 
. . became 
altogether too much for even a Leon 
ardo to master. Today, in 1960, it is 


1800 the growth curves 


doubtful if any one mind can master 
the accredited knowledge in chemis- 
try alone, not to mention biochemis 
try. Today it is all one can do to keep 
abreast of his own sub-subspecialty 

The human mind is a marvelous in- 
strument, not often used at capacity, 
but it was never designed to keep up 
with the growth of knowledge at an 
exponential rate 

Our minds may not have the nerve 
channels to encompass all knowledge, 
but they have the capacity to establish 
significant relationships, evaluate 
trends, estimate probabilities, and dis- 
tinguish between major dangers and 
minor between major promises and 
William 
president of Oberlin College, put it 
this way: “We admit 
frankly that (in Oberlin) we are not 


minor. Stevenson, former 


must quite 
as interested in producing skilled peo 
ple as we are in producing educated 
people, educated in the sense that 
they can relate experience and knowl 
edge in one field to problems in oth 
ae People have their break 
ing point, psychiatrists say, and too 
many of us now are reaching it, as the 
health 


Spec ialists, however, 


mental statistics demonstrate 
go merrily on 
making jets faster, skyscrapers higher, 
smog thicker, cars longer and traffic 
more impenetrable, ICBM’s more ac- 
curate, stockpiles more lethal. . . 

I know a generalist who is also a 
learned specialist. He has written me 
that he would like to tell his specialist 
friends: “Wake up! Live at the level 
of your time! Crawl out of that tal- 
ent-trap which you refer to as your 
‘field’ and look around. You may 
learn something about the only era 
you will ever live in, and about the 
only species you will ever be a mem- 
ber of.” 
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Art Metal's important new 500 GROUP spearheads the most com- 
plete line of office furniture and equipment you can find. Designed 
to put handsome efficiency within the reach of your most budget- 
conscious customers, the Art Metal line includes a full selection of 
every item you will need. Not only desks, chairs and storage files, 


but also cabinets, partitions, book units, shelving and the unique 


Art Metal Planfiles and index files §§j Drawing from this complete 


array, you can give your customers fully-coordinated efficiency, 
designing each work station around its particular function fj At the 
same time, you are providing the utmost in construction quality. 
72 years of constant research and development bring you—and 
your customers—top quality, top styling and top efficiency at no 


premium in price. Write Art Metal, Inc. for complete details—today. 


ART METAL, INC. 


JAMESTOWN. N.Y 





HEYER Gelatin Duplicators and Supplies 


HOT FALL MERCHANDISE! 


but require 


COOL SPRING ORDERING! 


Demand for Heyer Gelatin Products is big in the Fall. Schools 
reopen, Churches and Clubs renew their activities, Businesses 
spring back into action. All of them will want duplicators and 
supplies, and they'll want them immediately. 


Heyer Gelatin Products are the best, but even so, they can’t 
ride in super-heated trucks or freight cars. That's why ship- 
ments of gelatin products are often delayed during the hot 


summer months. 


So, play it COOL this year. Order your Heyer Gelatin Dupli- 
cators and Supplies NOW and beat the heat. They'll stay COOL 
in your stockroom or basement and you'll have them on hand 
when the Fall demand starts. 


“Always Makes 


J 


a Good Impression’ 











HEYER QUALITY GELATIN SUPPLIES ASSURE YOU 
OF PROFITABLE REPEAT BUSINESS 


Gelatin users know Heyer Products give best results they've 
proved themselves for 58 years! Be ready to fill orders for 
Heyer Ffficiency, Junior Efficiency and Hektograph Dupli- 
cators. And be sure you have ample stocks of Gelatin Rolls, 
Films, Refill Composition; Hekto Ink, Pencils, Carbon, Type- 
writer Ribbons, etc. Heyer Supplies can be used on all makes 


of Gelatin Duplicators. 





HEYER INC., 1852 S. Kostner Avenue, Chicago 23, Illinois 


DUPLICATORS AND SUPPLIES SINCE 1903 
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